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THE POWER 

OF THE “POST” 
GOES TO WORK 
FOR 





In The Saturday Evening Post 


January 29 
Again in the Post March 26 


@ For more than a quarter of a century, the F. S. 
Webster Company has given more advertising 
support to its dealers than any other manufac- 
turer of carbon papers and typewriter ribbons. 
Again in 1938, we will advertise in publications 
reaching more than 4,000,000 families. Quality 
products and quality service plus the five extra 
features of Micrometric give you the edge on 
competition. Use the power of the Webster 


name to get more business. 


F. S. WEBSTER COMPANY 


13 AMHERST STREET, CAMBRIDGE, MASS. 
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SPECIAL SAMPLE OFFER 


To introduce to a few more businesses these 
two popular carbon papers, we make this 
offer. Send 25 cents and we will mail you ten 
sample sheets. Tell us whether you are in- 


terested in regular MultiKopy, or MultiKopy 


with the Micrometric scale. Also the number 
of copies usually made at one typing, the 
name of the machine you are using, size of 


carbon desired, and your name and address. 


Act now—for best carbon paper results. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 


Because of the groune 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 
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of its various 


pares advertising 


THE SERVICE BUREAU 


of Office Appliances is maintained for the exciusive 
use of subscribers and advertisers. 
commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
copy, 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


In the execution 


this bureau calls upon 


furnishes list of desirable 


turers, 











result 


from relations established 
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For the benefit of the subscribers the lines advertised are here classified. 


Many of the requirements of the modern business office 


are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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Koh-I-Noor Pencil Co., Ine 100 
Roberts, Weldon, Rubber Co 136 

Eyelets & Eyelet Fasteners 
Markwell Mfg. Co. 158 
Rivet-O-Mfg. Co. 169 

File Boxes, Collapsible Corrugated 
tankers Box Co....... 78 
Barkley, C. L., & Co 128 
Globe-Wernicke Co. 113 
Guide System & Supply Co 96 
Oxford Filing Supply Co R4 
Pronto File Corp. : 146 
Weis Mfg. Co. . 67, 68, 69, 70 

File Boxes, Metal 
Art Metal Construction Co. 73 
Art Steel Co. .-- 167 
Corry-. Jamestown Mfg. Corp. 111 
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Victor Safe & Equipt. Co. 141 
Filing Cab. Ball & penned Bearings 
Kilian Mfg. Corp........... 

Filing Cabinets, Insulated 
Shaw-Walker Co. .... 76 
Victor Safe & Equipt Co 141 

Filing Cabinets, Metal 
All-Steel-Equip Co. 63 
Art Metal Construction Co 73 
All Steel Co. 167 
Autmte. File & Index Co 103 
Bentson Mfg. Co. 156 
Browne-Morse Co. 163 
Cameron, Cal. 127 
Columbia Steel Equip. Co &3 
Corry-Jamestown Mfg. Corp 111 
General Fireproofing Co. 59 
Globe-Wernicke Co. .......-..... 113 
Invincible Metal Furn. Co 121 
Metal Office Furn. Co. 105 
Peerless Steel Equip. Co 154 
Pronto File Corp. 146 
Remington Rand, Ine.. 145 
Shaw-Walker Co. . 76 
Victor Safe & Equipt. Co 141 
Yawman and Erbe Mfg. Co. 99 

Fitting Cabinets, Wood 
Globe-Wernicke Co. 113 
Imperial Methods Co. 148 
Weis Mfg. Co. 67. 68, 69, 70 
Yawman and Erbe Mfg. (o 99 

Filing Supplies 
Acco Products, Ine. . 64 
CS. Se ee A rs 157 
Art Metal Construction Co.............. 73 
Barkley, C. L., & Co. 128 
Browne-Morse Co. .... 163 
Bushnell, Alvah, Co.. <0 85 
Cameron, Cal. «---1 27 
Corry- Jamestown ™M g. 111 
General Fireproofing Co. — 
Globe-Wernicke Co. . 113 
Guide System & Supply Co. 96 
Imperial Methods Co... 148 


THE CLASSIFICATIONS 
(Continued on page 6) 





THE CLASSIFICATIONS 


(Continued from page 5) 


Metal Office Furniture Co 
Oxford Filing Supply Co 
Pronto File Corp 

Quality Park Envelope Co 
Rockwell-Barnes Co 
Shaw-Walker Co. 

Victor Safe & Equipt. Co 


Warshaw Mfg. Co 
Weis Mfg. Co 67, 68 
Yawman and Erbe Mfg. Co 


Finger Pads 
Parrot Speed Fastnr. Corp 
Folders (See Filing Supplies) 
Fountain Pens 
Autopoint Company 
Carter's Ink Co., 
Esterbrook Steel 
Kahn, David, Ine 
Sheaffer, W. A., Pen Co 
Spencerian Pen Co 


The 
Pen Co 


Gummed Cellulose Tape 
Minnesota Mining & Mfg. Co 


Gummed Cloth Rings 
Graff, Geo. B., Co 
Warshaw Mfg. Co 


Gummed Tape Sealers 
Minnesota Mining & 
Vertex Co 


Mfg. Co 


index Card Signals 
Cook, H. C Co., Inc 
Graff. Geo. B Co 
Victor Safe & Equipt. C 


Index Tabs 
Aigner, G. J., Co 
Barkley, C. L., & Co 
Cel-U-Dex Corp 


Globe-Wernicke Co 


Guide System & Supply Co 
Markilo Co 

Parrot Speed Fastener Corp 
Shaw-Walker Co 

Veit Co.. The 


Victor Safe & Equipt. Co 


Inks, Adhesives, Ete. 
Carter's Ink Co., The 
Harriman-Welts Prod. Co 
Ink Specialties Co 
Rivet-O-Mfg. Co 
Sheaffer, W. A.. Pen Mfg. ( 
Superior Type Co 
Union Rubber & Asbestos Co 
Inkstands 
Cushman & Denison Mfg. Co 


Leads for Mechanical Pencils 
Autopoint Company 


Kahn, David, Inc 

Sheaffer, W. A. Pen Co 
Leather Goods 

Doppelt, Charles, & Co 


Mashek, Frank, & Co 
National Brief Case Mfg. Co 


Leather U pholstered Furniture 


Bright Chair Co 

Jasper Chair Co 

New Indiana Chair Co 
Leathers, Upholstering 

Eagle Ottawa Leather Co 
Letter Trays (See Desk Trays 
Letterheads 

Wiggins, The John B., Co 


Library Equipment 
All-Steel Equip Co 


Art Metal Construction Co 
Art Steel Co 
Corry-Jamestown Mfg. Corp 


General Fireproofing Co 
Globe-Wernicke Co 

Peerless Stee] Equipment Co 
Shaw-Walker Co 


Lighting 


Polaroid Inc 


Lighting, 

Lockers and Storage Cabinets 
All-Steel-Equip Co 
Art Metal Construction Co 
Art Steel Co 
Browne-Morse Co 
Corry-Jamestown Mfg 
General Fireproofing Co 
Globe-Wernicke Co 
Invincible Metal Furn. Co 
Lyon Metal Products, Inc 
Metal Office Furniture Co 
Shaw-Walker Co 
Yawman and Erbe Mfg. Co 


Corp 


Locks, Desk, Showease, Etc. 


Wonder Lock 


Loose Leaf Books & Systems 
Adams, Henry T., Mfg. Co 
Aigner, G. J., Co 
F. B. Mfg. Co 
National Blank Book Co 
Sheppard, The C. E., Co 
Stationers Loose Leaf Co 

Loose Leaf Envelopes, Celluloid 
Aigner, G. J., Co 
Markilo Co 


Loese Leaf Metals and Devices 


Adams, Henry T., Mfg. Co 
Loose Leaf Metals Co 
Stationers Loose Leaf (« 





Mail Distributors 
Bristow, Stanley R 
Globe-Wernicke Co 
Victor Safe & Equipt. Co 


ep Tacks 
Graff, George B., €« 
Hampden Mfg. Co 
Moore Push-Pin Co 


Matched Office Suites 
Art Metal Construction Co 
General Fireproofing Co. 
Globe-Wernicke Co 
Leopold Co., The 
Royal Metal Mfg 
Troy Sunshade Co., 


The 


Memorandum Books 
National Blank Book Co 
Rockwell-Barnes C¢ 


Memorandum Devices 
Bristow, Stanley R 


Mending Tape 
Minnesota Mining 
Warshaw Mfg. Co 


Moisteners 
Rivet-O-Mfg. Co. 
Numbering Machines 
Amer. Numbering Mach. Co 


Office Partitions and Railings 
Globe-Wernicke Co 


Pads, 
National 


Figuring 
Blank Book Co 


Rockwell-Barnes Co 
Paper 
Rockwell-Barnes Co 


Smith, Bradner, & Co 


Paper Clamps 


Acco Products, Inc 

Cushman & Denison Mfg. Co 

Esterbrook Steel Pen Mfg. Ce 
Paper Clips 

Acco Products, Ine 

Clip-On Corp. 

Cook, H. C., Co 

Cushman & Denison Mfg. Co 

Fulton Specialty Co 

Graff, George B., Co 


Hampden Mfg. Co 
Vail Manufacturing Cx 


Paper Edge Reinforcers 
Vertex Co 


Paper Fastening Machines 
Ace Fastener Corp 


Acme Staple Co 
Cameron, Cal 
Fastener Corp 
Hotchkiss Sales Co 


Markwell Mfg. Co 
Neva-Clog Products, Inc 
Parrot Speed Fastener Corp 
Victor Safe & Equipt. Co 
Paste (See Inks, Adhesives, Etc 
Pencil Sharpeners 
Graff, George B. Co 
Koh-I-Noor Pencil Co., Inc 
Pencils, Wood Cased Lead 
Koh-I-Noor Pencil Co., Inc 
Mechanical 
Autopoint Company 
Carter’s Ink Co., The 
Esterbrook Steel Pen Co 
Kahn, David, Inc 
Sheaffer, W. A. Pen Co 


Pencils, 


Pens 
Esterbrook Steel Pen Co 
Spencerian Pen Co 


Picture Hooks 
Hampden Mfg. Co 
Moore Push-Pin Co 


Pins and Pin Containers 
Vail Manufacturing Co 


Platens, Typewriter 


American Writing Mach. (« 
Ames Supply Co 
Shipman-Ward Mfg. Co 


Postage Affixers 
Postage Meter Co. 


Postal Scales 
Hanson Scale Co 
Marvel Scale Co 
Shipman-Ward Mfg. Co 
Triner Scale & Mfg. Co 


Price and Sign Markers 
Superior Type Co 


Publishers, 
Bridges, F. W., 
Methodes 


Ltd 


Punches 
Acco Products, Ine 
Globe-Wernicke Co 
Mitchell Binder Co 
National Blank Book Co 


Push Pins 
Hampden Mfg. Co 
Moore Push-Pin Co 


& Mfg. Co 


8 


Stenographers’ 


Ribbons and Carbons 


Allen & Co 

Ames Supply Co 
arter’s Ink Co., 
odo Mfg Corp 
olumbia R. & C 


( The 
{ 

‘ 

Crown Ribbon & (¢ 
In 

- 





perial Mfg. Co 
ttle, A. P., Inc 
ifold Supplies Co 
& Volger, Inc 
Ribbon & 


Mitt 
Old 
Pa 








‘own 
fic Carbon & 
Phillips Process 
temington Rand, Inc 
Royal Typewriter Co 
Shipman-Ward Mfg 
Smith, L. C Corona 
Spencerian Pen Co 
Storms, H. M., Co 
Underwood Elliott 
Co 

S. Typewriter Rib 
Webster, F. S., Co 


Co 


Rubber Bands 


Weldon, 
Mfg 


Roberts 
Shipman-Ward 


Rubber Stamps 


Sankers & Merchants 
Works 
Meyer & Wenthe 


Rubber Type Outfits 


Fulton Specialty Co 
Superior Type Co 


Safes 


Art Metal 
General Fireproofing 
Globe-Wernicke Co 
Meilink Steel Safe C 
Remington Rand, Inc 
Shaw-Walker Co. 
Victor Safe & Equipt 
Yawman and Erbe 


Scrapbooks 


Globe-Wernicke Co 


Secretary Desks 
al Construction Co 
Co 


Art Met 
General Fireproofing 
Globe-Wernicke Co 


Stamp 


Construction 


Mfg 
‘arbon (¢ 


Ribbor a rf) 


Inc 


0. 
Tws 


Fisher 
Back 


Mfg 


Mfg 


Cc 


Rubber Co 
Co 


Co. 


0 
ce 


Peerless Steel Equipment Co 


Shelving 


All-Steel-Equip Co 
Art Metal Construction 
Art Steel Co. 
Browne-Morse Co 


Corry-Jamestown Mfg. Corp 


General Fireproofing 
Globe-Wernicke Co. 
Lyon Metal Products, 
Universal Fixture 


Smoking Stands, Office 


Mfg. Co 
Mfg. Co 


Nagel 
Royal 


Chase 


Metal 


Stamp Pads 


The 
Co 


Ink Co., 
Specialty 
& Wenthe 
Rivet-O-Mfg. Co. 
tockwell-Barnes Co. 
Superior Type Co 


Carters 


Sturgis 
Toledo Metal 
Tubular Specialty 


Staple Extractors 


Corp 
Co 


Fastener 
Mfg 


Ace 
farkwell 


Fastener Corp 
Staple Co. 

Cal. 

Corp. 


Ace 
Acme 
Cameron 
Fastener 
Hotchkiss Sales Co 
Markwell Mfg. Co 
Neva-Clog Products, 


Co 


Corp 


t 


Inc 


Victor Safe & Equipt. Co 
Stands for Office Machines 

All-Steel-Equip Co. 

Ames Supply Co 

Art Steel Co. 

Corry-Jamestown Mfg. Corp 

General Fireproofing Co 

Globe-Wernicke Co. 

Harter Corp 

Peerless Steel Equipment Co 

Pruitt Co., The 

Sherman-Manson Mfg. Co 

Shipman-Ward Mfg. Co 


Posture Chair Co 
Furniture 
Mfg 


Co. 
Co 


Staples and Stapling Machines 


Parrot Speed Fastener Corp 


Vail Manufacturing 


National 
Wiggins, 


Engraving 
John B., 


National 
Rockwell-Barnes Co 


Co 


Stationery, Engraved, Lithogr. 
Co 
Co 


Note Books 
Blank Book Co 


Storage and Transfer Cases 


All-Steel-Equip Co. 
Art Metal Construction Co. 
Art Steel Co 


nkers 
rkley, C. L., & Co 


3a 






Bar 

sentson Mfg. Co 
Browne-Morse Co 
Columbia Steel Equip 


Jamestown Mfg. 
Fireproofing 


Corry 


General 


Co. 


) 


Corp 


(¢ 


OFFICE 


Globe-Wernicke Co. . 
Guide System & Supply Co 


Imperial Methods Co. 
Invincible Metal Furn. Co 

Metal Office Furniture Co 

Oxford Filing Supply Co 

Peerless Steel Equip. Co 

Pronto File Corp 

tockwell-Barnes Co 

Shaw-Walker Co. 

Weis Mfg. Co 67. 68, 69 


Yawman and Erbe Mfg. Co 


Store Fixtures 
Universal Fixture Corp 


Strong Boxes 
Meilink Steel Safe Co 


Swinging Typewriter Stands 
Globe-Wernicke Co 
Weis Mfg 


Tables 
Art 
Art Steel Co......... 
Browne-Morse Co. . 
Corry-Jamestown Mfg. 
General Fireproofing C« 
Globe-Wernicke Co. . : 
Lyon Metal Products, Inc 
Peerless Steel Equipment Co 
Shaw-Walker Co. .. 
St. Johns Table Co. 
Universal Fixture 


Metal Construction Co. 


Corp. 


Corp 


Victor Safe & Equipt. Co 
Tabulating and Statistic. Machines 
Remington Rand, Inc 
Telephone Accessories 
Victor Safe & Equipt. Co 


Telephone Stands 


Art Metal Construction Co 
Art Steel Co 

General Fireproofing Co 
Globe-Wernicke Co 


Peerless Steel Equipment Co 
Shaw-Walker Co 
Yawman and Erbe Mfg. Co 


Thumb Tacks 


Graff, George B., Co 

Hampden Mfg. Co 

Moore Push-Pin Co 

Vail Manufacturing Co 
Type, Typewriter 

American Writing Mach. Co 

Ames Supply Co. 


Shipman-Ward Mfg Co 


Typewriter Cleaning Material 


American Writing Mach. Co 

Ames Supply Co ; 

Clarotype Co. .... aoe 

Mittag & Volger, Ine 

Rivet-O-Mfg. Co 

Dr. Seat Chemical Co 

Shipman-Ward Mfg. Co 

Webster, F. S., Co. 
Typewriter Cushion Keys 

Ames Supply Co. 

Munson Supply Co 

Peerless Key Imperial Mfg. Co. 


Mfg. Co 


Shipman-Ward 
Co. 


Speed Key Mfg. 


a 67, 68, 69, 





APPLIANCES 


99 


149 





Typewriter Cushion Knobs and Bases . 


American Writing Mach. Co 
Ames Supply Co......... 
Bickett, L. M., Co : 
Fox, George E.. & Co. 
Peerless Key-Imperial 
Shipman-Ward Mfg. Co 


Mfg. Co 


Typewriter Parts and Tools 
American Writing Mach. Co. 
Ames Supply Co 
Shipman-Ward Mfg. Co. 

Typewriters, Mfrs. of 
Corona Typewriter 
Remington Rand, Ine 
Roval Typewriter Co 
Smith, L. C., & Corona Tws 
Underwood Elliott Fisher 

Co Back C 


Typewriters, Rebuilt and Used 
American Writing Mach. Co 
Morse, J. 8., aoe Co. 
RR EEE 
Regal Typewriter Co. 
Reliable Tw. & A. M. 
Shipman-Ward Mfg. Co 


Corp 


Visible Systems Equipment 


Aigner, G. J., Co : 
Art Metal Construction Co 
Autmate. File & Index Co 


National Blank Book Co. 


Globe-Wernicke Co. 

Shaw-Walker Co. ies 

Sheppard, C. E., Co..... 

Victor Safe & Equipt. Co 

Yawman and Erbe Mfg. Co 
Waste Baskets 

American Can Co. 

Art Steel Co 

Cameron, Cal. ; 

Corry- Jamestown “Mfg Corp 


Fox, George E., Co. 

General Fireproofing Co 
Globe-Wernicke Co. . 

Metal Office Furniture Co 
National Vulcanized Fibre Co 
Peerless Steel “peor Co. 
Shaw-Walker Co. ............. 


79 
161 
140 


- 95 


"136 








MARCH, 1938 


[WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


SUCCESSFUL SALESMAN, married, age 39, seeks to enter office ma- 
chine and equipment field as salesman, branch manager or any depart- 
ment manager. Operated own business successfully for eleven years, 
familiar with all types of office machines, also furniture and supplies. 
A good sales producer with experience selling quality merchandise. 
Address C-122, care Office Appliances, Chicago. 


MR. MANUFACTURER—How is your New York business? Here is a 
man with exceptional sales record, young, but still with twenty years in 
Knows filing cabinets, desks, etc., from all angles—retail, 
As manager increased New York volume sub- 
Knows New York and surround- 
Producer of multi- 
satisfy, you 
Appliances, 


the business. 
dealer sales, direct mail. 
stantially during years of depression. 
ing territory thoroughly, both dealer and consumer. 
run volume. If New York and eastern volume does not 
should contact this party. Address C-125, care Office 
Chicago. 


COMBINATION TYPEWRITER MECHANIC and salesman located in 
Middle West seeks position. Fourteen years’ experience, age thirty- 
one, U. S. Civil Service rate ninety in typewriter repairing. Address 
C-124 care Office Appliances, Chicago. 


TYPEWRITER DEPT. MGR.—Fifteen years’ experience in Sales and 
Service. Thoroughly understand the business. At present employed. 
Will locate anywhere. Address C-123, care Office Appliances, Chicago. 


SALESMEN WANTED 


IF YOU SELL DIRECT to offices, you can sell our high grade Type- 
Specialty profitably. Liberal profit on each sale. Protection 
Quickly becomes a major line. Write for details, giving terri- 
Address P-157, care Office Appliances, Chicago. 


writer 
given. 
tory you cover. 
WANTED, OFF. FURN. SALESMAN. Up-state N. Y. terr. is open 
to Exp. steel Off. Furn. agent with good rep. and acquaintance among 
Metropolitan N. Y. not included. Large nationally 


Off. equip. dealers. ge L 
know firm with complete high quality line. Good commissions. Give 
age, present jines, exp. and terr. now covering. Address P-155, care 


Office Appliances, Chicago. 


PROMINENT OFFICE EQUIPMENT company in large industrial city 
southern New England requires an aggressive, hustling sales executive 
to assist busy owner. Salary and commission commensurate with re- 
sults. Unlimited opportunity. Complete particulars first letter. Confi- 
dential. Box P-153, care Office Appliances, Chicago. 





REPUTABLE EASTERN CORPORATION specializing in Loose Leaf 
Equipment including a full line of Visible Record Books has opening for 
experienced Office Appliance men, selling direct to the consumer. 
Either full or part time basis. Liberal commission. Address P-154, 
care Office Appliances, Chicago. 


SALESMEN WANTED, side line—to sell filing and mailing supplies 
direct to banks, lawyers, accountarts, insurance companies, ete. Ex- 
clusive territory arrangement. Liberal commission Write today. 
Send full particulars about yourself. Ames Safety Bos- 
ton, Mass. 


paid. 
Envelope Co., 


BANK SUPPLY SALESMAN—Still have a few territories open for 
salesmen calling on banks who want to sell a complete line of ready- 
made bound and loose leaf bank records. State what you are now sell- 


ing. what territory you cover and any references—confidential. The 
Fred Procter Co., 324 E. Ninth St., Cincinnati, Ohio. 
SALFSMEN covering central, western, northern and southern states 


Liberal financial 


to handle complete line of stencil duplicating supplies. 
eare Office Ap- 


prrangement to those who qualify. Address P-166, 
pliances, Chicago. 


SALES MANAGER WANTED 


WANTED a sales administrator with capital to invest in a worthy 
and well estahlished manufacturing enterprise, must te familiar with 
office machines equipment, of vord character and of proven merchen- 


Please give, 


A splendid opportunity for the right man. 
remuneration 


full particulars es to age. experience and 
Chicago. 


dising ahilitv. 
in confidence. 


expected. Address P-160, care Office Appliances, 
DEALERS WANTED 
IF YOU HAVE SALESMEN ealling on country banks you will he 


interested in our complete line of ready-made hound bank records. 


The Fred Procter Co., 324 East Ninth Street, Cincinna‘+i, Ohio. 


REPRESENTATIVES AVAILABLE 


Represent*tive with established 


merchandise 


Available for San Francisco, Sales 


office, staff and a national reputation for selling open 
for proposition to sell your product. Give complete information and 
requirements which will be kept confidential. Bex C-121, care Office 


Appliances, Chicago. 


MECHANICS WANTED 








MECHANICS WANTED—typewriter mechanic, also adding machine 
mechanic. Pruitt Corporation, 172 North LaSalle Street, Chicago. 











MECHANIC WANTED—Must be capable servicing all makes type- 
writers, adding machines. Salary plus commission. Kentucky city of 
12,000. Give experience, references. Address P-164, care Office Appli- 
ances, Chicago. 





TYPEWRITER AND ADDING MACHINE mechanic wanted by well 
established concern in Eastern Pennsylvania. Must be a man of more 
than ordinary ability with knowledge of all makes of adding machines 
in addition to typewriters. This is a good opportunity for man who 
will qualify. Send full particulars, including references. Address 
P-163, care Office Appliances, Chicago. 











BURROUGHS AND MOON HOPKINS MECHANIC, in iarge Pennsyl- 
vania town with established firm, salary or salary and part interest. 








Good opportunity for the man that can qualify. Address P-161, care 
Office Appliances, Chicago. 

EXPERIENCED BURROUGHS’ MECHANIC: State experience. age, 
salary expected. Adding and Bookkeeping Machine Service. Manu- 


facturers Exchange, Kansas City, Missouri. 


BUSINESS OPPORTUNITIES 








TYPEWRITER, ADDING AND DICTATING machine business in 
Southwest. Room for other office appliances. Owner has other inter- 
ests. Address P-158, care Office Appliances, Chicago. 








FOUNTAIN PEN REPAIRING 
WELTY’S REPAIR ALL MAKES Fountain Pens, Desk Pens, 


Repaired at standard prices. Mall all 
(Established 1904.) We fea- 
Welty Pen and Repair Co., 


“Vakuum” Pens, Pencils, ete. 
makes to ONE place for better service. 
ture Gold Pen Points and Repairing. 
38 South State Street, Chicago. 


ADDING MACHINE PARTS, TYPE, ETC. 





NEW PRICE LIST of adding machine parts, ribbons and type now 
ready. Send for yours. The Pioneer Adding Machine Parts Man— 
I. A. Dehn, Jr.—i450 102d Avenue, Oakland, Calif. 








FOR SALE—Reconditioned parts for Burrough’s Machines. Write for 
price list. The Ray Defenbaugh Company, 242 South Jefferson Street, 


Peoria, 


SALES LETTERS 





LETTERS WILL BUILD SALES: For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 123 Washington Avenuue, Santa 
Fe, New Mexico. 





ee See === 


FOR SALE AND WANTED TO BUY 





ELLIOTT-FISHER MACHINES—Burroughs—Moon Hopkins—Adding 
Machines—Calculating Machines—bought and sold. Chicago Office 
Appliance Co., 533 South Dearborn Street, Chicago. 





ELLIOTT-FISHER MACHINES, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters and all office machines 
bought and sold. Teeter-Warsh Co., 849 N. 3rd St., Milwaukee, Wis. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Account- 
ing Machines, and everything in the office machinery line. State 
models, serial number and we will quote highest cash prices. Inter- 
national Office Appliances, Inc., 326 Broadway, New York City. 





BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kar- 
dex. All types office machines bought and sold. Fort Pitt Typewriter 
Co., 644 Liberty Avenue, Pittsburgh, Pa. 


ELLIOTT-FISHER machines, typewriters, adding machines—all office 
equipment, bought and sold. ’, J. Crowley Company, 434 Caswell 
Bldg., Milwaukee, Wisconsin. 


DICTAPHONES, EDIPHONES—all models, select machines, prompt 
deliveries, profit-making prices. Sole distributor rights to our Clear- 
tone cylinders being granted to dealers. American Dictating Machine 
Co., 1141 Broadway, New York City. 











DICTAPHONES, EDIPHONES, SUPPLIES—headquarters—machines 
bought, sold—Wholesale, Retail—Write us. Chicago Dictating Machine 
Co., 19 S. Wells St., Chicago. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 
ing Circular. Pruitt, 527 Pruitt Bldg., Chicago. 


visible filing equipment of all 
in this field and offer full co- 
System, 401 Broadway, New 


KARDEX, ACME, POSTINDEX, ete., 
types bought and sold. We specialize 
operation to dealers. Commercial Card 
York City. 

MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
Established over ten years. Write us, save money. 
4th St., Milwaukee, Wis. 


writer ribbons. 
Lewis Co., 953 N. 





Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 


Un 


typewriters, typewriters, rebuilt 
new new typewriters 
Countries No Value No Value No Value 
Austria 159 $ 9,637 295 $ 6,194 181 8 4,929 
Azores and Madeira 
Islands 6 373 
Belgium 241 15,312 114 3,150 11 41 
Czechoslovakia 186 12,284 98 2.753 1 2,97¢ 
Denmark 40) 790 
Estonia 4 200 2 43 
Finland 63 4402 30) 871 
France 73 1,150 105 2,509 44 2),62 
Germany 1S 960 2 130 
Gibraltar l 
Greece 28 2,127 65 1.795 
Hungary 23 165 12 00 
Iceland 1 66 6 208 
Irish Free State 22 1,416 »0) 430 12 600 
Italy 12 690 81 2121 
Latvia l 75 15 483 
Malta, Gozo and 
Cyprus , l 64 17 
Netherlands 180 10,114 129 64 1,! 
Norway 139 10,767 153 »2 
Poland and Danzig 198 12,255 232 i ) 
Portugal 65 4,462 21 23 912 
Rumania 
U.S.5.R Russia 47 3,421 4 
Sweden 73 30,700 1,046 109 4,652 
Switzerland 176 §=12,757 220 15 168 
United Kingdom 1128 69,184 779 s2¢ 10,184 
Yugoslavia Dd 3,433 156 224 
Canada 23 2,012 28 153 4,035 
British Honduras 1 102 l 
Costa Rica + 285 2 
Guatemala 15 1,170 ] 
Honduras 6 375 5 
Nicaragua 19 1,365 l 2 86 
Panama 78 5,655 12 6 265 
Salvador 2 150 31 
Mexico 221 15,580 153 136 75€ 
Miquelon and St 
Pierre Islands 1 45 
Newfoundland and 
Labrador ) 20 
Bermuda 5 131 ] ) 
Barbados 2 54 
Jamaica 2 62 1 28 
Trinidad & Tobago 1 58 5 136 5 242 
Other British West 
Indies 1 66 4 118 
Cuba... 98 7,029 85 125 3 111 
Dominican Republic 30 2,259 
Nether. W. Indies 4 523 23 2 101 
French W. Indies 3 211 12 
Haiti 6 384 1 25 
Argentina 342 §©624,210 68 56 1,877 
Bolivia 80 5, § 16 745 
Brazil 348 2 2 24 5, 55¢ 
Chile 87 192 S82 3,495 
Colombia 75 129 393 
Ecuador 6 ees 
British Guiana : 1 46 
Paraguay 10 750 0 540 
Peru... 49 3,610 278 8,413 11 77 
Uruguay 7 4,699 
Venezuela 112 10,112 139 4287 21 745 
Saudi Arabia 1 102 6 169 
British India 183 12,460 7 1 13,145 240 010 
British Malaya 148 10,589 232 7,005 l 7 
Ceylon 26 1,633 
China se + 300 : 
Netherlands Indies 85 5,568 70 2,168 13 458 
French Indo-China 2 54 5 265 
Hong Kong 35 24 675 4 120 
Iraq 3 
Japan 54 - 24 835 
Palestine 1 392 
Philippine Islands 277 101 3,494 a2 878 
Siam a l ‘ 
Syria 1 75 12 58 1 25 
rurkey 72 4,604 154 4,038 3 108 
Other Asia 1 25 wie = 
Australia 149 6,993 74 1,419 6 200 
British Oceania 
French Oceania 1 30 
New Zealand 41 2.720 61 1,725 
Belgian Congo 13 S86 15 492 
British East Africa 2 187 5 203 12 276 
Union of South 
Africa 235 16,415 122 3,886 84 63 
Other British South 
Africa 3 126 ; . 
Gold Coast 6 396 6 195 
Nigeria 13 987 43 1,160 
Other British West 
Africa 3 
Egypt 167 78 2,440 32 1,575 
Algeria : 6 35 970 11 $453 
Madagascar... 7 3 89 
Other French Africa 29 2,310 37 1,198 
SO eee 3 236 12 483 
Morocco 4 309 4 190 
Mozambique 21 1,883 28 1,028 2 7 
Other Portuguese 
Africa 15 1,135 23 746 
Total 7,130 $469,456 6,819 $186,991 > GF $92 128 
Shipments to 
Hawaill - 100 $6,851 100 $3,298 5 $1,341 
Puerto Rico 36 2,542 1 324 4 12 
Virgin Islands 4 137 
> 
Southern India Commerce 
Titled as above, the official organ of the Southern India Cl 
Commerce, Madras, made its appearance late last year. It covers 


business and 


ited States Exports of Typewriters, December, 1937 


EXPORTS 


Portable 














farming news of the Madras area 


ype 
writer 
parts 
Value 
< 4 
9 
143 

j 
1,748 
93 
131 
156 
O54 
79 
2,437 
1575 
1,209 
1 
9,314 
165 
12 
1,110 
14 

1 

71 
1,171 
106 
362 
977 
1,060 
st) 
186 
1,417 
$55 
151 
294 
148 
148 
4 

x 
230 
202 
& 
1,930 
0 

14 

3 } 


Countries 


Countries 


Austria 
Belgium . 
Czechoslovakia 
Denmark 
Finland 
France 
Germany 
Greece eevee 
Hungary 
Iceland 


Irish Free State 


Italy.. 
Latvia. . 
Netherlands 
Norway 


Poland and Danzig 


Portugal 
Sweden 
Switzerland 


United Kingdom 


Yugoslavia 
Canada 
Costa Rica 
Guatemala 
Nicaragua 
Panama 
Salvador. 
Mexico 


Newf. and Labrador 


Bermuda 
Barbados 
Jamaica 


rrinidad and Tobag¢ 
Other Br. W. Indies 


Cuba 


Neth. West Indies 
French West Indies 


Argentina 
Bolivia 

Brazil 

Chile 
Colombia 
Ecuador ; 
British Guiana 
> See 
Uruguay 
Venezuela - 
British India 
British Malaya 
Ceylon 


Netherlands Indies 


Hong Kong 
Palestine 


Philippine Islands 


Siam 

rurkey 
Australia 
British Oceania 
New Zealand 
Belgian Congo 
British East 
Union of So 
Other British S 
Gold Coast 
Nigeria 

Egypt 
Madagascar 
Mozambique 


Total 


Shipments to: 
Hawaii 
Puerto Rico 


Countries 


Austria 
Belgium 
Bulgaria 
Czechoslovakia 
Denmark 
Finland 
France 
Crermany 
Ital 
Netherlands 
Norw 


Africa 
Africa 

















OFFICE APPLIANCES 
IMPORTS FOR CONSUMPTION 
709.23 780.86 
Calculating Calculating 
machines machines 780.92 
having not having Calculating 
an electric an electric and 
motor as motor as an accounting 
essential essential machines, 
feature eature n.e. 8 
N Value No Value No Value 
) $3,495 
s 604 > §$ 52s 4 $ 302 
9 $4.099 $ 529 4 $ 302 
United States Exports of Adding, Calculating Billing Machines 
December 1937 
EXPORTS 
ng-adding lypewriter- 7756 
»*kKeep bookkeeping Listing- 
s billing machines adding machines 
No Value No Value No Value 
l $ 1,197 25 $ 1,969 
1.830 7 8 5:38) 94 8,812 
8,177 2 2,043 149 14,011 
1.417 l sO4 4 366 
l 630 82 
( 51 18,560 145 
l 
149 3 
2 1,750 os - 
6 548 
3 168 
7 4,027 142 16,495 
1 i $267 —_ 3 
1.465 6 3,000 30 
S58 9 6,017 110 
SO 12 7,978 41 
1 
S S608 19 10,596 464 
2.7 4 1,744 27 
8.39 SI 41,437 327 
1 721 11 
7 972 222 
1 
t 
3 
LOS 1 
H S451 > 3.370 82 
1 
l S76 3 
2 
10 
3 
1 
1.008 l 634 50 
44 
8 6,615 100 
g 
$2 8,51 20 25,065 110 
os 
101 
88 9 
3 
1 1OsSO rr 
2 600 7 
l ISO 5 , 002 64 
l 1 1¢ 11 B845 15 
11 
13 
7 611 41 
2 905 } 
6 
1.040 104 
h 
21 10,575 75 19,522 129 
] 146 
} $11 l 741 25 
12 
7 
52 
1 
1 
3 
Nf 4 
1 
lS $1 747 332 $183,013 2,997 $293,510 
7 $ 1320 2 $ 1,664 49 $ 6,905 
3 1,848 15 1,257 
7760 
7759 Other 
Card- adding and 
punching, calculating 
7757 sorting, machines, 
leulat and tabulating including 
machir machines used and rebuilt 
No Value No. Value No. Value 
8 $ 2,055 4 $ 4$ 324 
113 15,192 2 20 966 
2 1 27 
48 6.950 5 209 1,852 
l 140 baie eer 
14 2,085 21 1,051 
39 2,270 5 34,852 66 13,265 
1 53 
2 25 6 15,646 9 1,231 
18 1,708 5 12,696 32 5,389 
31 6,422 2 156 
3 2,778 


ay 
Poland and Danzig 
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Countries 


Rumania 

Sweden 

Switzerland 

United Kingdom 
Canada 

British Honduras 
Nicaragua 

Panama 

Mexico 

Newf. and Labrador 


Other Br. W. Indies 
Cuba 

Dominican Republic 
Neth. W. Indies 
Argentina 

Bolivia 

Brazil 

Chile 


Colombia 

British Guiana 
Surinam 

Peru 

Uruguay 
Venezuela 

British India 
British Malaya 
Netherlands Indies 
Japan 

Palestine 
Philippine Islands 
Siam..... 
Australia 
New Zealand 
Union of So 
Egypt 


Africa 


Total 
Shipments to: 
Hawaii 
Puerto Rico 
Virgin Islands 


Countries 
Austria. 
Belgium 
Czechoslovakia 
Denmark 
Finland 
France.... 
Germany 
Hungary. 
Italy... 
Latvia 


‘ 757 
Calculating 


Malta. Gozo and Cyprus 


Netherlands 
Norway 

Poland and Danzig 
U.S. 8S. R. (Russia 
Sweden 
Switzerland 

United Kingdom 
Yugoslavia 
Canada 

Costa Rica 
Guatemala 
Panama. 

Mexico 

Bermuda 
Barbados 

Jamaica 


Trinidad and Tobago 


2 
Netherlands W 
Argentina 
Brazil 

Chile 
Colombia 
Peru... 
Uruguay 
Venezuela 
British India 
British Malaya 
China 
Netherlands Indies 
Hong Kong 

Japan 

Palestine 
Philippine Islands 
Turkey 

Australia 

New Zealand 


Union of South Africa 


Egypt 


Total 
Shipments to: 
Hawaii ; 
Puerto Rico 
Virgin Islands 


Indies 


9 
4409 


Card- 


punching, 


and 


sorting, 
tabulating 


machines machines 
No Value No Value 
3 219 
12 2,574 7 17,040 
12 1,080 3 3,896 
79 14,934 15 6,937 
131 23,915 4,500 
l 165 l 28 
1 357 
] 259 
34 3,556 l¢ $5,017 
10 1,982 10 4.617 
2 250 
1 450 
27 6,542 18 20,453 
Ss 1510 
2 1.669 33 26,561 
7 1,330 
1 350 
8 1,647 
s 2,851 
11 3,031 561 
2 334 
3 515 
1 1,580 
1 357 
18 000 
3 598 13 17,393 
75 17,973 
6 ? 090 
IS 4.419 
1,261 $166,253 211 $235,963 
19 $ 4,947 
l 553 2 $ 3,306 
EXPORTS 
776 
Parts for 
accounting and 7764 ( 
calculating Cash registers, 
machines new 
Value No Value 
$ 234 9 $ 8,702 
) 234 34 4,587 
639 
», 256 
260 19 3.601 
»g 2P6R 4 1.679 
2,646 
32 
1,563 
35 
2 192 
1,250 15 4.418 
514 7 2,855 
900 
1,897 
1,782 19 10,398 
6,881 9 2.353 
99,116 117 19,696 
2 135 
73,881 18 1,268 
S 900 
17 Ss 449 
124 
596 47 5,680 
18 3 1,179 
1 105 
29 
39 3 350 
885 10 2.660 
12 1,924 
1,926 111 16,988 
3,420 198 20,706 
81 16 3,349 
156 14 6,015 
308 11 1,224 
30 7 2,115 
363 38 1,324 
410 6 1,320 
1 S85 
71 
1,147 3 2 595 
69 21 1,176 
158 
676 28 2,614 
243 
6,374 89 5,605 
1,350 4 1,624 
700 42 6,913 
17 1,854 
$ 247,578 956 $157,508 
569 61 $ 14,545 
8 14 1,900 
1 360 


7760 
Other 
adding and 
calculating 


machines, 
including 
used and rebuilt 
No Value 
19 1,017 
i 233 
459 7,141 
17 1,761 
3 4 
7 324 
l 67 
1 20 
1 2 
5 780 
25 2,487 
1 27 
24 1,493 
1 125 
1 51 
i 66 
14 133 
9 330 
2 182 
14 749 
5 772 
10 531 
5 1,201 
1,024 $ 43,930 
2 $ 733 
1 27 
7766 
‘ash registers, 
used and 
rebuilt 
No. Value 
4 $ 628 
2 334 
3 671 
- 340 
73 7,585 
45 10,000 
i6 2,777 
9 862 
21 3,756 
25 963 
2 425 
4 1,447 
6 745 
25 617 
53 
i 149 
29 1,930 
45 7,018 
77 5,238 
8 1,055 
16 820 
1 165 
1 107 
1 68 
420 $ 48,753 
13 1,881 


United States Exports of Metal Office Furniture and Office Equipment 
December, 1937 


Countries 


Belgium... i 
Czechoslovakia 
Denmark ‘ 
Fstonia 
Finland 
France. . 
Greece... 
Irish Free State 
Latvia 
Netherlands 
Norway 


EXPORTS 
6130 
Sheet- 
metal 
6129 shelv- 
Sheet-metal ing 
lockers and and 
storage wall 
cabinets bins 
No Value Value 
1 §$ 45 
1 15 
16 362 $ 23 


6131 
Sheet-metal 
filing cases, 
not insulated 


No Value 
91 2,065 
39 788 

1 14 
25 1,667 
21 1,167 
20 (54 
22 394 

1 7 
50 1,862 
99 1,971 


6132 
Sheet- 
metal 
cabinets, 
insulated 
No Value 
1 $ 101 
4 259 
20 933 
4 239 
26 936 
27 1,647 
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United States Exports of Metal Office Furniture and Office Equipment 
December 1937 


Countries 


Portugal 

Sweden : 

Switzerland 

Albania 

United Kingdom 

Yugoslavia 

Canada 

Costa Rica 

Guatemala 

Honduras 

Panama 

Salvador 

Mexico 

Newfoundland and 
Labrador 

Bermuda 

Jamaica : 

Trinidad and Tobago 

Other British West 
Indies 

Cuba ss 

Dominican Republic 

Netherland West 
Indies 

French West Indies 

Haiti 

Argentina 

Bolivia 

Brazil 

Chile 

Colombia 

Ecuador 

British Guiana 

Paraguay 

i, =e 

Venezuela 

Saudi Arabia 

British India 

British Malaya 

See 

| ae 

Netherlands Indiea 

Hong Kong , 

Philippine Islands 


PETS 


New Zealand 
British East Africa 
Union of So. Africa 
Other British South 
Africa 

Egypt 

Algeria 

Liberia 
Mozambique 


Total 
Shipments to: 
Hawaii 
Puerto Rico 
Virgin Islands 


Countries 
Belgium 
Czechoslovakia 
Denmark 
Estonia 
Finland 
France 
Greece 
Hungary 
Irish Free State 
Italy ‘ 
Netherlands 
Norway 
Portugal 
Sweden 
Switzerland 
Albania 
United Kingdom 
Yugoslavia 
Canada 
British Honduras 
Costa Rica 
Guatemala 
Honduras 
Nicaragua 
Panama... 
Salvador. 
Mexico... 
Miquelon and St 

Pierre Islands 
Newfoundland and 

Labrador 
Bermuda 
Barbados 
Jamaica 
Trinidad and Tobago 
Other Br. W. Indies 
Cuba. 

Dominican Republic 
Netherland W 
French West Indies 
Haiti ; 
Argentina 

Bolivia 

Brazil 

Chile iis 
Colombia. . 
Ecuador 

British Guiana 
Surinam 

Paraguay 

Peru 

Uruguay 

Venezuela 


Indies 


EXPORTS 
6130 
Sheet- 
metal 
6129 shelv- 
Sheet-metal ing 6131 
lockers and and Sheet-metal 
storage wall filing cases, 
cabinets bins not insulated 
No Value Value No. Value 
90 1,021 
4 60 138 4,230 
2 100 2 76 
1 22 
85 1,450 14 75 805 
4 78 
215 1,970 633 261 5,787 
l 58 22 1,904 
2 35 20 544 
2 27 1 35 
108 65 44 899 
18 697 
44 483 12 37 1,155 
2 35 
57 481 9 211 
l 32 118 4 58 
32 245 
120 4 
734 2,041 48 356 
1 32 15 
140 842 2 
17 
6 
10 245 76 
2 43 19 
24 1,325 9,813 112 
4 lil 34 y 
132 1,593 79 : 
) SS 5 9 
l 25 
19 670 
2 44 23 542 
155 >, O86 609 189 5,384 
2 86 
6 69 150 94 2.352 
18 410 
12 264 
1 40 
30 570 454 152 1,525 
2 162 
16 452 79 1,835 
5 254 
1 41,008 
13 316 17 484 
44 20 470 
263 
157 S02 14 129 5,273 
2 84 
30 797 
I fl 
2 18 
1 30 2 SO 
2.341 $20,678 $12,195 2,728 $79,633 
158 $ 1,434 $ 316 115 $ 3.477 
360 2,460 353 1,665 
l 6 1 26 
6134 
Bank 
and 
safety 6135 
deposit Other 
vaults office 
and furni- 
vault ture 
6133 equip- and fix- 
Safes ment tures 
No Value Value Value 
$ 280 &§ 
165 
5AT 
22 
391 
1 $ 65 3,741 
40 
14 
107 
228 
593 
1 911 1,587 
65 
l S4 3,219 
1 37 
1230 9,250 12,195 
31 
2 1,179 $16,825 6,494 
48 
20 192 
592 
] 30 136 
2 273 5,112 
114 
78 4.949 10.890 1,954 
] 36 
3 256 156 
2 100 468 
10 
2 80 
3 378 238 
1 47 13 
21 445 810 
6 343 
2 59 1,287 
19 
705 
7 838 298 
a) 5,812 61,805 
30 
S84 3,992 555 3,585 
2 145 
23 
] 39 41 
32 
38 2,083 87 9,770 








6132 
Sheet- 
metal 
cabinets, 
insulated 
No Value 
22 1,355 
4 922 
13 753 
49 2,849 
1 35 
48 2,644 
2 90 
1 50 
1 60 
35 2,461 
4 167 
3 200 
97 4,025 
10 508 
20 1,379 


4 “166 
64 3,031 
il 648 
3 166 
3 132 
7 215 
484 $25,971 
29 $1,408 
2 84 

4 438 


Other metal 


furniture 
6138 
6137 Chief 
Chief value 
value of 
Oo uphol- 
metal stery 
Value Value 
108 
75 
94 
$ 73 
299 
19 
11 
2,023 


13,537 210 
434 
1,983 355 
12 
8,238 873 
39 
548 643 
69 262 
111 
4,376 
3,414 787 
w 
517 
158 
71 
1,093 
44 
5,869 311 
24 
4,444 780 
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6134 
Bank 
and Other metal 
safety 6135 furniture 
deposit Other 6138 
vaults office 6137 Chief 
and furni- Chief value 
vault ture value of 
6133 equip- and fix- of uphol- 
Safes ment tures metal stery 
Countries No Value Value Value Value Value 
British India l 188 :ase 233 . 
British Malaya 1 59 j 30 566 
Netherlands Indies ; - 548 72 168 
Hong Kong 22 19 
Japan ae ’ 
Palestine. .. 57 
Iran 1 131 
Philippine Islands 34 1,015 933 1,467 
Siam 15 70 
Turkey 164 40 
Other Asia ; 396 
Australia 396 16 
British Oceanta 36 
New Zealand 18 
Belgian Congo 36 
British E. Africa : 
Union of South Africa 5,138 2,260 144 
Other Br. So. Africa 115 
Egypt 205 
Algeria 53 
Other French Africa 17 
Liberia 188 
Mozambique 30 
Total 472 $31,924 $29,390 $125,286 $52,939 $ 5,113 
Shipments to: 
Hawall : P 9 $ 1,239 $ 2,939 $ 3,957 $3 8,095 §$ 155 
Puerto Rico 7 260 es 863 8,899 5,17 
: ; Soy we 487 ° 


Virgin Islands 
——— 


Alfred Downing Retires 

The February, 1938, issue of The South African Printer and Stationer 
reports the retirement of Alfred Downing as chairman and managing 
director of Hortors, Limited, Johannesburg, South Africa. Mr. Downing 
continues as Life Chairman of the company. 

Born in London in 1874, Mr. Downing joined Burrup, Mathieson & Com 
pany in 1895. Ten years later he went to South Africa for the company. 
In 1907 the business was merged with that of W. E. Hortor, continuing 
as Horter, Limited, and experiencing a steady growth until achieving 
the strong position occupied today. Mr. Downing was at one time a 
member of the executive committee of the Transvaal Master Printers’ 
Association, and in 1918 and 1919 he served as president. 


——_—_—_—— 


Fire in Birmingham Warehouse 

Stationary Company, 2014 First Avenue, Birmingham, 
Ala., suffered loss by fire in its warehouse February 19. The company 
was fully covered by insurance and all claims have been settled. The 
fire affected stocks of steel and wood furniture, paper stock and wood 
furniture. 


The Zach Smith 


Calculating Machines to Italy Pay Duty 


The United States Department of Commerce reports that calculating 
machines imported into Italy are subject to ministerial license instead 
of quota restrictions, by a decree of December 30, published in the 
Official Bulletin of the Ministry of Finance, No. 257, and effective from 
January 1, 1938. 


Australian Restrictions on Typewriter Ribbons 

that the Australian controller-general of 
declared typewriter ribbons are not 
including covers and parts,’’ which 
announcement of 


Reports states 
December 20, 1937, 
included in the item, ‘‘Typewriters, 
was freed from export restrictions by the 
December 8, 1937, and hence are still restricted. 

> 


Canadian Duty on Ad Plates 


The United States Department of Commerce reports a ruling on the 
method of determining the duty value purposes on stereotypes, litho 
graphic plates and lithographic transfers from the United States con- 
taining advertising matter. The bulletin places the values on the above 
products on the same basis as the value on printing plates and matrices 
from the United States containing advertising matter. 

ee as 


Economic Reports from Abroad 


Detailed economic reports prepared by American commercial attaches 
in the following countries are on file in the Divisions of Regional Infor 
mation, Bureau of Foreign and Domestic Commerce, Washington, D. C.: 
Canada, Denmark, Greece and Sweden. The reports are loaned to 
business interested. 


Commerce 
customs of 


license 








houses 
——— 


Lithuania Compulsory Commercial Registration 


Commerce Reports stated that during the fourth quarter of 19387 com 
pulsory commercial registration was introduced in Lithuania. The na 
tional chamber of Commerce, Industry and Crafts was reorganized to 
give a voice to all branches of Lithuanian economy, and to provide for 


greater control, under government supervision, over industry and trade 


Import Control by Jugoslavia 


Commerce Reports states that the import control regime of Jugoslavia 
applicable from non-clearing countries, which went into effect June 25. 
1936, was maintained throughout 1937. The United States remains one 
of the few important countries whose products are subjected to the full 
effects of this control and which has lost ground particularly in the 
sale of automobiles. , 

ena 


Philippine Iron and Steel Imports 
imports of iron and steel into the 


over the demand 
occurred in 


Reports 
considerable increase 
of the 1937 increase 


According to Commerce 
Philippines in 1987 registered a 
reported in 1936 A considerable part 


the receipts from Germany and Belgium, most of whose orders had been 
placed in 1936 and were not delivered until 1937. 





OFFICE APPLIANCES 








BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFrrics 
APPLIANCES, are tangible busimess opportunities. 
Where inquirers submit references mention is made in the item. 


Wants Abroad 


References Given in a November News Item—A business opportunity 
in the December issue of our journal reported that the Oriental Mer- 
cantile Agency, Madras, India, seeks lines on a commission basis. When 
publishing the item we followed our usual practice by indicating that no 
references had been provided. Under date of January 16 our corre- 
spondent listed the following as references: Messrs. W. D. Blood & 
Company, Inc., 38 Pearl Street, New York, N. Y.; Cox Aspden & 
Fletcher; 39 Cortlandt street, New York, N. Y.; The Alsdorf Corpora- 
tion, 223 West Jackson Boulevard, Chicago. 

Parisian Requests Catalogues on Loose Leaf—Victor Servet & Company, 
53 Rue de Seine, Paris, France wishes to receive catalogues of loose leaf 
books and devices. Mr. Servet is agent for the Caran d’ Ache pencil, 
and former partner of Guillemeny & Servet, maker of “‘Omo-Ring Books.” 
This frank request appears worthy of a response. 


Wanted Here at Home 


Philadelphia Stationer Revising Catalogue Files—The Rittenhouse Sta- 
tionery Company, 2220 Chestnut street, Philadelphia, Penna., is revising 
its catalogue and price list files. The company will appreciate receiving 
latest catalogues and price lists. 

Salesman Open for Manufacturer Connection—Fred A. Cole, 1704 Park 
Avenue, Apartment 103, Minneapolis, Minn., is open for a connection with 
in individual manufacturer, or two or more non-competing maufacturing 

thirteen years’ experience in steel furniture, 
lockers and cabinets. He will be interested in 
a steel connection or would sell any other line to commercial stationers, 
whether it be furniture, stationery or other office device. He is willing 
to work the northwest or go to any other section of the country. 





companies. He has had 
including files, shelving, 


—~<————— 


Salesman With Car Can Cover lowa—C. ©. Drew, manufacturers repre- 
sentative, 414 Twenty Second street, N. E., Cedar Rapids, Iowa, seeks 
an additional line to sell to the stationery trade in Iowa. He travels by 
automobile, covering the state four times a year regularly, with special 
followup at places according to local conditions. He sells a line of chair 
casters to stationers and office equipment dealers. 

Chinese House Wishes Contact With American Manufacturers of Office 
Machines—Walter & Company, Inc., 24, Des Voeux Road, Central, Hong 
China, wishes to get in touch with American manufacturers of 


Kong, 
recently established a new Hong 


office equipment. The company has 

Kong branch, which is in charge of Mr. W. Tom, Jr., who has been 
connected with this house since its establishment. Affiliated with this 
business is a department devoted to embroidery products. 


The head offices of this business are located at 944 Stockton street, 


San Francisco, Calif. 








French Import Duties Increased 


Commerce Reports states that France has increased import duties on 
accessory machines and apparatus for the printing and paper trades. 
In a decree of November 19, 1937, the French tariff classifications (521 bis 
and ter) covering various accessory machines and apparatus used in the 
printing and paper trades were changed, and the rates of duty on some 
of the items under these classifications were increased, according to a 
cablegram from the office of the American Commercial attache at Paris. 

Included in the above classification are machines and equipment for 
stitching, pressing, folding, ruling, perforating, goffering, stamping, print- 
ing, trimming, as used in the printing trade, paper, box making and 
bookbinding. Details regarding the increased duties will not be available 
until the text of the decrees are obtained. 

Se ee 


Nicaragua Profits Law 


states that a law has been passed by Nicaragua 
providing that the gross profit of merchants on certain classes of im- 
ported raw materials shall not exceed twenty per cent, and has created 
great uncertainty regarding prices at which merchandise can be sold, and 
consequently no internal credit is being granted. Local merchants con- 
tinue to maintain that under present exchange control regulations the 
commercial standing and past record of the importing firm should be 
the determining factors in deciding what terms should be offered by 


Commerce Reports 


foreign shippers. They suggest that for complete safety in dealing with 
untried customers 100 per cent cash with order would be desirable; 


experience has been had in the 


while with firms with which satisfactory 
with order and the balance 


past, terms of twenty-five per cent cash 
igainst documents might be ordered. 
nes see 


Commerce Department Opportunities 


equipment, portable; ask for No. 5245; No. 5245, 
agency contemplated. 

photographic, and equipment; ask for No. 5350. 
offset; ask for No. 5350; purchase contemplated 


Air conditioning 
Alexandria, Egypt; 
Copying machines, 
Duplicating machines, 
Buenos Aires, Argentina. 
Paper, bond, paper bags, etc., ask for No. 5263; 
exclusive agency desired. 
Paper, writing, and 

Argentina. 
Furniture, steel office, 
isk for No. 5481; agency 
Pens, fountain, Surabaya, 
contemplated. 


Guayquil, Ecuador; 


envelopes; ask for No. 5346; Buenos Aires, 


including desks and files; Caracas, Venezuela; 
contemplated 


Java; ask for No, 5484; purchase and agency 


Calculating Machines, Cairo, Egypt; ask for No. 5479: ageney con 
templated j 
Machines, adding, for English currency; London, England: ask for 


No. 5477; 
Stationery 
systems and desk 


purchase contemplated 
items, including mechanical pencils, fountain pens, filing 
accessories. Ask for No. 5346, Buenos Aires, Argentina. 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents seach in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,107,364. Typewriting Machine. Ernest M. R. 
Borg, Hartford, Conn., assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware. Application April 19, 1935, Serial No. 
17,169. Granted February 8, 1938. 


2,107.374. Device for Calculating Machines, Ac- 
counting Machines, Writing and Like Machines. Hein- 
rich Konrad Friedrich Ewald, Chemnitz, Germany, as- 
signor to Wanderer-Werke vorm. Winklhofer & Jae- 
nicke Akt.-Ges., Schonau-Chemnitz, Germany. Appli- 
cation August 13, 1935, Serial No. 36,010. In Ger- 
many August 17, 1934. Granted February 8, 1938. 


2,107,404. Combination Desk and Chair. Arthur J. 
Wilkin, San Pedro, Calif. Application September 2, 
1936, Serial No. 99,112. Granted February 8, 1938. 


2,107,450. Combination Envelope and Return Mail- 
ing Device. Chauncey Kenneth Miller, Indianapolis, 
Ind. Application June 18, 1936, Serial No. 86,017. 
Granted February 8, 1938. 


2,107,582. Calculating Machine. Walter J. Pasin- 
ski, Howell, Mich., assignor to Burroughs Adding 
Machine Company, Detroit, Mich., a corporation of 
Michigan. Application July 29, 1936, Serial No. 
93,129. Granted February 8, 1938. 


2,107,700. Combination Ink Bottle and Companion 
Fountain Pen. Henry Haas, West Orange, N. J. 
Application February 6, 1937, Serial No. 124,509. 
Granted February 8, 1938. 


2.107,816. Mechanical Pencil. Isidor Chesler, New 
York, N. Y., assignor to Eagle Pencil Company, a cor- 
poration of Delaware. Application December 5, 1935, 
Serial No. 52,969. Granted February 8, 1938. 

2,107,868. Loose Leaf Binder. Arthur W. McClure, 
Syracuse, N. Y., assignor to McMillan Book Com- 
pany, Syracuse, N. Y., a corporation of New York. 
Application April 19, 1934, Serial No. 721,319. 
Granted February 8, 1938. 

2,107,879. Pencil. Jack Tamis, New York, N. Y. 
Application December 18, 1936, Serial No. 116,467. 
Granted February 8, 1938. 

2,108,115. Hand Duplicator. Levi Foss, Wilmot, 
S. Dak. Application August 13, 1936, Serial No. 
95,888. Granted February 15, 1938. 

2,108,153. Loose Leaf Binder. Paul O. Unger, 
Elmhurst, Ill., assignor to Wilson-Jones Company, 
Chicago, IIIl., a corporation of Massachusetts. Appli- 
cation October 14, 1935, Serial No. 44,830. Granted 
February 15, 1938. 

2,108,343. Folded Container or Envelope. Johanna 


Application Sep- 
Granted Febru- 


C. McAllister, Los Angeles, Calif. 
tember 24, 1935, Serial No. 41,884. 


ary 15, 1938. 

2,108,441. Pencil. Hans Maucher, New York, N. 
Y. Application September 29, 1936, Serial No. 103,071. 
Granted February 15, 1938. 

2,108,476. Calculating Machine Differential Mech- 
anism. Tord lof Rickard Dahlberg, Stockholm, 
Sweden. Application May 5, 1936, Serial No. 77,934. 
In Sweden May 6, 1935. Granted February 15, 1938. 

2,108,552. Fountain Pen. Arthur W. Schoneberger, 
Cincinnati, Ohio. Application June 25, 1936, Serial 
No. 87,247. Granted February 15, 1938. 

2,108,596. Caiculating Machine. Karl Viktor Rudin, 
Stockholm, Sweden. Application February 27, 1930, 
Serial No. 431,872. In Sweden July 17, 1929. 
Granted February 15, 1938. 

2,108,668. Mechanical Pencil. Paul S. Hauton, 


Atlanta, Ga. Original application August 2!, 1929, 
Serial No. 387,542. Divided and this application Sep- 


tember 21, 1932, Serial No. 634,099. Granted Febru- 
ary 15, 1938. 
2,108,681. Converting and Translating Punch. Wil- 


liam W. Lasker, Brooklyn, N. Y., assignor to Rem- 
ington Rand Inc., Buffalo, N. Y., a corporation of 
Delaware. Application July 18, 1933, Serial No. 680, 
922. Granted February 15, 1938. 


2,108,832. Typewriting Machine. Burnham C. Stick- 
ney, Hillside, N. J., assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware. Application October 1{8, 1933, Serial No. 
694,041. Granted February 22, 1938. 


2,108,911. Fountain Pen for Concentrated Ink. Eu- 
gen Wetzel, Haltingen, Baden, Germany. Application 
April 13, 1937, Serial No. (36,592. In Germany 
April 17, 1936. Granted February 22, 1938. 


2,109,104. Check Writer. Fred W. Dahiberg, Chi- 
cago, Ill., assignor to The Hedman Manufacturing 
Company, Chicago, III., a corporation of Illinois. Ap- 
plication February 19, 1936, Serial No. 64,625. 


Granted February 22, 1938. 


2,109,241. Loose Leaf Binder. John Howard Tal- 
mage, Chicago, III., assignor to Wilson-Jones Com- 
pany, Chicago, IIl., a corporation of Massachusetts. 
Application September 16, 1935, Serial No. 40,707. 
Granted February 22, 1938. 


2,109,288. Typewriter Attachment. John E. Euth, 
Chicago, III., assignor te United Autographic Register 
Co., a corporation of Illinois. Application January 6, 
1936, Serial No. 57,821. Granted February 22, 1938. 


2,109,293. Adapter for Typewriters. Louis Jensen, 
Chicago, IIl., assignor to United Autographic Regis- 
ter Co., a corporation of Illinois. Application October 
+ aad Serial No. 169,017. Granted February 22, 


2,109,349. 
Charles C. 


Stenographer’s Notebook and Cepy Holder. 
Clifford, Maplewood, N. Application 
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December 15, . Serial No. 115,933. Granted and Clifford G. Burleigh, Rochester, N. Y., assignors 


February 22, 1938. 


2,109,442. Means for Teaching and Practicing Type- 
writing. Joseph Henry Brownjohn, Leicester, England, 


assignor to Imperial Typewriter Company Limited, 
Leicester, England, a British company. Application 
December 10, 1936, Serial No. (15,216. In Great 


Britain December 20, 1935. Granted February 22, 1938. 


2,109,480. Copy Holder. Joseph Arthur Gottlieb, 
Los Angeles, Calif. Application April 30, 1936, Serial 
No. 77,255. Granted March 938. 


2,109,604. Magazine Pencil. James A. Van Nors- 
dall, Vancouver, Wash. Application September 27, 1935, 
Serial No. 42,479. Granted March |, 1938. 


2,109,646. Binder. Adolph G. Lotter, Milwaukee, 
Wis., assignor to Statieners Loose Leaf Company, Mil- 
waukee, Wis., a corporation of Wisconsin. Application 
July 18, 1936, Serial No. 91,307. Granted March |, 
1938. 


2,109,689. Card Tray Cabinet. James R. Clark 


to Yawman and Erbe Mfg. Co., Rochester, < 8 
corporation of New York. Application October 15, 
1935, Serial No. 45,042. Granted March |, 1938. 


2,109,713. File for Correspondence and the Like. 
William F. Schroeder, Chicago, Ill., assignor to Vic- 
tor Products Corp., Chicago, IJI!., a corporation of 
Illinois. Application July 7, 1936, Serial No. 89,364. 
Granted March |, 1938. 


2,110,007. Desk Set. Ivan D. Tefft, Janesville, 
Wis., assignor to The Parker Pen Company, Janesville, 
Wis. Application August 12, 1936, Serial No. 95,500. 
Granted March |, 1938. 


DESIGN PATENTS 


Design for a Portable Typewriter. Joseph 
New York, N. Y., and Richmond L. 
Montclair, N. J., — to Bates 
New York, N. Y. Application 
70,361. Granted February 


108,350. 
L. Sweeney, 
Chipman, Jr., 
Laboratories, Ine., 
July 10, 1937, Serial No. 
8, 1938. 
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APPLIANCES 


THE NEWS AND TECHNICAL 


TRADE JOURNAL OF 
OFFICE EQUIPMENT 


Air Conditioning Beckons 
the Office Supplier 


Ml 
Ws: firmly believe that the 
next several years will show a tre- 


mendous volume of sales in air 
conditioning, and I see no reason 
why a well established stationer 
should not seriously consider this 
rapidly growing field as a profit- 
able addition to his business,” Er- 
nest Hazel, Jr., of the Lockwood- 
Hazel Printing & Stationery Com- 
pany of Atchison, Kansas, told 
OFFICE APPLIANCES. Shortly after 
the first of the year his concern 
signed a franchise with a well- 
known manufacturer of a self- 
contained air conditioning unit 
which the Lockwood-Hazel com- 
pany will sell in the Atchison 
trading area. 


For the benefit of other office 
equipment merchants interested 
in the suggestion that they estab- 
lish themselves as headquarters 
for some line of these promising 
devices, Mr. Hazel enthusiastically 
summarized the factors which in- 
fluenced his company to include 
air conditioning units in its mer- 
chandising activities. 

That the “package division” of 
the air conditioning industry is 
now entering the profit era is well 
understood by The Lockwood- 
Hazel Printing & Stationery Com- 
pany. For they realize that the 
sales promotional missionary work 
has to a considerable extent been 
done, and that the American pub- 
lic is now definitely air condition- 
ing conscious. Hence this Atchison 
dealer feels that the office appli- 


Dealers and Manufactur- 
ers Predict That Office 
Equipment Firms Will Be- 
come Important Outlets 
for ‘Package’ Type Air 


Conditioners 


ance store should tap this vast 
newly created market for its share 
of the potential business within 
its field of customers and pros- 
pective buyers. 


Air Conditioning Manufacturers 
Expect to Double 1937 Sales 


The various manufacturers of 
air conditioning equipment are 
geared up for tremendous nation- 
wide sales drives not only on in- 
stallations for the home but for 
executive and professional offices, 
conference rooms, small salons, 
studios, and other places within 
the field served by the office sup- 
ply merchant. Many of the larger 
manufacturers are conducting ex- 
tensive campaigns in support of 
their distributors and dealers, in- 
cluding training salesmen, supply- 
ing them with elaborate sales 
manuals, and engaging in con- 
sumer advertising on a large scale. 

While at present the majority of 
the self-contained units are sold 


through other types of outlets, a 
number of the manufacturers 
have indicated to OFFICE APPLI- 
ANCES their interest in office 
equipment merchants as dealers. 
And since this journal began 
pointing out to its readers the op- 
portunity in the sale of unit type 
air conditioners for office use (see 
December 1936, September 1937), 
office appliance dealers in differ- 
ent parts of the country have 
taken on agencies to complete 
their lines of office services. 
Others undoubtedly will soon 
follow. Although they will be 
equipped to sell “year ’round com- 
fort” through these devices, the 
thought of the approaching sum- 
mer months and of the profit har- 
vest which will be yielded by that 
industry’s greatest season to date 
also carries with it the important 
reminder that preparations should 
now be under way. 

“It is, of course, impossible for 
us at this early date to give any 
definite information,’ declared 
Mr. Hazel. But in view of his ac- 
quaintance with the foregoing 
market he said, “We know that 
logical prospects exist. We also 
know that we have the represen- 
tation to find the prospects.” 

Regarding the most desirable 
type of sales representation, Mr. 
Hazel’s company understands that 
selling and installing room coolers 
requires a certain amount of 
trained engineering knowledge. 
This varies with the type of unit 
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handled. However, as stated by 
one air conditioning equipment 
manufacturer, “a preliminary sur- 
vey of the area to be ‘comfort 
cooled’ must be made before in- 
Stallation of any type of room 
cooler in order to determine heat 
load, capacity, etc.” So this dealer 
has a trained salesman who is 
specializing on that line, just as 
dealer salesmen are specializing 
on other lines of office equipment 
requiring a technical knowledge of 
the product and its application. 

“We do not believe,” said Mr. 
Hazel, “that any marked success 
could be enjoyed in this business 
without an especially trained man 
to do the job. We certainly could 
not depend upon our regular 
salesmen, but we feel that they 
can, and will help us in finding 
prespective purchasers in their re- 
spective territories.” 

With conviction and assurance, 
Mr. Hazel continued, “We know 
that we have a reputation already 
established, and a financial struc- 
ture that will enable us to do a 
complete job.” 

The Lockwood-Hazel Printing 
& Stationery Company is serving 
as the local office appliance dealer 
for the Fairbanks, Morse & Com- 
pany self-contained air condi- 
tioners, and Mr. Hazel expressed 
deep satisfaction over the line. 


Experience of Another Dealer 


The experience of another office 
equipment dealer, who has 
achieved what he terms “mod- 
erate” success in selling air con- 
ditioning appliances of a different 
manufacture, should, likewise, 
interest members of the trade 
contemplating the idea, for with 
his background of practical 
knowledge he stresses several pre- 
cautions and factors which he 
contends should be given con- 
sideration. 

This concern is the Business 
Equipment Sales Company of 
New York City. Its management 
thought the air conditioning units 
would make a capital specialty 
to fill out their line—give them 
something new to talk about— 
and, also, get them in on the 
ground floor of a business with 
a bright future. So, according to 
E. W. Bromley, one of the partners 
of the firm, they investigated and 
arranged for the agency of a unit 
which affords room comfort dur- 
ing all seasons. A number of 
those appliances on the market 
have an air conditioning unit be- 
sides the cooling unit; hence, 


they give ventilating, filtering, 


humidifying or dehumidifying, or 
cooling service winter and sum- 
mer. Thus the Business Equip- 
ment Sales Company was afforded 
year in and year out oppor- 
tunity. In substance, the fore- 
going is Mr. Bromley’s explana- 
tion as to why he was attracted 
to the line. 

In response to inquiry u pon 
their procedure and merchandis- 
ing program, Mr. Bromley stressed 
the “necessity of proper training 
before attempting to sell this 
class of merchandise.” 

“We have found in our experi- 
ence that selling air conditioning 
is a highly technical field,” he 
said, “and that much harm can 
be done by selling the wrong type 
of equipment, due to insufficient 
knowledge in handling the cus- 
tomer’s problems.” 

Then, as further caution, he 
added, “Merely selling this type 
of merchandise to make a sale 
may cost you a good office equip- 
ment account.” 

The Business Equipment Sales 
Company has two salesmen devot- 
ing their efforts to selling air con- 
ditioners; one was trained in this 
field, while the other is an office 
equipment man who is still learn- 
ing under the tutelage of the more 
experienced man. 

Mr. Bromley’s company guar- 
antees the operation of the units 
and also services them. “We have 
found it necessary to have our 
own service department,” he said, 
“in order properly to fulfill the 
obligations in making a sale of 
air conditioning equipment.” 

“We sincerely believe that the 
future holds great possibilities,”’ 
declared Mr. Bromley. “However,” 
said he, “we again stress the 
necessity of proper training be- 
fore attempting to sell this class 
of merchandise.” 

The Business Equipment Sales 
Company handles the line manu- 
factured by Standard Air Condi- 
tioning, Inc. 


Manufacturers Term Office 
Supply Dealer Good 
Potential Outlet 


For the purpose of placing be- 
fore its readers as much informa- 
tion as possible on the various 
phases of this new field, OFFICE 
APPLIANCES contacted thirty-nine 
manufacturers of air conditioning 
and room cooling devices. 

Voicing the consensus of opin- 
ion of the manufacturers who 
have either distributed units 
through office appliance dealers, 
or might be interested in estab- 
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lishing agencies in this trade, the 
executive of one concern declared 
as follows: 

“In view of the tremendous pos- 
sibilities of the package air con- 
ditioning unit in executive offices, 
particularly those under’ short 
lease, we know of no one better 
qualified to reach the executives 
of large organizations than the 
office equipment dealers, whose 
contact is closely established. To 
quote an expression of the day, 
we believe ‘you have something 
there’.” 

The manager of the air condi- 
tioning division of Fairbanks, 
Morse & Company revealed that 
his organization has its weather 
eye upon the office equipment 
trade. When in commenting on 
the appointment of their first 
dealer in this field, he said, ‘This 
is our first experimental dealer of 
this type. We believe that it will 
prove very satisfactory, because 
these types of dealers have entrés 
to companies that the average 
machinery dealer does not con- 
tact.” 

An executive of Carrier Corpora- 
tion told OFFICE APPLIANCES, “We 
share your interest in office appli- 
ance dealers as prospective out- 
lets for ... portable summer air 
conditioners. Because many of our 
dealers last year were served by 
our distributors, we do not have 
records of all of these dealers. 
We do know, however, that one 
office appliance dealer... hada 
very successful experience with 
... portable units. They did some 
excellent promotional work which 
would undoubtedly be of interest 
to your readers.” 

The Kelvinator Division of 
Nash-Kelvinator Corporation ex- 
pressed its views on the subject 
in the following: 

“Due to the nature of our dis- 
tribution prior to our manufac- 
turing room coolers, the office 
supply house has not yet been in- 
cluded in our activities on this 
particular line.” The representa- 
tive said, however, “We have had 
success with a number of office 
supply outlets in the handling of 
water coolers, and feel that in the 
near future they will be very logi- 
cal outlets for room coolers. 

“For the past few years the 
profit on room coolers has been 
very small and the service prob- 
lem involved has not left a suffi- 
cient margin of profit for an out- 
let that was not equipped to han- 
dle its own installation and 
service. 

“As volume on these items in- 





MARCH, 1938 


creases,” said Kelvinator, “we be- 
lieve that the office supply people 
will become an important outlet 
for this merchandise.” 

Notwithstanding these affirma- 
tive convictions of their con- 
temporaries, there are some air 
conditioning manufacturers that 
at present are confining their dis- 
tribution of office units to their 
air conditioning distributors alone. 
“Because,” one of these manufac- 
turers declared, “it is only this 
group (of distributors) who are 
adequately equipped to do a sat- 
isfactory selling and installation 
job ... This method of selling 
gives us absolute control over our 
market, and entirely precludes the 
possibility of encouraging excess 
service expense due to faulty in- 
stallation.” 


The desire of these manufactur- 
ers to give customer satisfaction 
is commendable, and their inter- 
est in maximum sales volume at 


the minimum cost quite justified. 
But they have yet to learn that 
the progress of the office equip- 
ment dealer to his present highly 
specialized status has been marked 
by his expansion into lines which 
have required specially trained 
men to handle the sales, installa- 
tion and service of specialty appli- 
ances on a highly technical basis. 
Indeed, they are conducting “a 
specialty business that requires 
technical selling methods in addi- 
tion to specialty selling methods,” 
only in lines other than air con- 
ditioning. It would, therefore, 
seem logical that this very in- 
telligent class of dealers should 
certainly be capable of qualifying 
—through proper training by the 
manufacturer—to become a satis- 
factory and successful dealer of 
the self-contained type of air 
conditioners. 

Although, despite the apparent 
possibilities, some dealers may not 
entertain the thought of estab- 


— 
on 


lishing themselves as agencies for 
these units, they might consider 
participating in this business to 
the extent of codperating with the 
direct distributors of the manu- 
facturers, by referring the dis- 
tributors to prospects among their 
established office appliance cus- 
tomers. 


Westinghouse Electric & Manu- 
facturing Company reports that 
they have several case histories 
on file wherein several of their 
distributors have been successful 
in using office supply representa- 
tives and dealers in this manner. 
The office supplier reports the 
leads to the air conditioning dis- 
tributors and assists in closing 
sales. The air conditioning dis- 
tributor makes the survey, pre- 
pares the estimate and installs the 
equipment and gives the office 
equipment dealer or salesman a 
commission for furnishing the 
lead to the sale. 


Air Conditioning Enters the Profit Era 


Office Equipment Dealers Will Find Vividly Pictorialized in the Chart Below the Fact 
That the Air Conditioning Industry is Now Emerging From the Unprofitable Missionary 
Stage of its Sales Development and is Entering the "Profit Era”. 


* “INDUSTRIAL DEVELOPMENT CURVE" 
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From the 10% saturation, where the point of “public accept- 
ance” approximately begins, to the 50% saturation, where 
competition becomes keener, profits narrower and “merchan- 
dising evils’ appear. Sales volume almost doubles each suc- 


the various specialties shown plotted are stated to be approximate 
Reproduced from ‘A Survey of the Summer Air ae 
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Directing Sales Meetings Like 
Running a Ball Team 


[ office supply dealer who 
wishes to be counted in on to- 
day’s distribution system does 
well to play the modern game 
of retail management in regular 
weekly sales meetings based on 
the codperative discussion idea. 

Like a base ball team manager 
directing the activities of nine 
players and their alternates, 
skilled in the various fields of 
play, the office equipment mer- 
chant is managing a team of 
nine divisions,—each of which 
also calls for specialized .effort 
essential to the business. And 
each of which must likewise be 
coordinated in the kind of team- 
work that “brings home _ the 
bacon”. 

The dealer’s operating divi- 
sions are something like these: 
executive, credit, buying, outside 
selling, inside selling, advertis- 
ing, shipping, delivery, and re- 
ceiving. These nine divisions 
may be handled by as few as 
three people, or any number 
above that figure. Regardless of 
the numerical size of this staff, 
the functions are the same and 
the need for cooperative effort 
imperative. 

The coaching and training of 
this team of nine divisions is 
continually in progress during 
the working hours, but an hour 
or two a week given exclusively 
to the fundamentals of training 
and improvement should develop 
a team that will win most games, 
or, in the dealer’s language, get 
the most orders. 

Moreover, the cooperative dis- 
cussion idea, as applied to the 
sales meeting in which the key 
members of the various depart- 
ments participate, enhances the 
operations of the other divisions 
as well as the sales organization. 
These sales meetings thus make 
use of the abilities and experi- 
ences of the staff, and they serve 
as a means of correlating and 
distributing first hand informa- 
tion upon the inter-related prob- 
lems of the various divisions. 

Obviously, sales meetings of 


this character are mutual af- 
fairs, and it is upon this basis 
that their success depends. The 


Suggestions for a Type of 
Sales Meeting Based on 
Participation of All Divi- 
sions of the Office Supply 


Dealer's Business 


By ALFRED STEITZ 


Field Stationery Company, 
Tulsa, Oklahoma 


plan has been found productive 
of far better results than the 
sales meeting of yesterday, 
which consisted mainly of 
preaching or teaching by the 
executive force. 

Organization meetings require 
considerable time of the sales 
and executive forces, and in con- 
sequence some firms have found 
that these meetings are not very 
popular. They are so necessary 
to the properly conducted busi- 
ness, however, that it should not 
be difficult to sell them on the 
value of live meetings in which 
they all participate and receive 
benefit. They will give their time 
willingly and without mental 
reservation to meetings that are 
full of snap and go. 

Responsibility for arrangement 
of the meetings should be made 
the duty of a competent execu- 
tive. Fulfilling this duty requires 
careful planning, but is well 
worth while. A definite and reg- 
ular time of meeting should be 
scheduled so the employes can 
plan accordingly. This is a con- 
sideration to which they are en- 
titled. 


Program Should Be Planned 
With Objectives in Mind 


It is well to keep in mind that 
morale and zest for the game 
are important factors to the 
“team’’—in business or in sports. 
Hence, the meetings should not 
be too long. They should be con- 
ducted in a cooperative manner, 


and everyone present should be 
made to feel that his participa- 
tion counts and that his opin- 
ions and ideas are respected by 
all others present. No one should 
be humiliated by direct criticism 
in these meetings. Corrective 
suggestions can be made in such 
a manner as to be constructive 
without conveying the feeling of 
personal criticism, which is so 
destructive in such gatherings. 

In laying out a program, 
thought should be given to what 
such meetings would be expected 
to accomplish. It appears to me 
that the first and most impor- 
tant purpose is to accomplish 
Cooperative Operation or Team 
Work. Next, I list Educational 
Work in Merchandise and Mer- 
chandising, and _ third, Sales 
Stimulation. 


Cooperative Operation 


Under Cooperative Operation 
should be considered short exe- 
cutive talks concerning general 
policies. In the general discus- 
sions, the employes should be 
encouraged freely to ask any 
questions about policies that are 
not clear to them, and _ the 
proper person should be called 
upon by the chairman to ex- 
plain. New problems are being 
continually presented to the em- 
ployes by the customers, and 
policies must be decided or 
changed to meet the ever-chang- 
ing problems. They should be 
decided in such a way as to be 
acceptable to all and a uniform 
front presented to the customers. 

Also under this heading should 
come discussions of credit opera- 
tion. The credit department 
should be present to learn of the 
new problems and settle new 
policies to meet the conditions. 

Problems of the office and bill- 
ing department with regard to 
improperly written orders, im- 
proper addresses, and improper 
names of firms should be dis- 
cussed by the office manager. 

Shipping, purchasing, and re- 
ceiving departments should be 
present to discuss problems and 
assist in working out policies 
that will improve the working 
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SATURDAY MORNING SALES SESSION—ONE OF THE MOST IMPORTANT HOURS OF THE WEEK 


A MANUFACTURER’S REPRESENTATIVE HAS THE FLOOR.— 
Interesting, informative, and stimulating sales meetings have 
a direct bearing on sales results. In the above picture (taken 
by “Office Appliances”), imagine yourself visiting such a 
meeting at the Saturday morning round-up of the “go-get- 
ting” staff of the Globe Furniture and Stationery Company, 
Chicago. 

This meeting was head-lined with a talk by a manufacturer's 
representative—H. J. Warnock, Chicago Branch Manager, 
Globe-Wernicke Co. He demonstrated the Globe visible card 
record system. Another event of the morning was a talk on 
posture chairs by Globe’s Harter chair specialist, A. A. Davis. 


A regular feature of the Globe sales meetings is a discus- 
sion on problems and situations encountered by salesmen 
during the week, which they have turned in to sales manager 
J. K. Martin. Globe conducts a monthly sales contest the year 
‘round. And note the banner for 1938. 

Now meet the sales crowd and officers of this aggressive 
company. L. to R.: J. K. Martin, sales manager and treasurer; 
J. E. Karr, H. J. Warnock of Globe-Wernicke Co. (standing); 
W. J. Whetham, W. L. Fergus, J. A. Johnson, vice-president: 
V. Belgarbo, H. W. Lawrence, W. C. Schacht, J. M. Berg, J. M. 
Masessa, C. M. Jorgeson, W. H. Zimmer, P. H. Bolten, presi- 
dent; and A. A. Davis. 


conditions between salesmen and 
these departments. 

Actual examples of problems 
should be systematically gath- 
ered in all departments and 
freely discussed until corrections 
and solutions can be worked out. 
However, it is important that 
these be handled without de- 
structive criticism in the meet- 
ings. If criticism is necessary, it 
should come at another time in 
a private conference between the 
executive and the individual af- 
fected. Everyone present should 
be encouraged to offer sugges- 
tions that may help the business. 


Educational Work in Merchan- 
dise and Merchandising 


Under Educational Work 
should come discussions about 
manufacturers, information about 
new merchandise purchased, and 
information about new merchan- 
dise either on the market or just 
being offered by manufacturers. 
Also valuable merchandising as- 
Sistance may be obtained from 
sales talks by manufacturers’ rep- 
resentatives. 

Sales talks by employes have 
many points of value, too. Such 
talks require special study by the 


employe, bring new thoughts to 
the other employes, and greatly 
help to train a salesman to feel 
confident of himself when pre- 
senting his merchandise either to 
one buyer, or a group of buyers. 

Exchange of successful sales 
methods and individual experi- 
ences help to capitalize on meth- 
ods and ideas that have actually 
brought results. Another impor- 
tant item under this heading is 
the discussion of competition and 
proper methods of meeting com- 
petitive problems. 


Sales Stimulation 


Under Sales Stimulation should 
come definite and carefully 
thought out plans of sales con- 
tests, bonus plans, organized 
drives on certain lines or items; 
cooperative discussions between 
the advertising planning and the 
selling work; and exchanges of 
ideas, or sales helps from the of- 
fice or from manufacturers. 

When considering such a pro- 
gram it would appear that all of 
this could not be accomplished in 
short sales meetings. But properly 
conducted meetings of one and 
one-half or two hours can do all 
of this. 


Here is the kernel of the whole 
program. The chairman must be 
able to arrange the meetings and 
control them. Certain time must 
be allotted to certain things, and 
if a subject is not completed, of- 
ten it must be carried over to an- 
other meeting. A round table dis- 
cussion, giving everyone a chance 
to say something, is necessary. In 
large gatherings this cannot be 
done in any one meeting. A defin- 
ite time can be allotted to these 
round table discussions and cer- 
tain individuals called on at one 
meeting, others the following 
meetings, with a definite record 
kept so that all will eventually 
have a chance to express them- 
selves. Irrelevant discussion must 
be kept out by the chairman. As- 
signed talks must be kept within 
the allotted time, or nearly so. 

Carried on properly, such meet- 
ings can be kept so interesting 
that the time will seem short, and 
if friction is kept out, the em- 
ployes will willingly and volun- 
tarily take an interest. When this 
feeling exists, the employer will 
find that he has an effective team 
under uniform control and that 
he can accomplish almost any re- 
sult that good business justifies. 








What Luck, Business 
Advisory Councils? 


_- WHAT you please about 
strange bedfellows, or odd team- 
mates, the fact remains that every 
industry which undertakes self- 
government via Trade Practice 
Conference, must reckon with a 
possible partner. This sitter-in is 
the relatively new institution 
known as the Business Advisory 
Council or Business Advisory Com- 
mittee. To make matters more 
interesting this agency of business 
—governmental relations must it- 
self meet a challenge from skep- 
tical business circles at the very 
moment that it is slated for a 
bigger job as contact-maker. 

What is the risk that a business 
advisory board, or Federal-indus- 
trial joint planning body, will be- 
come the football of politics? That 
is the rub. The question will press 
for answer the more insistently as 
the interlocking directorate grows. 
What with the fresh prominence 
of the National Research Council, 
the National Resources Committee 
and its Advisory Committee, etc. 
Not to mention the more power to 
the arm of the Federal Trade 
Commission which, of itself, must 
prove a force for public and pri- 
vate cooperation in business code- 
making. 

Just what is the pattern and 
purpose of the U. S. model busi- 
ness advisory council? The quiz is 
one for which the everyday office 
outfitter may warrantably spare a 
little time, if he is to guess where 
the business advisory set-up goes 
from here, and what it is likely to 
mean in terms of office equipment 
interests. Like it or not, the indi- 
vidual business man is likely to 
hear more before he hears less of 
this new gear for meshing busi- 
ness and government. It may be 
just as well to see how the wheels 
go round before the machine is 
speeded up. 


Department of Commerce Prompt- 
ed Formation of Council 


The blossoming idea of the clinic 
of business consultants stems from 
the Business Advisory and Plan- 
ning Council of the U. S. Depart- 
ment of Commerce. Essentially 


this was a gesture for restoration 
from commercial depression. It 


By WALDON FAWCETT 
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started in the spring of 1933 when 
brain trusts of economists occu- 
pied every corner in Washington. 
The Secretary of Commerce had 
the bright thought that, if the 
Government was to be made over, 
it should not all be left to the pro- 
fessors on leave. He thought it no 
more than fitting that practical 
business men be called into con- 
sultation. A meeting was called 
and the assembled group consti- 
tuted itself an organization com- 
mittee and proceeded to form the 
Council. Originally composed of 
forty business men the member- 
ship has since been increased more 
than twenty-five per cent. All sec- 
tions of the country are repre- 
sented; all major lines of trade; 
and small, as well as large com- 
panies have spokesmen. 

If the venture had got no 
farther than the original prospec- 
tus promised it might have been 
dismissed by business opinion as a 
cheer section for the Commerce 
Department. As it turned out, 
though, almost the first move that 
was made was to break down the 
organization to the end that the 
corps might come more closely to 
grips with specific problems. Un- 
der the supervision of an Execu- 
tive Committee, twenty-five sub- 
committees were organized, each 
concentrating on a special field of 
study. Just here the project made 
one of its constructive contribu- 
tions. The specialization demon- 
strated the feasibility of what may 
well prove the ultimate forte of 
advisory councils, viz., exchange 
of business opinion as between 
spokesmen for particular indus- 
tries and the Government bureaus 
or staffs which concern themselves 
with the respective commodity 
communities of the business world. 


Potential Value of Council 


A passing glance at samples of 
these committees will give the 
plot. And indicate that committee- 
men, who are above being mere 


yes-men for politics sake, can do 
much good for their fellows. For 
example, the provisions for the 
elimination of unfair practices 
that went into the N.R.A. codes 
were, in most instances, the result 
of recommendations by the Ad- 
visory Council’s Committee on Un- 
fair Trade Practices in Distribu- 
tion. Yet more recently the prog- 
ress of Secretary Hull’s program 
of reciprocal trade treaties has 
shown the need for a storm troop 
of business men on the order of 
the Council’s Committee on For- 
eign Trade. 

One circumstance that put the 
idea of a business advisory council 
in bad was the association with 
the National Industrial Recovery 
Act and other features of the 
earlier New Deal program. Busi- 
ness men who did not take kindly 
to the theory of the National Re- 
covery Administration, or who did 
not fancy the NRA in practice, 
conceived a prejudice against the 
new style advisory annex. In fair- 
ness, though, it should be pointed 
out that the first Industrial Ad- 
visory Board of the National Re- 
covery Administration (formed at 
the suggestion of Gen. Hugh John- 
son) was separate and distinct 
from the Business Advisory and 
Planning Council for the U. S. De- 
partment of Commerce which 
came into being at about the same 
time. 


Permanent Successor Sought 


To be sure, the Council which 
has survived did dip its oar into 
the NRA pond when the Code 
making was in full cry. But it was 
out of a desire to find a perma- 
nent plan that might succeed the 
NRA and afford an _ enduring 
clearing house. From the outset 
the executives who accepted Ad- 
visory positions did so out of a 
conviction that an economic study 
of cyclical changes would be nec- 
essary before business could plan 
intelligently for the long pull. 
Moreover the plot was not to limit 
investigational activities to the 
jurisdiction of the Department of 
Commerce but to range anywhere 
in the fleld of Governmental rela- 
tions. For example, the securities 
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situation and the tariff were in the 
picture from the beginning. 


Needs of Small Business 
Considered 


In the light of recent events it is 
also worth noting that one of the 
first jobs which the pioneering 
Advisory Council noted itself was 
an investigation of the needs of 
small industry. A special commit- 
tee made a detailed study from 
reports and from individual state- 
ments obtained direct from hun- 
dreds of small businesses. At that 
early stage the discovery was made 
that the sore spot was the need of 
better financing. The Council 
found a fatal flaw in the fact that 
there was no way of financial 
assistance to small business and 
industry over a longer period than 
the bankers can carry such inter- 
ests—say for a period of from 
three to five years. 

From the time of its start the 
Advisory organization adopted the 
device of the special or standing 
committee as the instrument of 
investigation and recommenda- 
tion. There was, indeed, no other 
obvious means of attack, seeing 
that the advice-givers from the 
ranks of business were called upon 
to grapple, at one swoop, with the 
problems of all industries in rela- 
tion to each other, in relation to 
labor and in relation to consum- 
ers. The direction taken by the 
sub-probes showed a sure sense of 
what were due to emerge as ques- 
tions of the age. For example 
“collective bargaining” and unem- 
ployment insurance were early on 
the slate for attention. And one 
of the first committees appointed 
was detailed to study the head- 
aches of the difficult period of 
transition when men are displaced 
by the introduction of new labor- 
saving machinery. 

The Advisory Council at the 
Commerce Department came natu- 
rally enough by the suspicion it 
incurred of being a dealer in gen- 
eralities. That was doubtless due 
in part to the fact that it started 
off with the premise that the 
greatest need of business was 
“greater unity in thought and ac- 
tion.” Without a hint as to what 
machinery was to be employed to 
bring this about. Even so, it must 
be conceded that some of the 
problems in process do not admit 
of a narrow, hard and fast for- 
mula. Decentralization of industry 
might be cited as a sample. Not 
only is each industry a law unto 
itself on this proposition but each 
concern in the trade has its own 


dictates and urges in the matter 
of plant location. The attitude of 
the planners is that the most the 
Council can do is to provide gen- 
eral blue prints for those that can 
take them. 


Council Members Unsalaried 


Members of the Advisory Coun- 
cil, who serve without pay and de- 
fray their own expenses on their 
trips to Washington for sugges- 
tionfests, are always peeved by the 
imputation that their body is a 
puppet in the game of extension 
of Government control over indus- 
try. That the group is sensitive on 
this subject is attested by a reso- 
lution adopted at one of the early 
meetings, when Mr. Gerald Swope 
was chairman. This manifesto de- 
clared that the continuance and 
advancement of the American 
standard of living is the prime 
concern of American business. To 
maintain this standard of living 
the opinion was expressed that 
business should remain free of 
governmental interference and 
control and must be permitted to 
continue to exercise the initiative 
and the aggressiveness that have 
characterized its remarkable de- 
velopment in the past. 

For the rank and file of business 
executives, whatever curiosity is 
felt in respect to the Business Ad- 
visory and Planning Council based 
at the Commerce Department 
springs largely from the element 
of novelty. Bystanders are scru- 
tinizing the Council in being not 
merely as a unique entity but as 
the model or pattern of a new 
species of public institution. Does 
the round-table group in Uncle 
Sam’s anteroom really make good 
on the prospectus which promised 
the first articulate body of busi- 
ness men, organized to give quickly 
opinions and recommendations on 
Federal policies, legislation and 
administration? 

Perhaps the most convincing 
answer is to be found in the im- 
mediacy of the issues upon which 
a cross section of American busi- 
ness opinion has been promptly 
recorded at Washington by this 
new medium. Surveys and recom- 
mendations from the _ business 
angle have been prepared on such 
subjects as taxation, restoration of 
the merchant marine, housing and 
the extension of air commerce. In 
the beginning, the intention was 
that the General Business Ad- 
visory Council would report or 
suggest only to the Office of the 
Secretary of Commerce. Latterly, 
what with the Council speaking as 
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the voice of business on such 
topics as public utilities, foreign 
trade, and securities and exchange 
legislation, the area of direct con- 
tacts has been widened. Heads of 
various Federal agencies have 
heard from the Council as consult- 
ing expert. 


Advisory Committees for Branches 
of Industry 


One school of business thought 
holds that hope of constructive 
service for business is highest in 
the case, not of a general advisory 
council, but of a smaller and par- 
ticular advisory committee organ- 
ized for operation in just one 
quarter in industry. As luck has it, 
current development has pro- 
ceeded on this line as well as on 
the broader highway. The Census 
Advisory Committee, the Fishery 
Advisory Committee, the Stand- 
ards Visiting Committee, the Na- 
tional Accident Prevention Con- 
ference and other organized 
groups go to show how public poli- 
cies and political expediency may 
yield to a studied, authoritative 
expression of the views of a 
branch of business which has a 
right to be heard. By and by, a 
prize example of what a focused 
national advisory committee can 
do is supplied by the National Ad- 
visory Committee on Aeronautics. 

Standing off by itself, in one 
corner of the scene, is an advisory 
trailer that may be calculated to 
interest especially our readers. 
This pet is the Patent Office Ad- 
visory Committee, made up mainly 
of leading patent attorneys. What 
is impressive to the business man 
is the very practical nature of the 
work of this council. It has en- 
compassed administrative reforms 
at the Patent Office which benefit 
inventors and patent owners. And 
has extended to the furtherance 
in Congress of legislation designed 
to simplify and speed up the con- 
sideration of patent disputes in 
the courts. 

If business men really feel that 
there is anything for them in the 
development of the idea of the 
Advisory Council or Committee— 
general or special—this is, perhaps 
the time for them to make known 
what is in their minds. If and 
when the plan is realized for the 
reorganization of the executive 
branch of the Government, the 
Advisory institution may come to 
the cross roads. Lacking an im- 
pulse to go forward and multiply, 
this joint subsidiary of business 
and government bureaucracy may 
be lost in the shuffle. 








Radio Advertising Builds Good Will 


and Business for Dealer 


4i 

, NEXT feature, ‘Match- 
ing Men and Jobs,’ is presented 
through the courtesy of the Joplin 
Printing Company—located at 220 
West Second street in Joplin, Mo. 

This curt sentence once a week 
introduces to more than a half 
million radio listeners in Missouri, 
Kansas, Arkansas and Oklahoma 
a thirty minute radio program 
that has attracted wide attention. 

Shortly before the end of last 
year, the Joplin Printing Company 
abandoned the radio feature, 
“Martial Airs.” It had been heard 
regularly over Radio Station 
WMBH in Joplin, Mo., for nearly 
five years but as it was losing its 
pull it was no longer selling 
enough office appliances and 
equipment to justify its existence. 

The program selected to replace 
it must be two-fold in its pur- 
pose. It must build good-will and 
it must have a listening audience 
of business men. 

Gerry Manning, sales manager 
of the Joplin Printing Company, 
decided to do without radio ad- 
vertising until he could find a 
merchandising idea that would 
sell office appliances. 

Mr. Manning contracted the 
local offices of the National Re- 
employment Service and studied 
their problems. Finding that their 
greatest trouble was in giving 
their work publicity, the Joplin 
Printing Company offered them 
a thirty minute radio period each 
Sunday afternoon in which to get 
their message across. 


Good Will Among Business Men 


Mr. Manning reasoned that there 
was time in a thirty minute period 
to interview from six to ten men 
as to their ability, past experience 
and recommendations for hold- 
ing a job in private industry. He 
reasoned, too, that if people were 
asked to telephone either the 
Radio Station or the local offices 
of the National Re-employment 
service that he would be sponsor- 
ing a feature that would not only 
build good-will throughout the 
district but a feature that would 
include unemployed housewives, 
and most important, the business 
men of the district. 


How a Broadcasting Pro- 
gram Functions Effectively 
in the Merchandising Ac- 
tivities of the Joplin Print- 
ing Company, Joplin, Mo. 


By BOB BURKE 





GERRY MANNING 


The program was born the sec- 
ond week in January and its im- 
mediate success was a surprise to 
even its founders. 

Seven men were interviewed on 
the first show. They included a 
ditch digger, a landscape garde- 
ner, a miner and an auditor. All 
seven of these men received steady 
employment as the result of the 
feature, “Matching Men and Jobs.” 


Response Large and Compli- 
mentary 


The switchboard of Radio Sta- 
tion WMBH was swamped with the 
calls of listeners who had called 
to compliment the Joplin Printing 
Company on such a worthwhile 
idea. Other men and women 
called to say that they had jobs 
for the men and women inter- 
viewed. 

The National Re-employment 
service was so enthusiastic about 
the program that they mailed 
more than 5,000 letters to business 


men, asking them to listen to the 
feature of the Joplin Printing 
Company. These letters were 
mailed by the National Re-em- 
ployment service on Department 
of Labor letter-heads and not at 
the suggestion of the Joplin Print- 
ing Company. The men who re- 
ceived them are naturally pros- 
pective buyers of office equipment. 

There is no charge to either 
employer or employe and all of 
the records of call received, the 
number of applicants for inter- 
views on the program and the 
openings filled by the feature are 
kept by the clerks of the National 
Re-employment office. 

The men to appear on the air 
are carefully selected by the offi- 
cials of the employment office and 
they are selected strictly on their 
ability to fill a position and not 
on their need for a job. Most 
business men are pretty well “fed- 
up” with the man whose chief 
qualification for a position is his 
need for work. 

The Joplin Printing Company 
uses no commercial announcement 
on either the open or close of the 
program and but one announce- 
ment mid-way between the first 
interview and the last. 


One Commercial Announcement 


This announcement varies in 
length from 100 to 125 words and 
ties in with the program in a 
number of different ways. The 
standard commercial reads some- 
thing in this manner: “Just as 
the Joplin Printing Company is 
helping these men find a job—it 
can help you. Your business may 
or may not need an extra man or 
two but it’s almost a sure thing 
that you need new, up-to-the- 
minute office appliances to make 
your business run more smoothly. 
Telephone the Joplin Printing 
Company. Let a _ representative 
call on you at your convenience.” 

Almost every city of any size 
offers local business men an op- 
portunity to take advantage of 
Gerry Manning’s idea. Local em- 
ployment offices are more than 
willing to cooperate with any firm 
in getting their applicants pub- 
licity. They have the facilities to 
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keep the records and files of such 
a feature and are willing to help 
the sponsor of such a program in 
any way possible. 

Probably the best time for “air- 
ing” this type program is Sunday 
afternoon, but any early evening 
period will serve the purpose well. 

Any firm contemplating the use 


of such a feature should use care 
in selecting the announcer as the 
entire show is “ad-libbed” and 
comedy has no part in such a 
show. 

If you’re looking for a way to 
merchandise office equipment, and 
a feature that will build good- 
will for your firm, you’ll do well 
to adopt Gerry Manning’s idea 


Spring Offers its Sales 


__— selling where the 
potential sales are the greatest 
at a given time constitutes one of 
the major factors in the office 
equipment dealer’s planned sales 
program. This is especially im- 
portant to salesmen who have 
sizable territories that include 
many more prospects than they 
are able to call on regularly. 

Starting with the month of 
March, and continuing through 
the spring months, many dealers 
encourage their salesmen to apply 
the principle of selective selling to 
concerns and other prospective 
buyers that are particularly busy 
during the spring and summer 
seasons. Sales managers and their 
staffs trained in selective selling 
have surveyed the different lines 
of business which are coming into 
their active seasons, giving some 
thought to their possible needs 
and requirements, and are now 
getting into action with solicita- 
tions and demonstrations. 

Some of the prospects, for ex- 
ample, within this category, are 
the following: seed stores, 
nurseries, golf clubs, country clubs, 
summer resorts, amusement parks, 
beverage firms, ice cream dairies 
and retail stands. Also an in- 
creased activity is enjoyed at this 
time by real estate organizations, 
building supply firms, contractors, 
roofers, and numerous others. 

Facing their busiest period— 
when efficiency and adequate 
equipment and supplies count as 
important factors in affecting 
their net profits of the season— 
these concerns and organizations 
are live prospects for the commer- 
cial stationer and office equip- 
ment dealer. 

From these prospective buyers, 
orders should be forthcoming for 
such items as order books, forms 
of various kinds, loose leaf equip- 


Apply the Principle of 
Selective Selling to Your 


and Potential 


Prospects Whose Busy Sea- 


Accounts 
sons are in the Spring and 
Summer Months 
oe 


ment and supplies, visible record 
equipment, filing equipment and 


’ supplies, stapling machines, mark- 


ing devices, ribbons, and car- 
bons, office machines, cash reg- 
isters, coin counting devices. In 
fact, all things needed for an ac- 
tive season. 


Moving Season Possibilities 


Spring also ushers in the mov- 
ing season, in which numerous 
offices and stores are transferring 
their operating facilities to new 
quarters. With the removal to a 
new location there is somewhat 
of a desire to make a fresh start, 
and obsolete equipment is often 
discarded at this time. And, too, 
the new space is frequently larger 
than the old, which together with 
the rearrangement of depart- 
ments calls for additional equip- 
ment. 

Office supply houses conse- 
quently find such concerns in 
need of all kinds of equipment 
and materials, which add appreci- 
ably to their volume of sales in 
this season. 

While the salesmen who are 
alert to the business obtainable 
from concerns that are moving 
will get the orders, those who 
make a special effort to seek out 
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and modify it to meet your par- 
ticular problems and trade-area. 

A half-hour period on your local 
radio station is usually not expen- 
sive, and with the listening audi- 
ence such a feature guarantees it’s 
money well spent—at least it has 
been for Gerry Manning at the 
Joplin Printing Company. 


Prospects 


among their regular customers 
the firms that are contemplating 
moving will find the greatest re- 
wards for their efforts. The sales- 
men are in a position to capitalize 
upon their present favorable re- 
lationship with these concerns 
and offer the services of their 
planning department in laying 
out the new office space to be 
occupied by the customer. Orders 
for the additional equipment re- 
quired naturally follow, and in 
many cases furnishings, such as 
reception room furniture, floor 
coverings, wall decorations and 
window drapes, are included in 
the deal—providing, of course, 
that the dealer is able to supply 
the latter. 

Consideration of the seasonal 
aspect in the sales program thus 
points to more business that is to 
be gotten, beyond the regular 
trade. In conjunction with the 
drive, a large proportion of the 
available volume may be obtained 
by offering the salesmen extra in- 
centives through sales contests. 

Suggestion for a spring contest 
is to conduct a “Better Ribbons 
Month”, promoting silk and better 
grades of cambric typewriter rib- 
bons. 

Then, besides the outside solici- 
tations, the drop-in trade offers 
its seasonal possibilities, with 
which all stationers are familiar. 
In that regard, the sales pro- 
gram calls for preparation of the 
store as the source of not only 
commercial merchandise but items 
for the following seasons: Easter, 
Mother’s Day, graduation time, 
and the wedding season in June 
—the Bride’s month. 


neni babes 
Capture your prospect’s atten- 


tion with a remark that intrigues 
his interest! 











Leather Goods Respond Readily 
to Organized Sales Plan 


A Complete Line, Advertising, Dis- 
plays and Intensive Personal Effort 


Contribute to an Effective Program 


4/ 

_ goods, like the majority of other com- 
modities stocked by the commercial stationer, are 
seldom bought—they must be sold.” Thus, tersely, 
J. L. Wren, Jr., secretary of the Western Bank and 
Office Supply Company, Oklahoma City, Okla., ex- 
presses the reasoning behind the successful record 
made by his firm in the merchandising of leather lines. 
“Profitable selling,’ he continued, “naturally requires 
a plan of operation which takes into consideration the 
factors involved, from selection of lines to careful 
preparation of advertisements and store and window 
displays, to training of outside and inside salesmen, to 
locating prospects, to developing and presenting con- 
vincing arguments, to delivering the goods.” 

A primary requirement is a complete line so that all 
types of prospects may be served. “We believe,” says 
Mr. Wren, “that we carry the largest and most com- 
plete selection of this type of merchandise in Okla- 
homa. We try to carry all sizes of zipper, brief, note 
and other leather cases, in all pocket arrangements 
and all popular grains of leather.” 


Advertising—Newspapers, Folders, Window Displays 


The accompanying reduced reproduction of a news- 
paper advertisement tells its own story. It is one of 
several used regularly by “Westbanco” to develop inter- 
est and prepare the way for salesmen to secure the 
signed order. “Through our announcements in the 
daily press,’ Mr. Wren observes, “we have created 
many direct sales. The intangible values of interest 
and good will are naturally difficult to determine accu- 
rately. Nevertheless, we are convinced that newspaper 
advertising, with copy keyed to seasons and special 
local circumstances, brings us returns far in excess of 
the cost. 

“Another effective means of advertising is manufac- 
turer’s folders. They are furnished us, carrying our 
imprint, at a nominal charge. By enclosing them with 
our outgoing mail and statements, we keep our cus- 
tomers informed concerning the extent and quality of 
our service in leather goods line. 

“At least one week a month, we feature brief cases 
zipper cases, wallets and certain styles of leather 
luggage in our windows. The effect of the window 
presentation is augmented by a permanent, and promi- 
nent, display directly inside the front door of our 
store. This display occupies a space six feet by five 
feet four inches and consists of a special rack with 
partitions spaced about twelve inches apart. The par- 
titions keep the cases in attractive order and good 
saleable condition. Before the special display table 


was built, the cases exhibited became shop worn and 
we were under the necessity of taking a loss on the 
sale of them. 

“In our search for new prospects, we discovered that 
attorneys in our area were in need of legal size brief 
cases of extra large capacity. We had a manufacturer 
make up special cases of the required size. Our men 
were received gratefully when they offered cases that 
would hold legal size folders taken intact from the 
files. This provided them a convenient means of carry- 
ing the folders to court when presenting their cases. 
It was a case of complete, mutual satisfaction.” 


“Outside Men Sell a Lot of Brief Cases” 


“In covering their territories, the record shows, our 
outside salesmen pick up a substantial number of brief 
case orders by taking one or two models under their 


GIFTS of LEATHER 


Make Useful and Practical Gifts 

























poe GW full view 
Z/PP PORTFOLIOS Zippenvelope 


€ 
Convenient 


Modern 


Smart 


@ The American business man 
has adopted these new portfolios 
because they are neater, easier to 
open—and keep papers and data 
under control, and clean. The 
scientifically arranged pockets 
make fumbling obsolete. Every- 
thing is where it belongs— 


visible, 


@ Get rid of that old “Drum- 
mer type” case now and step out 
in front with a genuine Stebco. 
Many styles to select from. 


@ There is one that just fits . 
your needs at A | 


WESTERN BANK 
and Office Supply Co. 


205-207-209 N. W. First 
Phone 3-5353 


REDUCED REPRODUCTION OF A TYPICAL LEATHER GOODS 
ADVERTISEMENT USED BY “WESBANCO” 
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arms and showing them to prospects. Our country 
men are also furnished with loose leaf catalogues, sup- 
plied by the manufacturer. They send in several orders 
a week. 

“When outside men really go after the business, they 
find it is to be had. With the inside men, they share 
the good fortune of assistance from the manufacturer’s 
salesmen. They have visited the latter’s special display 
room and have acquired a useful fund of information 
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from him regarding the many types and grades of 
leather used in numbers we stock. 

“Although all the factors mentioned are important 
in developing a market for the leather goods, achieve- 
ment of genuine success requires constant, untiring 
efforts on the part of the salesmen and the sales man- 
ager. The personal pushing of the line is the spark 
that puts the entire sales scheme into resultful func- 
tion.” 


Office Equipment Marketing Methods 


Note.—J. V. Mogollon, Jr., is son of the head of J. V. 
Mogollon & Company in Cartagena, Colombia, South 
America, long established distributor of office equip- 
ment produced in the United States. Under the cir- 
cumstances, the choice of subject for his thesis seems 
particularly appropriate. 
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a WAS the purpose of this investigation,” says Mr. 
Mogollon in the introduction to his thesis, “to analyze 
certain recent developments in the marketing of office 
appliances and supplies and determine their effect on 
the field as a whole.” 

That he achieved the objective is evident in the text 
of the thesis, which is inclusive in coverage and com- 
prehensive in its analyses and interpretations. 

Mr. Mogollon’s treatise is divided into six chapters, 
the first five dealing with specific phases of office 
equipment merchandising and the sixth containing 
conclusions reached as a result of the study. 

Chapter 1 presents in outline form “The Marketing 
Set Up.” Products are classified and listed under the 
general headings of equipment (machines and furni- 
ture), small machines, supplies and miscellaneous. 
Customers are grouped according to type, and channels 
of distribution are pointed out as being principally 
retail outlets. 

“Retail Establishments” are discussed in the second 
chapter—the location, appearance, departmentaliza- 
tion, layout, and costs of operation receiving adept 
treatment through text, drawings and statistical tables. 

“Selling Methods,” the subject of Chapter III, refers 
to types of customers, sales organization and market- 
ing research. After classifying customers as “those 
who come to the store and buy and those who are sold 
outside the store,’ Mr. Mogollon says, under the head- 
ing of “Sales Organization,” “As the stores found that 
they had to go to the user with their merchandise 
because of the competition of direct selling specialists, 
they had to develop sales organizations with men who 
would be able to act in the capacity of advisors to the 
customers in the matter of office equipment and sup- 
plies.” 

Concerning “Marketing Research” Mr. Mogollon says, 
“It is found that among progressive retail organiza- 
tions of this business, there is a definite trend to sup- 
plant opinion with fact-finding as a basis for business 
judgment. The intuitive method of deterrnining busi- 
ness policies is gradually giving way to fact-finding 
because business has become too complicated for 
guess-work methods.” 

Instalment selling is treated in a general manner in 


Master's Thesis Prepared by J. V. Mog- 
ollon, Jr., at the Wharton School of 
Finance and Commerce, University of 
Pennsylvania, Reveals Some Interesting 


Data That Is Carefully Analyzed 
* 


Chapter IV, with specific reference to the plan as ap- 
plied to the office equipment field. The renting of 
machines is cited as a form of installment selling be- 
cause renters are urged to buy the machines, applying 
the rental paid to the price of purchase. Frequently, 
the rented machine is bought. 

The problems of trade-ins and rebuilt machines are 
discussed briefly in Chapter V. 

Mr. Mogollon’s conclusions, presented in Chapter 
VI, point to the uniqueness of the office equipment 
industry in that its products are sold to business con- 
cerns for use in the operation of business and not to 
individual consumers for home or personal use. 

Glancing into the future, Mr. Mogollon says, “With 
the increasing competition in this field, the retailer 
should seek ways and means of making his service 
more helpful and desirable to business. .. . It is the 
writer’s conclusion, after this investigation, that herein 
lies the future of this trade... . The task ahead should 
not be just selling, but it should take the form of 
gaining the confidence of the customers as advisors in 
the making, housing and preservation of business rec- 
ords and having definite information available which 
will enable them to do so.” 

In the preparation of his thesis, Mr. Mogollon tapped 
many sources, principally the National Stationers As- 
sociation, to whom he expresses appreciation in the 
introduction to his study. Included in his bibliography 
at the end of the treatise are articles indicating trends 
and complete reports of National Stationers Associa- 
tion conventions from OFFICE APPLIANCES; informative 
letters from Charles P. Garvin, general manager, Na- 
tional Stationers Association, and J. M. Olesen, Jr., 
assistant manager, store fixture division, Lyon Metal 
Products, Inc., and interviews with R. Bulger, sales 
manager, Remington accounting machine division, 
Philadelphia branch, Remington Rand, Inc. 








24 





OFFICE 








Furnish the Complete Office 


W wen a customer for office 
furniture comes into the _ store 
of the Wilson Stationery and 
Printing Company in downtown 
Houston, Texas, and buys a full 
ensemble for his office, that’s fine. 
It’s just as acceptable, says A. A. 
Tomlinson, secretary-treasurer of 
the firm, if he begins with one 
piece, and builds up to the com- 
plete office by units. 

Wilson’s are prepared for both 
types of customer. On an upper 
floor, they have set aside a shal- 
low alcove sufficiently large to be 
used as a demonstrator for any 
ordinary office set-up. The walls 
are done in three tones of blue, 
forming an attractive background 
for any wood chosen. On the wall 
is one good picture, well-framed. 

At all times this demonstration 
office is set up. However, this is 
no deterrent to a custom-built 
furnishing plan. If the man who 
is shopping decides swiftly to take 
the whole outfit, the deal is closed. 
But it takes just a minute to call 
out three or four porters, select 
pieces from the complete floor 
stock wood furniture, and let him 
“model his own.” 


Mr. Tomlinson stresses the im- 
portance of selling him on the 
floor. When he (the customer) 
demurs and protests he doesn’t 
know the size of his office, and 
thinks the furniture selected might 
not fit, Wilson’s sales force knows 
the answer for that. Either call 
up the man’s secretary or assist- 
ant for measurements; or, if he’s 


Texas Dealer Provides a 
Demonstration Room in 
Which a Customer May 
‘Model His Own" from the 
Complete Floor Stock of 
Wood Furniture 


By ANN GALT 


from the Gulf Building, or some 
other known office building, the 
offices will all run about 18 by 18, 
or 16 by 22—whatever their gen- 
eral average size, the Wilson sales- 
man will know. It isn’t a matter 
of crowding the sale; it is just 
eliminating the small but danger- 
ous details which may delay or 
postpone a really neat sale of 
merchandise wanted, and needed. 

In rare cases where the custo- 
mer just cannot agree for sure 
that he thinks this furniture 
would fit his office and look well 
there, Mr. Tomlinson says they 
offer to send the complete set-up 
on approval. Highly expensive— 
this service, and used only as a 
last resort. But if the sale cannot 
be clinched any other way, and 
the salesman knows the standing 
financially of the prospect, this 


“trump card” is played, and the 
furniture goes out for a ride. In 
no instance has it failed to make 
good in the new environment; yet 
it might happen, and this policy is 
restricted to situations which do 
not yield to other salesmanship. 


The Master Desk Starts the Fuss 


Wilson’s Stationery is in the 
heart of the Houston business dis- 
trict. On the first floor of the big 
store is a tempting sample of 
many types of office furniture, 
housed more completely on upper 
floors. Many “drop-in” customers 
begin to get the fever for a better 
personal desk, just from seeing 
window displays, or the street floor 
showing of what the well-dressed 
office is wearing! 

A business man can be appealed 
to most easily to get himself a 
suitable new desk, befitting an 
executive’s standing. This auto- 
matically includes a comfortable 
chair for his long business hours, 
and a goodlooking reception chair. 
When the business man thinks of 
a new desk, he is unaware of it, 
but he means a new desk unit. 

With such a beginning made, it’s 
only a matter of buying power, 
time, and patience, until the sales- 
man succeeds in refurbishing the 
whole place. Like a new driver in 
a golf bag, the sleek new desk 
with its beautiful wood finished 
to make the grain show to the best 
advantage, shows up the old 
pieces. The stenographer begins 
hinting for a new desk and chair. 
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“THIS COMPARTMENT IS A MIGHTY USEFUL BIT OF STORAGE SPACE.”—With a pleasing background decorated to har- 
monize with all wood grains, Wilson salesmen find it easier to present the sales story convincingly. This demonstration office 
is constantly in service, helping to build volume in ensemble sales. 


The costumer looks seedy until 
renewed. 


Salesmen Watch Their Prospects 


Salesmen for Wilson’s have in- 
structions not to worry their cli- 
ents into buying better furnish- 
ings for their offices. Let them get 
ripe, Mr. Tomlinson says, but 
watch them. Many times in the 
matter of lighting, the salesman 
can do a business executive a sig- 
nal service. For example, with a 


Fit the Sales 


Note—To Ray Spurling, effec- 
tive selling is largely a matter of 
shaping methods to fit the psy- 
chology of the individual buyer. In 
the accompanying article he tells 
how he applies the technique in 
his sales activities as manager of 
the Boston Desk Exchange, a pro- 
gressive organization owned by 
William and Alfred Hurwitz. 


| are many large insur- 
ance companies in our district. 
Each has one buyer, often as 
many as four. I keep in constant 
contact with these men, even if 
successful in selling them, all the 
time studying their reactions, 


light tester, the Wilson represen- 
tative may diagnose the lighting 
as “50 per cent under normal.” If 
there is a floor connection, he'll 
suggest sending over an inverted 
light of some type suited to the 
surroundings. A grateful custo- 
mer is made. 


Reaitors Now Have Worked Off 
Used Surpluses 


During the depression many 
people, lured by the oil play 


around Houston, went into busi- 
ness, as Mr. Tomlinson expresses 
it, “on windies.” When they faded 
out, the realtors who stood to lose 
rentals often repossessed the office 
accoutrements, and placed them 
in storage to rent or sell. This 
flooded the market with much 
nearly new equipment and furni- 
ture; but for a year now, this stock 
has been all placed, and the nor- 
mal demand for good office fur- 
nishing is back. 


Method to the Prospect 


Ray Spurling, Manager of 
the Boston Desk Exchange, 
Varies Approaches and 


Raises Success-Quotient 
By GRACE BUCKLEY 


needs and preferences. Whenever 
I have an unusually good buy in 
new or used equipment, I tele- 


phone some of these prospects. No 
matter how discouraging their re- 
sponse for a time, this method 
wins them eventually. 


For instance, there was the 
buyer I called on the telephone 
fruitlessly for a year and a half. 
One day I called to tell him about 
some desks I thought suited to 


his office. “You’re a persistent 
chap,” he responded. “Send me 
one of those desks.” From that 


time on we did business together. 


For twice that time, three years, 
I regularly contacted the buyer 
for a large insurance house with- 
out getting a single order. One 
day I called and inquired if he 
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could use an exceptionally good 
buy in new steel desks. A week 
later he telephoned me and asked 
if we still had the desks. The re- 
sult—a $20,000 sale in new steel 
desks. 

Sometimes if the equipment I 
mention does not appeal at the 
time, suggestion causes the buyer 
to respond in some other way. For 
instance, I may tell a man about 
a fine used safe that may interest 
him. Though he is not in the 
market for the safe, he may ask if 
I have as good a buy in office 
chairs or other equipment. 

In another case, I persisted in 
an effort to sell a customer who 
seemed hopeless as he dealt with 
only one salesman who was his 
personal friend. My suggestions 
of various articles of equipment 
over a lcng period must have im- 
pressed him with the complete- 
ness of our stock, for he finally 
came in and asked if we had 55- 
inch double type desks in stock. 
He could obtain only a 60-inch 
desk from the man he was dealing 
with. I sold him ten 55-inch desks 
and the deadlock was broken. 


Accurate Personality Analysis of 
Buyer Necessary 


In applying these methods, it is 
essential to train one’s self to size 
up the customer and the office ac- 
curately. A thorough knowledge 
of catalogues is helpful in en- 
abling the salesman to know at a 
glance the type of office furniture 
and equipment that a concern is 
using. The quick estimate affords 
a key to the buyer’s preferences 
and types of equipment that may 
be wisely suggested for replace- 
ments. 

If there is a clue to the buyer’s 
hobbies on his desk in the form of 
photographs, trophies, etc., there’s 
a chance for a pleasant contact. 
For instance, I have one likeable 
salesman calling on me who talks 
my hobby, boats. And I think he 
is a wonderful fellow. 

Contacting customers through 
specialized mediums is another 
way to appeal to special bents. We 
obtain results from  advertise- 
ments placed in one religious 
journal, in a publication reaching 


WRITING UP THE ORDER.—Seated at 

the left is the customer, with Manager 

Ray Spurling recording the details of 

the sale. Looking on approvingly are 

William Hurvitz (left), and Alfred F. 

Hurvitz, owners of the Boston Desk 
Exchange. 


newspaper and printing offices 

and a plumbing magazine. 
Fearing a prospect is the great- 

est mistake a salesman can make. 














RAY SPURLING 


Fear causes him to make cardinal 
errors—such as thoughtlessly put- 
ting his hat on a pile of papers 
tremendously important to some 
executive, or interrupting a buyer 
instead of waiting until he is free. 
It is just as serious an error to 
leave without making an effort to 
interest him, even though he has 
refused to buy. 

On one occasion I was in a 
buyer’s office, from whom I had 
just obtained $3,000 in business. A 
salesman came in, asked if the 
buyer were in the market for of- 
fice furniture, received an abrupt 
“no” in answer, and immediately 
left, slamming the door behind 
him. The buyer turned to me and 
said meaningly, ‘“That’s why that 
salesman gets no business from 
me.” Fear and anger — another 
form of fear—had overcome the 
salesman’s reason and he failed to 
get the business that should have 
been his through patient, cour- 
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teous effort to interest his pros- 
pect. 

Possibly that man let “bad sell- 
ing days” spoil his contact. I be- 
lieve that there are days when a 
man does not always have the 
confidence that selling requires; 
then he needs rest or recreation 
until he is fit again. Fifteen mi- 
nutes of selling when he feels 
right and is rested can accomplish 
more than a whole day spent 
plugging away in a sluggish mood 
without results. Personally, I try 
to eat good food, get enough sleep, 
and in other ways cultivate health 
and a confident attitude. 

When I lose a sale I make it a 
practice to ask myself why. Usual- 
ly I discover a good reason. Often 
it’s because I talk myself out of a 
sale. It’s wise, I find to leave the 
customer’s office quickly when the 
transaction is finished. 

I long ago eliminated the bad 
habit of over selling. When I 
first started in, I recommended a 
line of filing cases to a buyer with 
the exaggerated statement, I be- 
lieve, that these were “the best 
in the world” and probably more 
besides. I made the sale. But a 
day came when I had a new line 
of cases to sell and I again ap- 
proached this buyer. As I sug- 
gested that the new case had cer- 
tain advantages, he looked at me 
quizzically and said, “If those 
cases you sold me were everything 
that you told me, how can this 
new line possibly be as attrac- 
tive?” I was floored, but through 
that experience learned to sug- 
gest equipment for certain uses, 
emphasizing the best selling 
points but leaving room for other 
lines to shine in other ways. 
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Recent Installations ,. a 
of ‘ g 
Equipment in Steel 





THIS HUGE PLANT OF THE CAMPANA SALES COM- 
PANY AT BATAVIA, ILL., IS ENTIRELY EQUIPPED WITH 


AN INVESTMENT IN SERVICE AND BEAUTY.—Besides appearance value, the A-S-E STEEL LOCKERS.—(Top) The Campana plant 
Teachers Service Bureau of Mankato, Minn., secured durability in operation in the Which is one of the showplaces of the Fox River Valley, 
purchase of the Shaw-Walker wobble block equipped five-drawer files and Sky- and (Lower) View of the plant's locker-room containing 
scraper desks shown in the accompanying photograph. The installation was made ™0°re than 200 modernistic steel lockers manufactured 


by the Kemske Paper Co., exclusive Shaw-Walker representatives at New Ulm, Minn. Dy the All-Steel-Equip Company, Aurora, Ill. The 
lockers are finished in a French grey to harmonize with 


the coloring of floor and walls. Each A-S-E locker is 
equipped with a private combination lock. 








SECURITY STEEL EQUIPMENT DRESSES UP TENNESSEE 
SUPREME COURT BUILDING.—Installed at a cost of nearly 
$100,000 four carloads of steel filing cabinets, library shelving 
and storage shelving manufactured by the Security Steel 





LIKE SOLDIERS ON PARADE!—Strangely similar to a well- 
disciplined army parade ground is this Art Metal Construc- 
tion Company (Jamestown, N. Y.) equipment installed re- 
cently in two large business offices. As the pictures reveal, 
the fine furniture is of the latest type designed and built with 
an eye to the double purpose of providing the maximum of 
foot room and making easier the work of those who must 
clean beneath the desks. 


Equipment Corporation, Avenel, N. J., was recently placed in 
the new supreme court building for the state of Tennessee at 
Nashville. This huge installation was made by Myers Manu- 
facturing Company, office equipment dealers and representa- 
tives of the Security Steel Equipment Corporation at Nashville. 
At top is a view of the new building and (below) a portion of 
the filing equipment which made up a part of the big contract 
successfully sought and filled by the Myers organization 
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Attend the Regional Meetings 


“ The season is opening for the regional con- 
ventions conducted by the National Stationers 
Association. In this number will be found the 
schedule of these meetings. Look over the dates, 
pick out yours, and plan to attend. 

The N.S. A. lecture troupers, headed by Pres- 
ident Harold Hampton and General Manager 
Charles P. Garvin, will tour the country putting 
on programs featuring helpful ideas drawn 
from practical experience in meeting present- 
day conditions. The subjects, to be discussed 
on methods concerning dealer profits and prob- 
lems affecting the stationery business, cannot 
fail to be of interest to everyone attending. 

The regional get-togethers are of great im- 
portance in their influence on the advancement 
of the industry. Participation in these meetings 
and the National Convention in Chicago, Sep- 
tember 26 to 29, for which plans are now being 
made, will prove immensely profitable. 





State Trade Mark Registration 


@ The proposition for state registration of 
trade marks reappears with the recent intro- 
duction of a bill into the Legislature of the State 
of New Jersey which would make mandatory the 
registration of all trade marks, upon penalty of 
the loss of common law rights therein. Like 
the similar bills which have been introduced 
and defeated in six other states during the last 
three years, the New Jersey bill is presented 
primarily as a revenue measure. 

As “Printers’ Ink” points out in an article 
appearing in its issue of February 10, “The 
proponents of this bill, as of all bills of this type, 
are clever. For example,” the article reveals, 
“there is a memorandum which someone drew 
up to push the bill in New Jersey, and which 
promises the State a revenue of $1,000,000 the 
first year, $990,000 of which would come from 
owners of trade marks outside of New Jersey.” 
The article continues, “This memorandum is 
fifteen pages long. It says, among other things: 
‘The Sovereign State of New Jersey, by giving 
adequate protection to trade mark owners. . 
will find them anxious and willing to avail 
themselves of the benefits of this act,’ a state- 
ment, which, to say the least, is open to very 
serious question.” 

The many ramifications of state trade mark 
bills were outlined in an article published in our 
February 1937 number. 

If the New Jersey bill passes, undoubtedly 


other states will follow the lead. Then manufac- 
turers and retailers who own trade marks and 
wish to protect their property rights in them 
will have to “pay tribute”, regardless of whether 
they are doing business in those states. For if 
they fail to register their trade marks, trade 
names, slogans, labels, advertisements, etc., at 
$10 each, they will go without protection, and 
others will be free to claim them. 

It is obvious that firms engaged in the busi- 
ness of distributing trade marked products must 
be alert to oppose measures of this sort. This 
is just another thing which increases the re- 
sistance against which business has to pull. 
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Sound Views Expressed 


@& Among the sound views expressed by lead- 
ers in the stationery business attending the Con- 
necticut Valley Stationers Twentieth Anniver- 
sary Meeting, held in Hartford on February 14, 
and described on page 52 of this issue, were those 
of N. S. A. General Manager Charles P. Garvin 
in his address on ‘What 1938 Means to the Sta- 
tioner”. Viewing the industry from the objec- 
tive standpoint, he brought out these significant 
points which should impress all members of the 
trade: 

Foremost was the fact that the stationery in- 
dustry is very fortunate in that it is closely knit 
together, and that its various factors are able to 
work harmoniously in common cause. To the 
trade’s gentry accustomed to this supernal 
status, the fact may not seem extraordinary. 
But to those acquainted with prevailing condi- 
tions in many other industries, the well organ- 
ized condition of the stationery industry stands 
out conspicuously and should be valued and 
perpetuated. 

“Men who have the ability and will to work 
together,” declared Mr. Garvin, “are going to 
progress while others fall behind.” 

Among other factors contributing to the suc- 
cess of the business, to which Mr. Garvin alluded, 
was that embodying broad vision toward com- 
petitors. In truth, he said, “The success of the 
business is dependent upon the willingness of 
people in the business to help new ones who 
come into it—to help turn them into assets to 
the industry.” 

Referring to the trends in distribution, he 
pointed out that, “More and more manufactur- 
ers are finding that selling through the dealer is 
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the most economical method of distribution.” 
To illustrate his point, he cited figures showing 
that in 1937—for the first time in history—com- 
mercial stationers sold more equipment than 
they did supplies. 








Weather—Crops—Business 


@¢ “Climatic and Agricultural Predictions for 
1938” in the Bankers Monthly sounds a note of 
good cheer for business. The article by Shelby 
Maxwell, Weather Forecast, Inc., Chicago, cred- 
ited with “eighty per cent accuracy,” states that 
the year 1938 will ‘in general be a good one for 
agriculture.” 

Accompanying the article is a map of the 
United States, indicating, in different sections, 
“normal,” “fair” and “excellent” growing con- 
ditions. A small section embracing eastern IIli- 
nois, Indiana, Ohio, western Pennsylvania and 
New York shows “poor.” A good wheat crop is 
indicated and “certainly a good year for cattle 
farmers and ranchmen who will lack neither 
water nor grass.” 

“Most of the Atlantic seaboard states will be 
especially favorable for their local crops.” 

The reports of the conditions in various sec- 
tions are made with the idea of their value to 
bankers in reference to loans to be made in the 
different sections. 
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Under the old scheme of things good crops in- 
dicated good business, but since “business has 
found its master” and a supervisor has been 
appointed for Nature, indications may not be 
so reliable. Nevertheless there is encouragement 
in the thought that Nature will give a good ac- 
count of herself. 





Typing Taught in Grade Schools 


# Opportunity for greater sale of typewriters 
to be used in the public schools may develop in 
the not far distant future if present experiments 
in teaching typing in the lower grades in schools 
of several Illinois towns and one in Wisconsin 
prove successful. ; 


The use of the typewriter is being taught to 
seven-year-old pupils in the public school system 
of Woodstock, Illinois. And children in the fifth 
grade in Muscoda, Wisconsin, are taking typing 
in the same room and with the same equipment 
the high school students use, according to a 
news story recently appearing in the Wisconsin 
State Journal. 

A special exercise textbook was prepared for 
these classes by Superintendent W. Amborn, 
who inaugurated the instruction in the Muscoda 
grade last fall. They use the touch system 
blank keyboards. 


HERE AND THERE 


into the knot. The 


KARL CASTLE THROWS A BIRTH- 
DAY PARTY AT THE PALMER 
HOUSE 


On the evening of February 23 
Karl Castle of Weis Manufacturing 
Company gave a dinner party in 
honor of Mr. and Mrs. A. J. Walker 
of Minneapolis and Walter Snelling, 
of Horder's, Chicago, and Mrs. 
Snelling in the famous Empire room 
of the Palmer House. Mr. Walker, 
who is president of the Farnham 
Stationery and School Supply Com- 
pany and a former president of The 
National Stationers Association, was 
in Chicago attending a school sup- 
ply convention in the Palmer House 
after which he planned to leave with 
Mrs. Walker for the East. 

The dinner followed Mr. Snelling's 
birthday by four days and Washing- 
ton's birthday by just one day. A 
birthday atmosphere prevaded. 

At the time for dessert to be 
served the music in the Empire 
room stopped abruptly, also the 
floor show. Several waiters marched 
across the room bearing a fancy 
cake and ice cream. The cake was 
covered with cherry blossoms tied 
with red and white ribbon and with 


cherries tied 
decorations had the appearance of 
real flowers and cherries but actu- 
ally were made of sugar, as was the 
red and white ribbon. In the center 
was one candle. The ice cream was 
in the form of a huge cherry. The 
cake and the cream was brought in 
on illuminated trays and placed be- 
fore Mr. Snelling to the surprise of 
everyone in the room with the possi- 
ble exception of Mr. Castle who 
knows when to talk and when to 
keep still. Mr. Snelling was over- 
whelmed at receiving such unusual 
attention and generous portion of 
dessert as was served from the 
confection. 

Twelve persons constituted the 
party, including besides those men- 
tioned, Mrs. Castle, Sr. and Mrs. 
Castle, Jr.; A. R. Skibbe of Asso- 
ciated Stationers Supply Company, 
and Mrs. Skibbe; Elmer Long of 
Horder's, and Mrs. Long, and Glen 
Chambers of Scripto Manufactur- 
ing Company. 





GIVES VARITYPER A BOOST 


lra Welborn, well-known column- 
ist of the Cleveland Press, last month 


gave the Varitype a capital piece of 
free publicity when he printed a 
story of a letter written him by Wal- 
ter "Doc"’ Hanson of Hanson Busi- 
ness Machines, Inc., of Cleveland. 

"Doc", who knows how to adver- 
tise in many a novel manner, wrote 
to his pal, Ira Welborn, and used 
eight or ten of the various types 
available on the Varityper. And Mr. 
Welborn printed his story in the 
same style. The paragraph follows: 


“TWO-FACED PLUS: This de- 
partment received a letter from 
Doc. (Walter, to you) Hanson, typed 
in a variety of type faces—the prod- 
uct of his Varityper, which appears 
to be a honey for many good effects 
in the type word. So-o-o, we had to 
try our hand on it, with this result." 
And the result was good. 





MEET CHARLIE MITCHELL'S 
PRIVATE CAR 


Lots of people visiting Topeka 
start violently, rub their eyes and 
look again when they see a regula- 
tion-size railroad car standing on a 
hill where no railroad car should be. 
Their amazement becomes a little 
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greater when they see a substantial 
rock foundation in lieu of wheels, 
and a very nautical-looking gang- 
plank in place of steps. 

And that, ladies and gentlemen, 
is an introduction to the unique 
combination home-and-play-house 
owned by Charles L. Mitchell, sec- 
retary and sales manager of Crane & 
Company, Topeka, Kansas, commer- 
cial stationers. This rejuvenated rail- 
road car is christened the "'Unlim- 
ited No. 16" and is used by Mr. and 
Mrs. Mitchell as a dandy place 
wherein to entertain, amuse, feed 
and sleep their friends. 

Mr. Mitchell purchased the car 
from the Santa Fe railway which 
maintained it as a special car for a 
company vice-president. And, as 
Mr. Mitchell points out with pride, it 
is much more a real home now than 
it was when it traveled up and down 
the Santa Fe system in inspection 
trips. For instance, in and around 
the Unlimited No. 16 the equipment 
includes: 

Beds for fifteen, observation-liv- 
ing room, radio, house phone, elec- 
tric fans, luggage racks, mirrors, ice- 
boxes, hot and cold water, modern 
plumbing, closets, more ice-boxes, 
sink, cookstove, exhaust fan, call 
bells, more ice-boxes, storage com- 


partments, secretary's desk and 
more ice-boxes. 
And best of all—as a _ recent 


clever New Year's card sent out by 
Mr. Mitchell explained—the Unlim- 
ited No. 16 "is not for sale, but for 
us and our friends." 

Going to Topeka soon? 

Note.—"Unlimited No. 16" re- 
freshed a hope long cherished in 
our breast. In youth we yearned to 
be conductor of a passenger train: 
to wear the nifty uniform, (in Winter 
the short chinchilla coat with brass 
buttons, the cap with the insignia in 
brass and the heavily-soled boxtoe 
shoes) to glimpse the big watch, call 
out ‘All aboard" and give the start- 






ing signal to the engineer. Fate 
withheld the conductor's punch and 
nailed our coattails to an office 
chair. But some day!—Maybe Mr. 
Mitchell will furnish the uniform and 
the job. 





WEBSTER'S BRANCH REMOVAL 
NOTICE IS UNIQUE 

When the F. S. Webster Com- 
pany, Boston, Mass., decided to find 
larger and better quarters for its 
San Francisco branch office it 
wanted the trade in general to be- 
come conscious of the job. So in- 
stead of the usual printed card the 
company sent out the above illus 
tration accompanied by the follow- 
ing message: 

"We are pleased to announce that 





MOVING!—The F. S. Webster 


WE'R 

Company, Boston, Mass., recently 

used this unique illustration as a 

means of notifying the trade that its 

San Francisco branch office recently 

moved to bigger and better quarters 
at 20 Second street. 


on or about February 23 we will be 
in our new location at 20 Second 
street, San Francisco." 





STENOGRAPHER AWARDED 
$50,000 

Though $50,000 richer by virtue 
of winning second prize in the sec- 
ond nationwide Old Gold puzzie 
contest, Henrietta Bruns, operator 
of an Ediphone in the Primary Bat- 
tery Division of Thomas A. Edison, 
Inc., Bloomfield, N. J., intends to go 
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right on listening to her Ediphone 
from nine to five every day. 

While admitting that she hasn't 
come down to earth yet, Miss Bruns 
says her philosophy is not a bit dif- 
ferent than it was on that lucky 
February day in New York when she 
was handed a check fifty times 





HENRIETTA BRUNS, AT WORK AS 
USUAL THE NEXT DAY AFTER RE- 
CEIVING HER CHECK FOR $50,000. 


larger than she had expected when 
first notified of being a prize winner. 
Not a penny of the money has been 
spent, and Miss Bruns will continue 
her normal living without even one 
spending spree. 





“HOW MUCH ON THE BOTTLE?" 
Everybody from the small boy 
seeking a few pennies for Saturday 
spending money to the thrifty house- 
wife on a periodical cellar-clean- 
ing, knows that familiar cry. In fact 
it is quite prevalent everywhere with 
perhaps a slight emphasis on brew- 
eries and soda-pop manufacturers. 

But it remained for Goodrich & 
Company, of Philadelphia, Penna., 
to find a new class of how-much-on- 
the-bottle customer. This man, ac- 
cording to the salesman, hinted that 
he might buy some ink if conditions 
were right. The clerk waited. 

"How much do you allow on empty 
quart ink bottles?" the customer 
asked. Whereupon the salesman ex- 
plained there was no allowance. 

"Thanks," the customer replied. 
"I'll try somewhere else." 


IT’S A CHOO-CHOO TRAIN BUT IT 
DOESN’T GO ANYWHERE.—This hand- 
some railway coach once graced the rails 
of the Santa Fe railway as a vice-presi- 
dent's private car. But Charley Mitchell 
bought it, jacked it up on stilts and now 
uses it as a playh“use in which to enter- 
tain his friends when they visit Topeka, 
That's Mr. and Mrs. Mitchell 
posing outside the “Unlimited No. 16.” 
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ROBB OCCUPIES WOOL- 
WORTH'S OLD HOME 


The house in Watertown, New 
York, which in the late seventies was 
the home of Mr. and Mrs. Frank W. 
Woolworth, the five and ten cent 
store king, who went there to live 
after his marriage at Great Bend, 
N. Y., is now a typewriter shop and 
store. The wing which is No. 238 
Franklin street, is used for the type- 
writer business while Mr. and Mrs. 
Charles E. Robb live in the main part 
of the house 236 Franklin street. Mr. 
Robb is a dealer for Corona port- 
able typewriters and Vivid duplicat- 
ing machines. 

When Mr. Woolworth lived there 
he was a Clerk in the Moore & Smith 
Store at Watertown and was draw- 
ing $10 a week salary. In this home 
the first child of the Woolworths was 
born. 

Years ago after Mr. Woolworth 
had achieved fame and fortune, he 
and his wife came to Watertown and 
walked up Franklin street to visit 
their first home. 

The veranda on the wing was not 
there originally. 





MYSTERY TYPEWRITER FOUND 


For several weeks high school stu- 
dents in Hornell, Corning, N. Y., 
and nearby localities searched rec- 
ords and interviewed people with a 
knowledge of typewriters and office 
machines in an effort to discover the 
identity of an aged typewriter 
found unexpectedly in a Canisteo, 
N. Y. home. The machine and its 
history was a closed book to every- 
one who viewed it because of its 
strange mechanism, and for the ad- 
ditional reason that it bore no iden- 
tity to the inventor or manufacturer 
of the odd typing device. 

The harassed pupils, whose curi- 
osity was equalled by their perse- 
verance, eventually took the type- 
writer to the Mason Typewriter Ex- 
change at Almond, N. Y., where 
officials started a genuine identity 
search, solving the mystery only 
after patent records at Washington, 
D. C., were examined by the dozen. 
Then it was learned that the type- 


WOOLWORTH’S OLD 
HOME NOW HOUSES 
OFFICE MACHINES.— 
This house, formerly occu- 
pied by the “five and ten” 
store king is now occupied 
by Charles E. Robb and 
his typewriter store. 


writer was patented on June 21, 
1892, by Joseph M. Crary, Jersey 
City, N. J. Further investigation re- 
vealed that a brother ot the in- 
ventor at one time occupied the 
dwelling in Canisteo (now the resi- 
dence of Mrs. C. S. Mowers) where 
the machine was discovered. 


The construction of the type- 
writer was such that the paper lay 





THE WHOOSISI—That’s what stu- 
dents in the vicinity of Almond, N. Y., 
called the mystery typewriter shown 
with R. C. Mason, of the Mason Type- 
writer Exchange. How Mr. Mason 
solved the mystery is told in the ac- 
companying story. 


flat beneath it and the machine 
moved over the paper as letters 
were typed. Type bars struck down- 
wards while the keyboard (contain- 
ing two sets of letters for lower 
case and capitals) was circular, with 
two space bars and two line space 
levers. 





DIETZ STILL COLLECTS OLD 
TYPEWRITERS 


There may not seem to be any 
connection between the two facts 
but, nevertheless, now that Alder- 
man Carl P. Dietz of Milwaukee has 
been elected president of the public 
museum's board of trustees, he will 
redouble his search for old type 
writers. 

In order to clarify the above 
statement a little let us explain that 
Mr. Dietz has spent many years in 
his hobby of unearthing old writing 
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machines of all sorts and types. As 
a private citizen and as an alderman 
of the Wisconsin city he discovered 
many old typewriters until he had 
acquired a worthwhile collection. 
And now that he is president of the 
board of the institution in which the 
collection is displayed, he is deter- 
mined to concentrate his efforts 
toward locating new pieces for the 
collection. 

In addition to typewriters Mr. 
Dietz has secured an extensive col- 
lection of old typewriter advertise- 
ments which are displayed on fold- 
ing frames for the benefit of mu- 
seum visitors. 

Mr. Dietz would be interested in 
hearing from anyone possessing old 
typewriters, advertisements and cat- 
alogues. 





EDDIE AND HIS BUFFALO 


Eddie Harrington of Heinze, 
Bowen & Harrington, Phoenix, Ariz., 
views the buffalo which bit the dust 
at the bark of his trusty rifle. The 
February number of OA carried the 
story but the picture was lost. We 
are happy to reproduce the new 
print. 

We wish we could have been in 
Phoenix when the steaks were being 
served to have cut a piece with our 
bowie knife in ceremonial remem- 
brance of Dick Lewis and old Bob 
Kelly, two of the best trappers and 
scouts on the plains in the early days, 
with whom we were acquainted in 
our youth. Old Bob could smell a 
buffler (and an injun) a mile away 





ans - 


ONE LIVE HARRINGTON AND ONE 
DEAD BUFFALO 


when the wind blew toward him. Ed- 
die said the steaks were fine. Maybe 
the ''buffler'’ has improved in flavor 
through the years. 
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NOTABLES AT THE THIRD DISTRICT MEETING.— 
Top, left, Governor-elect Robert Lincoln Thomas, 
Lucas Brothers Company, Baltimore, Md. Top 
center, Charles P. Garvin, general manager, Na- 
tional Stationers Association. Top right, Dan 
Smith, Jr., Smith Printing Company, Williamsport, 
Pa., regional governor. Bottom, |. to r., W. Booth 
Settle, Baltimore Stationers Association; J. G. Hul- 
lett, Baltimore Office Supply Company, Chairman, 
Baltimore committee; W. P. Waddy, Everett Wad- 
dey Company, Richmond, Va., auditor, National 
Stationers Association; Edward Little, Wabash 
Cabinet Company, “official magician”; Harold 
Hampton, Indianapolis Office Supply Company, 
Indianapolis, Ind., president, National Stationers 
Association; Stanley Woodruff, Weis Manufactur- 
ing Company, president, Penn-Mar-Va Travelers 
Club; John J. Kerns, Stationers Loose Leaf Com- 
pany, retiring president, Penn-Mar-Va Travelers 
Club, and Col. O. M. Marquis, Cumberland, Md., 
National Stationers Association. 


THIRD REGIONAL HELD AT BALTIMORE 

With a record turnout of members and an imposing 
list of speakers as the chief features, the third Na- 
tional Stationers Association regional district conven- 
tion was held in the Lord Baltimore hotel, Baltimore, 
on February 28 and March 1. 

The meeting was officially called to order by Regional 
Governor Dan Smith who introduced Mayor H. W. 
Jackson of Baltimore for the welcoming address. An 
introduction of NSA officers by Charles P. Garvin. 
general manager of the association, followed and then 
Regional Governor Smith appointed the following 
committee members: Nominating committee, Tom 
Stagg, J. Brown, J. Kerns and William Stockett. Reso- 
lutions committee, Jesse Kaufman, Russell Ashley, 
Harry Heyman and Robert Rader. 

Part of the opening session was taken up by reading 
of reports of the governor’s colonels, each of whom 
gave a brief but highly interesting account of business 
conditions in his respective territory as well as touch- 
ing upon the general outlook for stationers in every 
section of the third district. These colonels and the 
territories they represented were as follows: 

Archer Gibbons, Newark, N. J.; Tom Stagg, Phita- 
delphia; Robert Rader, Kingston, Pa.; J. Brown, Pitts- 
burgh; Jesse Kaufman, Baltimore; W. P. Waddy, 
Richmond, Va.; O. M. Marquis, Cumberland, Md. 

Governor Smith again took the speaker’s stand long 
enough to compliment members and officers of the 
Penn-Mar-Va Club on their work among dealers dur- 
ing the past year and to introduce as the first speaker 
Mr. Garvin, who spoke on “What’s Ahead for Business 
and the Business Man.” 

He stated that it was amazing to note that we have 
now arrived at a point in our field where we can beat 
the current trend. Out of thirteen districts in the Na- 
tional Stationers Association nine show an increase 
over 1937 and one of the other four was nearly even. 
He expressed the belief that commercial stationers 
were doing a better job of merchandising than in 1937 
and that he believed they should cooperate to see that 
a still better job is done. 

The next subject was “Government and Business” 
and was delivered by William H. P. Fowler, manager, 
research department, United States Chamber of Com- 
merce. 

When the afternoon session opened John J. Kerns 
read an address by Charles G. Consodine, Wallace 
Pencil Company, who was unable to be present. In this 
message Mr. Consodine called attention to many 


phases of the National Stationers Association’s activ- 
ities on behalf of its membership. 
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W. F. Block, president of the Victor Safe & Equip- 
ment Company, addressed the meeting on the subject 
of “Selling and Its Requirements.” 

He made a comparison of two stores in the same 
locality, one succeeding and one failing. He attributed 
the failure to special discounts, over-buying and over- 
estimating what they could do, and the success of the 
other to carrying items they could sell, proper turn- 
over and having principle and a definite policy under 
which to operate. Large profit items require less turn- 
over to make net profit than small profit items. Carry- 
ing costs are an important factor in turnover. Rent, 
insurance, taxes and interest in money total about 
eighteen per cent of the cost of selling. 

President Harold J. Hampton, National Stationers 
Association, was the next speaker. 

He referred to selling as fishing. The first man that 
casts a line stirs up matters and the next man fre- 
quently gets the most fish. Dealers must consider what 
the heads of the business can do so that the men on 
the street can cash in. He recommended that dealers 
collectively put their heads together and work out a 
general plan of operation in selling. The stationery 
business is growing. 

Ed. Little, Wabash Cabinet Company, then spoke on, 
“NSA Through the Years.” He said he was impressed 
with the slight changes in the industry. Successful 
stationery organizations of twenty years ago are suc- 
cessful organizations today, yet we can all look back 
and think of some person in the industry who we had 
thought was outstanding but today is not so fortunate. 

He was impressed that so many have been continu- 
ously employed in the field. Such institutions as NSA 
are worth while because they give us an incentive to be 
happy as well as to work and to do the little things 
that are perhaps the most important after all, the 
speaker pointed out. 

H. C. Anderson, general sales manager, Globe- 
Wernicke Co., then spoke on “Prison Competition.” 

He expressed the belief it was more important to 
give the honest man the first chance to work. “Correc- 
tive institutions that are tax-supported bodies take ten 
per cent of the production of the metal furniture in- 
dustry,” he said. “In shelving and lockers they take 
more. This presents a serious menace to the industry 
for we are taxed to support competition.” 

Following an address upon “Fair Trade Acts” by 
Woodson P. Waddy in which the speaker ingeniously 
analyzed the legislation from practically every stand- 
point, the session was brought to an end by Mr. Garvin 
who called for an expression from those present con- 
cerning their reaction toward such laws. The majority 
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of listeners made clear the fact that they preferred to 
work under such legislation if it can be made to oper- 
ate successfully. 

At the banquet held in the evening those at the head 
table were Harold J. Hampton, president, National 
Stationers Association; Charles P. Garvin, general 
manager, National Stationers Association; Dan Smith, 
Jr., regional governor, District No. Three; Craig 
Sheaffer, vice-president, manufacturers division, Na- 
tional Stationers Association; Woodson P. Waddy, 
auditor, NSA; Howard Bishop, president, Baltimore 
Stationers Association; W. Booth Settle, secretary, 
Baltimore Stationers Association; J. G. Hullett, chair- 
man, Baltimore convention committee; Edward L. 
Little, Wabash Cabinet Company; John J. Kerns, re- 
tiring president, Penn-Mar-Va Travelers Club, Sta- 
tioners Loose Leaf Company; Stanley Woodruff, new 
president, Penn-Mar-Va, Weis Manufacturing Com- 
pany; Archer Gibbons, Newark, N. J.; Tom Stagg, 
Philadelphia, Penna.; Robert Rader, Kingston, Penna.; 
John Brown, Pittsburgh, Penna.; J. G. Kaufman, Balti- 
more, Md.; O. M. Marquis, Cumberland, Md.; Walter 
Crapp, president, Philadelphia Stationers Association. 

Col. Stanley Woodruff, new president of Penn-Mar- 
Va, presented J. G. Hullett with a life honorary mem- 
bership in Penn-Mar-Va in recognition of his services 
in founding the travelers club ten years ago when he 
was regional governor. 

Speeches were brief but highly interesting when the 
second day opened. Mr. Hampton spoke on “Gross 
Profits vs. Gross Sales” and was followed by Mr. Garvin 
who urged continual training in the industry as the 
theme of his subject which was “National Prosperity 
Cannot Be Measured in Volume Business.” 

Joe Macek, in speaking on “Training Salesmen for 
Selling” outlined a plan followed by the National Blank 
Book Company. The speaker emphasized the need for 
a definite plan in sales training work and gave as the 
necessary qualifications of a salesman character, men- 
tal ability, will-power, workmanship, human relations, 
and personal presence. 

After R. L. Thomas delivered a capital address on 
“Selling Through Display” during which he told his 
listeners many advantages obtained through this me- 
dium, the Penn-Mar-Va Travelers Club took charge 
of the meeting with John J. Kerns in the chair. The 
speakers and their subjects were John Dwyer, “The 
Dealer’s Problem in Selling Large Users”; Stanley 
Woodruff, “Planned Selling’; George Harscheid, 
“Training Men to Sell for Profit”; Ed. Bannion, “What 
Are the Traveler’s Particular Problems?”; Nelson 
Bushnell, “The Value of Association Work.” 


Robert Lincoln Thomas, Lucas Brothers, Baltimore, 
was nominated the new regional governor, the nomi- 
nation to be confirmed at the national convention. 


‘ — oi 9 ———_—__. 


THE PENN-MAR-VA MEETING 

Foliowing close upon the heels of the third regional 
district convention, the annual meeting and election of 
officers of the Penn-Mar-Va Travelers Club was held 
in the Lord Baltimore hotel, Baltimore, with thirty 
members present. 

President John J. Kerns opened the meeting by 
reading his report which was followed by the report 
of Treasurer Charles P. Garvin and that of Secretary 
W. H. Cravens. 

The unanimous election of the slate presented by a 
committee composed of Chairman Walter G. Stringer, 
C. H. Everly, William Hough and Ben Wachtel, was the 
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highlight of the meeting. Those who will head the 
organization for 1938 are: 

President, Stanley Woodruff, Weis Manufacturing 
Company; first vice-president, A. W. Williams, Station- 
ers Guild; second vice-president, John B. Dwyer, Acco 
Products, Inc.; secretary, W. H. Cravens, Walcott Tay- 
lor Company; treasurer, C. P. Garvin, National Sta- 
tioners Association. 

President-Elect Woodruff expressed his appreciation 
of the honor and said he would do everything possible 
to carry out the purposes of the club. 








PENN-MAR-VA OFFICERS—PAST AND PRESENT.—Top, 

l. to r., W. H. Cravens, Wolcott-Taylor Company, Wash- 

ington, D. C., secretary; A. W. Williams, general man- 

ager, Stationers Guild, Philadelphia, Pa., first vice-pres- 
ident; Stanley Woodruff, Weis Manufacturing Company, 

Haddinfield, N. J., president, and John Dwyer, Acco 

Products Incorporated, Upper Darby, Pa., second vice- 

president. Bottom, back row, 1. to r.. W. E. McClellan, 

manufacturers representative, first secretary of club; A. 

E. Petersen, Oxford Filing Supply Company, ex-presi- 

dent; Walter Stringer, Joseph Dixon Crucible Company, 

ex-president; George Harscheid, National Blank Book 

Company, ex-president. Front Row, 1. to r., Millard Jack- 

son, Joseph Dixon Crucible Company, ex-president; John 

J. Kerns, Stationers Loose Leaf Company, retiring pres- 

ident, and Ben Wachtel, Parker Pen Company, ex-pres- 

ident. 

He said that without the support of Penn-Mar-Va 
they could not have the success in the third district 
that had been attained nor the dealer attendance at 
the gatherings. 

————7—-o—_—__—_—_ 
N. S. A. “WHO’S WHO” IN DISTRIBUTION 

Copies of ‘“Who’s Who in the Stationery Office Equip- 
ment World”, which contains a complete list of the 
members of the National Stationers Association of 
January 1, 1938, were mailed to members early in 
March. The booklet, dressed attractively in a yellow 
cover printed in blue, lists the names of members, their 
addresses and the class of the membership held by 
each. The official staff of the association for 1937-1938 
is included, followed by a list of the past presidents. 
An interesting presentation is the N. S. A. Alphabet, 
which is a brief explanation of each of the twenty-six 
services available to N. S. A. members. On the inside 
of the back cover appear the “Standards of Fair Prac- 
tice’ which were adopted in the annual convention 


of October, 1923. 
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GF’S NEW SUPER-VISIBLE SYSTEM 
Resulting from years of special research work and 
experimenting, a new vertical visible system listed as 
the Super-Visible has been made available to the 
business world by the General Fireproofing Company, 
Youngstown, Ohio. 
Constructed of light snap-on cards attached to 

















GF SUPER-VISIBLE FILE 


Stainless steel runways on durable GF-i-lite panels 
and equipped with roll-bearing guides, as many as 
28,390 card records are visible at one single opening 
of a Super-Filer drawer. Thus the system is limitless 
in expansion possibilities and may be made up of a 
single panel or thousands. 

Super-Visible can be housed in letter, cap and tariff 
ledger sized Super-Filers, while three entirely new 
units have been developed for specific uses. 

Various sizes of equipment are available to make 

















GF VISI-FILER 


the new system adaptable to almost any size or type 
of business. The GF Visi-Filer is a small merchan- 
dising unit for desk use, which by the addition of 
small light-weight bases and additional panels may 
be greatly increased in size without lessening its 
compactness. For a slightly larger system single 
drawer units have been developed capable of holding 
28,000 smaller records for quick visible reference. When 
used batteried on a desk or table as many as 104,000 
small records may be completely visible to an operator 
seated at a single sixty-inch table. For still larger sys- 
tems General Fireproofing offers its GF Telefacts and 
its GF Super-Visible in Super-Filers. 





THREE NEW ECONOMY LETTERGRAPHS 

The Heyer Corporation, 911 West Jackson boule- 
vard, Chicago, last month announced the addition 
of three new Economy Lettergraphs to their line at 
new prices said by the company to be among the low- 
est prices ever quoted for rotary stencil duplicators. 

Heading this new line of duplicators is the attrac- 
tively designed, automatically fed, legal size, Model C 
Lettergraph. The Model C automatically and ac- 
curately feeds any size paper from post card to full 
legal size at speeds up to 100 or more copies per min- 
ute. Ink is applied with a brush to the inside of the 
large, open, perforated drum—one inking lasting for 
several hundred copies. Split bearings are provided 
in the side frames, allowing the cylinder to be con- 
structed without a rod through the center and result- 
ing in a wide opening through which to apply the ink. 

These split bearings may be removed in a few mo- 
ments, allowing quick changes of cylinders for color 





THE MODEL “C” LETTERGRAPH 


work or complete accessibility for cleaning. Adjust- 
ments are few and simple. A new type automatic 
feed is featured that is attached to only one side of the 
machine, allowing much more space for loading paper 
on the feed table. A large capacity receiving tray is 
provided that need be emptied only about once every 
750 or 1,000 copies. This tray is so designed that even 
when quite full the copies cannot stub against the 
stack in the tray. Model C is solidly constructed with 
sturdy cast side frames and heavy gauge steel feed 
tables, etc. Beautifully finished in black crackle, black 
gun-metal and satin finished chrome. 





THE MODEL “B” LETTERGRAPH 


The second machine in the line is the Model B, fea- 
turing a full legal size perforated drum the same size 
as on the Model C and is brush inked from the in- 
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side. The Model B is hand fed and, although slower, 
is sufficiently fast for many users whose demands are 
not great. The cylinder may be instantly removed for 
cleaning or changing cylinders. Additional cylinders 
are available at a very low price. Sturdy, cast side 





THE MODEL “A” LETTERGRAPH 


frames are finished in black crackle, other parts in 
gun-metal black and chrome. Model B also prints 
from post card to full legal size. 

Lowest priced of the new line is the letter size 
Model A Lettergraph. This has a solid cylinder around 
which is attached a superpad (special ink pad with 
an ink-proof backing). Ink is applied with a brush 
to the outside of the cylinder. Inking is quick and 
simple, and one lasts for several hundred copies. 
Model A is ideal for color work, as changes of ink are 
accomplished in a few seconds merely by changing 
the inexpensive superpads. 

EVANSVILLE TYPEWRITER DESK 

Listed as the No. 3051, a new and handsome portable 
typewriter desk has recently been introduced to the 
trade by the Evansville Desk Company, 1437 North 
Third avenue, Evansville, Ind. 

The desk is equipped with a platform for a portable 
typewriter supported by an efficient and sturdy mech- 





EVANSVILLE DESK COMPANY’S No. 3051 


anism. When brought up to operating position the 
platform is securely locked at a height of twenty-six 
inches. The door in front of the typewriter compart- 
ment, hung on concealed hinges, is of the offset type, 
permitting the typewriter to clear the door when 
opened at a ninety-degree or right angle. Thus the 
machine can be brought to operating position regard- 
less of the desk’s position in a room or office. 

The desk is of combination walnut with a genuine 
walnut top and neatly turned legs. It measures fifty 
by twenty-six inches, has three-ply quarter-inch pan- 
els and shaped drawer fronts. 

Other special features of the No. 3051 include a 
Single drawer below typewriter, sliding arm rest, a 
slanting stationery rack in right top drawer and a 
double filing drawer fitted with vertical file frame and 
follower block. 


Ww 
ot 


HARTER’S “CAVALIER” SUITE CHAIRS 

Comfort, utility and smartness are the three domin- 
ant factors combined in the new “Cavalier” suite of 
office chairs recently designed and placed on the mar- 
ket by the Harter Corporation, Sturgis, Mich. 

The new chairs are of steel. They are gracefully 
smooth in design and so constructed as to insure 
proper weight distribution and correct back support. 
They encourage relaxed but proper posture. 

In describing the unusual and modernistic design 
of the Cavalier chairs E. C. Harter, president of the 
company, said: 

“We have long been in agreement with the thought 
that the modern office must be livable and that it 
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TWO MODELS OF HARTER’S “CAVALIER” SUITE 


must combine comfort and efficiency with smart sim- 
plicity. Aiming in this direction we asked one of the 
country’s foremost designers to do a suite of steel 
chairs and the Cavalier is the result.” 


—7.— 


ESTERBROOK’S DIPLESS PEN DESK SET 


The Esterbrook Steel Pen Manufacturing Company, 
Camden, N. J., last month introduced to the trade a 
new line of desk writing instruments which will be 
known as the Esterbrook Dipless pen desk set. 

The Dipless pen looks like and does the work of a 
fountain pen. Manufactured especially for commercial 





THE DIPLESS PEN DESK SET 


use it is handsomely designed and compact enough to 
be equally ornamental in the home. It requires infre- 
quent refilling, holding a full bottle of ink in a well 
which may be filled from small bottles or quart bottles 
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with equal ease. The pen is so constructed that upon 
being removed from the holder contains ample ink 
for one average writing. It is again ready for use when 
returned to the holder. 

The holder is fitted to the socket to afford a snug 
closure thus preventing the entrance of foreign matter 
into the ink and minimizing evaporation. The point of 
the pen is always immersed in clean ink. 

In addition to nine different standard points the sot 
also has available three osmiridium-tipped points 
which cover a wide field of commercial use. Informa- 
tion on prices, available models and display material 
is available on request. 

——o 
SECRETARIAL POSTURE CHAIR BY ROYAL METAL 

The Royal Metal Manufacturing Company, 1138-40 
South Michigan avenue, Chicago, makers of Royal- 
chrome furniture, last month announced a new secre- 
tarial posture chair which has just been introduced to 
the market after months of experimenting and testing. 

This new addition to the Royalchrome line of office 
furniture was designed with an eye to health and for 





ROYAL'S SECRETARIAL 
POSTURE CHAIR 


the purpose of inducing office workers to assume a 
proper posture during their employed hours. 

The seat is tufted, adjusted for height and unusually 
comfortable. It is equipped with a curved back adjust- 
able for height and position and equipped with a ten- 
sion spring which allows for the chair’s adjustment 
to various positions assumed by the occupant. Width 
of the seat is 16 inches wide and 153g deep while the 
back measures 74% x 15 inches. Permanent adjust- 
ment of the chair may be set at from 17 to 23 inches. 
The chair retails for $19.75. 

<sicidiillallliada. 
NEW “Yand E” VISIBLE BOOKS 

Entirely modern in design, construction and appear- 
ance is a new line of “Y and E” visible card books re- 
cently announced by the Yawman and Erbe Manufac- 
turing Company, Rochester, N. Y. 

Through the use of fiber card holders, aluminum 
trays and basswood frames the weight of these books 
has been reduced to a minimum without sacrificing 
strength, rigidity or capacity. The tray and back of 
the book is made of a strong aluminum alloy encased 
in a basswood frame with heavy-weight Fabrikoid 
cover. Hinges are reinforced inside and outside with 
canvas strips and so constructed that the covers are 
rigid when closed, preventing cards rubbing against 


OFFICE APPLIANCES 


each other. The book cover is an attractive Spanish 
grain Fabrikoid, two-toned dark blue with an em- 
bossed design in a lighter blue. Inside is lined with 
black pin-grained Fabrikoid. 

The equipment includes a new card holder or fibre 
stick into which cards are easily inserted or removed. 
Each holder accommodates two cards of the same or 
different sizes providing the regular “Y and E” hinge is 
used. Quarter-inch positive visibility is provided and 





YAWMAN AND ERBE VISIBLE BOOKS 


provision made for off-setting cards to the right. 
Various capacities for different sizes of cards are 
provided making this equipment adaptable to prac- 
tically every kind of use. 
The Yawman and Erbe organization will furnish 
additional information on request. 
a 


BROWNE-MORSE ANNOUNCES SIX-LEG DESK 

A new, six-leg steel desk combining all the modern 
features which go to make up a comfortable and serv- 
iceable piece of office furniture has been built and 
introduced to the market by the Browne-Morse Com- 
pany, Muskegon, Mich. 

Handsome and dignified to the last degree, the new 
desk is so constructed that only two of the six legs 
are in front, leaving the maximum of leg and foot 





BROWNE-MORSE SIX-LEG DESK 


space for the user. Its other principal features include 
the strength of an eight-leg desk, rounded corners on 
the top, pedestal and legs, closed panel back (open 
back if preferred), storage drawers deep enough for 
5x8-inch cards and guides, vertical letter-size drawer 
on progressive ball-bearing extension slides. 

Dealers interested in securing further details of the 
new line should communicate with the manufacturers 


immediately. 
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MARBLE ADDS TWO NEW CHAIRS TO LINE 
Two finely-designed and modern chairs for office 
use have recently been added to the extensive line of 





TWO NEW B. L. MARBLE CHAIRS.—At leit is the No. 786 
executive model and at right the No. 3286!/, executive posture 
chair. 


the B. L. Marble Chair Company, Bedford, Ohio, and 
introduced to the market by that firm. They are listed 
as the No. 786 and the No. 328614. 

The No. 786 is a distinctive modern design, en- 
tirely new in construction and embracing many 
lines new in the executive type of chair, including 
cylindrically-shaped upholstered arms. It is of gen- 
erous proportions which make for extreme comfort. 

The No. 32861 is the latest addition to the Marble 
line of executive posture chairs. A comfortable spring 
upholstered seat and a soft, pleated back are special 
features of this piece. The back is adjustable, up and 
down or backward and forward and thus the chair 
may be fitted to an occupant of practically any size. 
The design is a product of many months of investiga- 
tion and experimenting on the part of Marble engi- 


neers. 
a 9 





POLAROID PRODUCES FIRST LIGHT UNIT 
An entirely new type of illumination said to be com- 
pletely free from reflected glare has recently been in- 
troduced to the trade by Polaroid Lighting, Inc., West 
Haven, Conn. 














POLAROID’S FIRST LIGHT UNIT 


This unit, which is illustrated here, was designed 
and built primarily for desk use. A special glareless 
feature permits focusing of light on working plane and 
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even distribution of the light over the reading surface. 

Polaroid, the material effecting this control of light, 
is the invention of Edwin H. Land, a well-known Bos- 
ton scientist. Light from an ordinary bulb is passed 
through a sheet of this transparent material to re- 
move the light waves which cause reflected glare. 
Waves or vibration useful for seeing are not affected 
but those ordinarily reflected as white specular light 
or glare are eliminated. This, it is said, results in a 
startling clarity of detail unobscured by reflections. 

After the first few units are manufactured by the 
corporation in order to facilitate distribution of the 
new lighting and avoid duplication of months of de- 
velopment behind the new lamp, lighting equipment 
manufacturers will be licensed to use Polaroid in their 
products, according to Walter Lown, president of 
Polaroid Lighting, Inc. 


— $$ 


NEW FRITZ-CROSS POSTURE CHAIR 
A new line of Eff & C “Facility” posture chairs has 
recently been introduced to the market by the Fritz- 
Cross Company, 300 East Fourth street, St. Paul, Minn. 
As in previous models manufactured by the com-* 





“EFF & C” FACILITY POS- 
TURE CHAIR 


pany, the new chair is of pleasing and substantial 
lines without in any manner sacrificing any of the 
features which encourage scientifically-correct pos- 
ture. A sponge rubber seat padding insures perma- 
nent resiliency while the chair is completely adjustable 
without the use of tools. 

The chair illustrated here, as well as many other 
models, is fully described and pictured in a recently- 
issued folder which is available to dealers on request. 


2 2 


QUINLAN ANNOUNCES IMPROVED DUPLICATOR 
ROLL 

Quinlan, Inc., manufacturers of duplicator rolls and 
supplies, of 647-53 West Randolph street, Chicago, last 
month announced a new and improved white dupli- 
cating roll for gelatine duplicators. This roll, accord- 
ing to Robert P. Quinlan, president of the company, 
has the advantage of supplying ten per cent more 
copying space; has an improved white gelatine un- 
affected by varying climates and is made with a new 
and stronger fibre backing. It is sixteen feet in length 
and may be used on any duplicator. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. 


The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 


the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 


York, will be happy to be of any possible service. 


While the facilities at New York are not so many as at Chicago, 


there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 
upon Vincent Jackson at 22 St. Andrew street, Holburn Circus, London EC4. 
Mr. Jackson’s contacts with the trade and its organizations afford him informa- 
tion valuable to those desiring to cultivate the British market. In subscription 
matters, O. Viborg-Larsen, Dalforet 16, Copenhagen, Denmark, is the authorized 
representative of Office Appliances in the British Isles. 


London, February 8, 1938. 

My impression of the month that has just passed is 
that it was rather colourless. First of all there have 
been no meetings of the Office Appliance Trades 
Association, the executive being engaged on a num- 
ber of important matters, and the chairman having 
gone to Glasgow for the opening of a Business Man- 
agement Exhibition. 

From my own experience and from enquiries I have 
made, general business conditions seem to be fairly 
steady. In one or two industries there is a temporary 
calm, but the outlook for the future appears to be 
quite cheerful. 

There is one thing to be said in favour of this some- 
what passive condition in so far as the office appliance 
industry is concerned. When things are bad, Execu- 
tives will not discuss machines and systems. If busi- 
ness is booming, then they have no time and think 
they have no need for improved methods. But with 
neither boom nor slump as at present, Executives 
are willing to plan for the future, which makes the 
Office Appliance Salesman’s job a lot easier. 

Last month, I had the pleasure of joining a party 
of members of the Office Appliance Trades Associa- 
tion on a visit to the factories of Kaye’s Rotaprint 
Agency Ltd. I suppose really I should not be kindly 
disposed towards these good people who produce a 
very fine Off-set Office Printing Machine, because my 
ambition in life is to sell the products of the Printer’s 
Craftsman! However we were very nicely received and 
I thoroughly enjoyed seeing the fine modern plant that 
these folks have installed comparatively recently. 

After visiting their offices, we were taken, step by 


step, through the factory, seeing how the original 
designs are produced, the type set and the whole 
transferred to their off-set printing plates. 

Actually the bulk of the work in this factory is in 
the nature of service to their customers—preparing 
printing plates and doing the numbering and binding 
of their forms. We were told that they are now giv- 
ing “printing service” to some 2,000 customers, and 
that already the expansion of the business looks like 
outgrowing these new premises. 

After our visit to the factory, we were entertained 
to tea and left full of good spirits, a cigar and a 
souvenir propelling pencil. 

I had a note from Mr. A. R. Jackson (Library Bu- 
reau, Ltd.), the chairman of the Office Appliance 
Trades Association, in which he tells me that his 
company have commenced the erection of a fine large 
factory at Park Royal, London. This new factory is 
planned for completion in June, and is designed to 
bring under one roof the various factories and ware- 
houses now existing in different parts of London. 
The new factories are to be of such size and layout 
as will provide greater manufacturing and servicing 
facilities to meet the increasing expansion and de- 
mand for Kardex and Library Bureau products. 


—VEJ 
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PERFECTION OF WORKING METHODS 
The journal of the Comite de la Organisation Fran- 
caise, Paris, discussed the perfection of working meth- 


ods. The conclusion reached is that in all continued 
and permanent research into methods of bettering 
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methods of work in all public administrative depart- 
ments would be a desirable procedure. Studies which 
have given rise to important developments in private 
business—which have led in many countries to the 
creation of efficiency in government are, with few 
exceptions, practically non-existent in France. 

“Economy Commissions” named by ministers may be 
a start toward revamping certain public services, but 
their force can at best be but temporary, because they 
are without physical equipment, or authority to follow 
through. 

Ort 
THE 1938 NAVARRE ALMANAC 

Many directors, professors and directors of societies 
await with interest the annual issues of the Almanach 
Sténographique-Navarre, which has appeared regu- 
larly each year for thirty-seven years in January. 

The Almanac for 1938 has been distributed to all 
who are accustomed to receive it annually. 

The new issue contains twenty pages of articles in 
shorthand, including: the Paris Exposition, Geog- 
raphy, political topics, economics, agriculture, travel, 
food, etc., and several poems. Included are over twenty 
pages of longhand, text and illustrations dealing with 
news and programs of interest to stenographic and 
typists’ associations, and individual schools, competi- 
tive examinations, contests and officers of associations 
in France, in cities throughout Europe and French 
colonies and possessions. There are included several 
pages of advertisements. The office of this publica- 
tion is at 97, Avenue La Bourdonnais (Paris VIIe), 
France. 

—_— 
“ART METAL” IN EAST AFRICAN OFFICES 

In the current number of the East African Traders’ 
magazine, we note advertisements of Art Metal furni- 
ture, Ford and Chevrolet cars, Goodrich tires and Dr. 
West tooth brushes. 

The magazine is published in Nairobi, Kenya Colony. 
It is the organ of the East African Traders’ Association 
and Nakuru Chamber of Commerce, and is edited by 
D. Newmark, who, a few years ago, contributed several 
articles to OFFICE APPLIANCES. 

Or 


SAXONY OFFICE EQUIPMENT TRADE 
Papier Zeitung (Berlin) reports that in the third 
quarter of 1937 the office machine industry of Saxony 

maintained an encouraging rate of production. 
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BLAUENFELDT TO HEAD NORWEGIAN O.M_.D.A. 
At the annual general assembly of the Norwegian 
Office Machine Dealers Association, held January 27 
at Oslo, Norway, C. H. Blauenfeldt, former vice-presi- 
dent of the organization, was elected its president for 
1938. He succeeds Sophus Noreger who declined re- 
election after serving for three years. 


Members of the board reelected were Rolf Simonsen 








Cc. H. BLAUENFELDT 


and Dag Bentzen while Frithjof Jebsen was elected 
substitute and O. Rohlff was elected auditor. 

Following the election President-elect Blauenfeldt 
thanked the retiring president for his splendid efforts 
during his long term in office particularly with respect 
to the Office Machine Show, an exhibition sponsored 
by the association last September. 


— ———e—_— 


GERMAN TRADE SCHOOL FOR BUYERS 
Papier Zeitung (Berlin) reported that a trade school 
has been organized at Hamburg for the education of 


buyers. 
$$$ 


OFFICE EQUIPMENT AT PRAGUE FAIR 
Burghagen’s Zeitschrift fur Buro-Bedarf (Hamburg) 
stated that an office equipment show will be held in 
connection with the forthcoming Prague Fair. 


Other Lands Section 
Continued on Page I51 


NEW HOME OF H. & E. MORENO, 
MEXICO CITY.—Seated, front row cen- 
ter, is H. Moreno, surrounded by his 
staff salesmen and women employes. 
This progressive organization is the au- 
thorized distributor in Mexico of the R. C. 
Allen adding machine and cash regis- 
tering machine. 
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BRATTON OPENS NEW DAYTON BRANCH 


The A. A. Bratton Company, Columbus, Ohio, repre- 
sentatives of the Ediphone division of Thomas A. Edi- 
son, Inc., Orange, N. J., last month opened a Dayton 
branch in a ground-floor location at 27 West First 
street. 

The new store, imposing and modernistic, was the 
scene of a celebration when many Dayton business 
men attended the formal opening and house-warming 
held by Mr. Bratton and his executive staff. 

The store is on a corner and has glass on two sides. 
Through the use of a beautiful interior finish and 
modern furniture the office and display room serves 





TWO VIEWS OF THE NEW DAYTON BRANCH OF THE 

A. A. BRATTON COMPANY, COLUMBUS, OHIO, 

OPENED RECENTLY WITH A HOUSE WARMING IN 

WHICH EXECUTIVES OF MANY BUSINESSES IN DAY- 
TON TOOK PART. 


for business during the day and becomes a capital 
window-display at night. It is equipped throughout 
with Troy Sunshade Company modernistic furniture 
in black and chrome. There is indirect lighting on a 
white ceiling above a gray, black and chrome cornice, 
extending round the room. The walls are colonial 
green and the floor is covered with a black and green 
carpet. The indirect-lighting cornice provides a place 
for a sign operated by changeable letters. A special 
feature of the display is a life-size oil painting of 
Thomas A. Edison, which is spotlighted. 

Coincident with the opening of the Dayton branch, 
the annual meeting of the stockholders was held at 
the home offices in Columbus, at which A. A. Bratton 
was re-elected president. With him the board was re- 
elected, with Grace B. Thomas made secretary and 
treasurer for the eighteenth consecutive time. 

The board named as vice-presidents L. L. Stone, 
district manager for West Virginia since 1914, and 
H. C. Bratton, service manager of the company. These 
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officers, with H. H. Debolt, organizer and technician, 
make up the board of directors. 

For thirty years Mr. Bratton has had continuous 
connections with the Ediphone division of Thomas A. 
Edison, Inc. Laboratories, Orange, N. J. The business 
was established in 1908 with one Ohio county con- 
stituting the territory. The company grew to an ex- 

















A. A. BRATTON 


clusive Ediphone representative extending into six 
states. 

In May, 1909, Mr. Bratton originated the idea of 
“better dictation,’ with voice recording from which 
sprang the “better letters” interest that has developed 
into one of the principal results achieved through the 
use of dictation machines. 

Mr. Bratton’s career in the field was started in 1895. 
He was one of the pioneers in the mail order office 
supply business, about which he had many conversa- 
tions with his personal friend, George H. Patterson, 
founder of this journal, and ‘“Pat’s” successor. 

Under circumstances favorable and unfavorable, 
Mr. Bratton has directed the organization successfully 
from the beginning. 

——o— 2 
RANDALL RETIRES FROM CARTER’S 
COMPANY 

Forty-four years of carrying a briefcase as a sales- 
man and ambassador of goodwill for the Carter’s 
Ink Company came to a happy and brilliant end for 
Robert B. (Bob) Randall last month when he waved 


INK 





ROBERT B. RANDALL 


good-bye to the business world and started for Florida 
waters aboard his motorboat as his official retirement. 

And with the farewell wave and first churning of 
the boat’s propeller this veteran of the Carter forces 
leaves behind him a record for the younger man to 
shoot at; a record which began with “Robert B. Ran- 
dall, office boy” inscribed on the company’s payroll 
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ledger, and Robert, a keen and ambitious youngster, 
proudly surveying the scene of his first job. 

Mr. Randall’s record from the beginning is one of 
astuteness and ingenuity, both of which character- 
istics he always placed at the disposal of his company. 
Too, he showed from the first unmistakable signs of 
imagination and ready wit. As proof of this it is 
said of “Bob” by a company executive: 

“If he didn’t invent the idea of grandmothers’ 
funerals he was able to build up the ‘office boy’ tradi- 
tions in many ways.” 

Thus showing the boy, the executive then shows the 
man when he says: 

“And these qualities together with his lovable dis- 
position, his exceptional ability and his unbounded 
energy, ensured his steady advancement. As a Sales- 
man he soon reached the top of the profession in the 
ink and adhesive field. First and last he covered the 
country from Maine to Texas and from Minnesota to 
Florida, with jaunts into Cuba and Mexico. Wherever 
he went he built business for his line and made friends 
for himself and his company.” 

And with these words ringing in his ears Mr. Ran- 
dall, accompanied by Mrs. Randall, is now somewhere 
off the coast of Florida at the wheel of his Rainin- 
tneface III or, perhaps, idly sorting over his fishing 
gear. 

And maybe a much-worn and battered briefcase 
adorned the wall of the cabin below deck. 


—————>e 


POUND & MOORE HOLDS 30TH BIRTHDAY 


The Pound & Moore Company, stationers and one 
of the pioneer office supply houses in the South, last 
month celebrated its thirtieth anniversary at its store 
located at 213 South Tryon street, Charlotte, N. C. 


Headed by the owners, R. M. Pound and George H. 
Moore, both of whom are still active in the business, 
the entire personnel played host to a large crowd of 
friends and well-wishers who dropped in for the com- 
bined purpose of heaping congratulations upon the 
heads of the business and making an inspection tour 
of the merchandise in the three-story building. 

In addition to the three floors, all stocked with new 
merchandise, there is also a large basement, while at 
the rear is a two-story brick building housing the 
Pound & Moore printing department. Still another 
store is operated at 122 East Fourth street, where the 
company sells lines of merchandise not pertaining to 
the stationery industry. 


The company was created on February 10, 1908, by 
Messrs. Pound and Moore, young and enthusiastic busi- 
ness men who rightly foretold the growth of the sta- 
tionery and office equipment business. From this mod- 
est start, which was made in a small, second-floor 
establishment on South Tryon street, the two men 
obtained all the business they could handle and quite 
early in their careers found larger quarters a neces- 
sity. Consequently a move was made into two stores 
nearby. 

In 1931 still another move was found necessary and 
the firm moved to its present address, but not until 
the entire building had been completely remodeled 
and modernized to become one of the finest establish- 
ments of its kind in the country. 

Today the Pound & Moore Company maintains a 
personnel of sixty-two persons, all of whom were 
guests at a banquet held by the firm in the Chamber 
of Commerce building on February 10 as part of the 
big birthday celebration. 
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SCENE OF THIRTIETH ANNIVERSARY CELEBRATION.—Store 

of the Pound & Moore Company, Charlotte, N. C., one of the 

pioneer stationery and office supply houses in the South. (Left 

inset) R. M. Pound. (Right inset) George H. Moore. (Lower) 
The company’s personnel. 


PARKERSON HEADS EVANSVILLE UEF BRANCH 


Dale Parkerson was appointed manager at Evans- 
ville, Ind., early this year, of the Underwood Elliott 
Fisher Company’s branch at that city. He took the 
place of Fred Head, who was transferred to the com- 
pany’s branch at Hollywood, Calif. Incident to this 
change Kenneth Dollahan, of the Indianapolis branch, 
was transferred to Evansville, Ind., as a salesman in 
the typewriter division. 
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CHICAGO O. M. A. HOLDS BUSINESS SHOW 


Marked by a general display of the latest in office 
equipment, supplies and machines, and attended by 
a record-breaking crowd during its three days of 
existence, a business exhibition was held by the Office 
Management Association of Chicago at the Palmer 
House from February 15 to 17. 


The big event was staged in the hotel’s Exhibition 
Hall where all available space was chartered by the 
various manufacturers displaying their products. Vis- 
itors were shown practically every type of office equip- 
ment, the range running from ribbons and carbons 
through filing equipment, typewriters, calculators, let- 
ter sealers, openers and stampers, duplicators, desks, 
chairs and tables and other items. 


There was also a specially-built theater where a 
number of interesting and educational films were 
shown for the benefit of office workers and executives. 
“Two Salesmen in Search of an Order” was the offer- 
ing of the Dictaphone Sales Corporation; “Story of 
the Mimeograph” by the A. B. Dick Company; and 
“The Romance of Paper,’ by the J. W. Butler Paper 
Company. Other films were shown by firms outside 
the industry. 

The manufacturers and dealers who maintained ex- 
hibition booths were: 

Addressograph Sales Agency, Allen-Wales Adding 
Machine Company, Amberg File & Index Company, 
American Automatic Typewriter Company, American 
Business, Autopoint Company, Edwin C. Barnes & 
Bros., Bradner Smith & Company, The Bircher Com- 
pany, Inc., Burroughs Adding Machine Company, J. W. 
Butler Paper Company, The Cincinnati Time Recorder 
Company, Dictaphone Sales Corporation, Dictograph 
Products Corporation, Ditto, Inc., Felt & Tarrant Man- 
ufacturing Company, Globe Furniture & Stationery 
Company, Heco Envelope Company, International 
Business Machines Corporation, Marchant Calculating 
Machine Company, Mead & Wheeler Company. 


Monroe Calculating Machine Company, Multigraph 
Sales Agency, National Cash Register Company, Na- 
tional Ribbon & Carbon Company, The Nelson Eisman 
Company, OFFICE APPLIANCES, Office Equipment Com- 
pany of Chicago, The Pitney-Bowes Postage Meter 
Company, Recordak Corporation, Remington Rand, 
Inc., G. L. Rogers, Inc., E. G. Ryan & Company, San- 
ford Manufacturing Company, Schniedewend & Com- 
pany, Spak & Natovich, Inc., Stromberg Electric Com- 


THOSE PRESENT AT AWARDING OF 
GLOBE-WERNICKE PRIZES.—(L to R:) 
First row, Roy Norfleet, John Fritz, Presi- 
dent J. S. Sprott, H. S. Jones, production 
engineer; George W. Vosmer, factory 
superintendent; D. S. Ratliff, employment 
manager and head of suggestion depart- 
ment. Second row, Frank Conley, Leslie 
Bayless, John Reis, Clarence Strong, 
Charles Zachery, Roy Parker, George 
Lovins. Third row, Cletus Mackzum, 
John O’Brien, Frank Wiwi, Ray Massey, 
Robert O6clerich, Karl Fahrenbruck. 
Fourth row, George Pohlman, Sr., James 
Burr, Everette Eckert, Overton Montgom- 
ery, Paul Lockard, Paul W. Stafford, Cliff 
Watson. Inset, President Sprott awarded 
check for $256 and expensive radio to 
Cliff Watson, winner of first prize. 
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pany, Tallman, Robbins & Company, Van W. Evans & 
Company, Woodstock Typewriter Company, United 
Autographic Register Company, Underwood Elliott 
Fisher Company, and the Young Office Equipment 
Company. 

A handsome Milwaukee executive posture chair put 
up as a contest prize by Spak & Natovich, Chicago, 
was won by Walter I. Rogers, Celotex Company. 

cnsstiacnssiijellliatiily 
SCHAEFER AND CHARLES 
“CONFIRMED” 

Recent announcement by the Sanford Manufactur- 
ing Company, Chicago, of Fred C. Schaefer as “west- 
ern manager of sales’ and Charles Evans as “Pacific 
Coast manager of sales” was not made for award 
of new titles, but as formal confirmation of titles 
established long ago: refreshing of long worn laurel 
wreaths. 

Both gentlemen are old timers on the Sanford sales 
staff. Fred’s connection goes back thirty-one years; 
Charlie’s record is twenty-eight years. During their 
long terms of service they have won the friendship 
and respect of dealers wherever they have traveled. 

Early in his career, Fred was given charge of western 
sales for the company. Six years ago Charlie went to 
the far west to take management of Pacific Coast 
sales. Each has functioned as territorial sales man- 
ager and each is well known as such by dealers in 
his particular territory. 

rt 
GLOBE-WERNICKE EMPLOYES WIN “SUGGESTION” 
PRIZES 

Substantial cash awards and certificates of merit 
were awarded a number of Globe-Wernicke Co. em- 
ployes for good suggestions in a contest concluded last 
month. Amounts ranged upward to $256, this prize 
being won by Cliff Watson, who was also awarded a 
special prize of a fine radio. 

In a brief address which accompanied the awarding 
of prizes J. S. Sprott, president of Globe-Wernicke, 
said: “These suggestions show that our employes are 
thinking and working for promotion. To my mind 
the money value they receive is only incidental as to 
what they can make of their opportunities. There is 
always room at the top, and good suggestions not only 
win cash awards but often lead to promotion.” 

In addition to Mr. Watson twenty-two other em- 
ployes of the Globe-Wernicke organization received 
awards in the contest. 


FRED EVANS 
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HOWISON HONORED ON 50TH YEAR IN FIELD 


An unusual tribute and banquet was held in Rich- 
mond, Va., last month in honor of J. F. “Uncle Jim” 
Howison, veteran salesman of Remington Rand, Inc., 
in that city, who is celebrating fifty years of continu- 
ous service in the typewriter and office equipment 
field. 

The party was sponsored by Richard P. Winston, 
American Typewriter Exchange, and was attended by 
fifty friends and co-workers who came to pay their 














J. F. HOWISON 


respects to Mr. Howison and to hear him recall old 
memories garnered over a half-century of work and 
stored away in his brain as one of his most cherished 
treasures. Seventeen companies were represented at 
the banquet by their managers or other executives. 
These were Remington Rand, Inc.; Royal Typewriter 
Company, Underwood Elliott Fisher Company, L. C. 
Smith & Corona Typewriters Inc., Burroughs Adding 
Machine Company, Lipford Typewriter Exchange, Cole, 
Harding & James, Inc., Richmond Office Supply Com- 
pany, National Seal Works, A. B. Dick Company, Mar- 
chant Calculating Machine Company, Felt & Tarrant 
Manufacturing Company, Ditto, Inc., American Type- 
writer Exchange, Virginia Stationery Company and 
the Business Equipment Company. 

Mr. Howison’s record in the industry is one of the 
most impressive in the field. In 1888 he was made 
manager of the Hammond Typewriter Company and 
one year later was appointed manager of the A. B. 
Dick Company branch in New York City, where he 
served for fifteen years. Then for five years he served 
as manager of the Smith Premier branch in Richmond 
and a similar period as manager of the Underwood 
Typewriter Company office at Memphis, Tenn. Fol- 
lowing that he returned to his native state of Virginia 
and today, as his friends proudly point out, “is still 
going strong” on behalf of Remington Rand. 

Mr. Howison was also the guest of honor at a meet- 
ing held by twenty-five of his friendly competitors 
where he introduced an interesting technical and me- 
chanical quiz conducted by Mr. Bartlett, a typewriter 
man of many years’ experience. 

A feature of the meeting was the formation of the 
“Road” Club, a name taken from the initial letters of 
the Richmond Office Appliance Dealers. This new 
organization will meet quarterly at Richmond. 

I 

CHECK WRITER CO. APPOINTS ROGERS, INC. 

Last month the Check Writer Company, 169 William 
street, New York City, announced the appointment 
of G. L. Rogers, Inc., 407 South Dearborn street, Chi- 
cago, as exclusive distributor in the Chicago area for 
the Protex check signer. 
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THE GUEST BOOK 


Edwin O. Tupper, secretary, National Business Show 
Company, New York, N. Y., affixed his signature to the 
Guest Book on February 21, having run over to Chi- 
cago from Milwaukee for a few calls upon some old 
friends. In Milwaukee for two weeks at the factory 
of the Evinrude Motor Company, for which he has 
been agent at Southampton, Long Island, for the past 
few years, where he conducts a boat yard, handling 
motors, motor boats, accessories and supplies of all 
kinds. The yard, located on an arm of little Peconic 
bay, includes not only the buildings required for the 
business, but a cozy little summer home as well. Be- 
cause of the seasonable nature of the business, there 
is practically no interference with Mr. Tupper’s work 
with the show company. 


A. C. Marquardt, manager of the foreign department, 
The Conklin Pen Company, Toledo, Ohio, gave us the 
pleasure of a call on February 25. Mr. Marquardt is 
a careful student of foreign market conditions, being 
well informed upon the subject not only from tapping 
established sources but from observations at first hand. 
His travels abroad are extensive and he has personal 
acquaintance with distributors in many lands, both 
in the Orient and Occident. His trips to Europe are 
frequent. 

ee 
BOISE, INC., ANNIVERSARY FEATURES OLD 
WEIS FILE 


A Weis 421 file, made by the Weis Manufacturing 
Company, Monroe, Mich., twenty-five years ago, played 
a feature role in a twenty-fifth anniversary staged 
recently by Boise, Inc., 144 East Front street, Plain- 
field, N. J. 

This progressive stationery and office furniture 
house made a window display of merchandise sold 
by the firm a quarter-century ago with similar office 
equipment sold by them today. The idea being to 
bring to the attention of customers the tremendous 
strides made by manufacturers of the industry 
since 1913. 

So thorough was the company’s search for “old- 
timer” merchandise that they located the customer 
who purchased the first file ever sold by Boise, Inc. 
It was a Weis 421 and, what is more to the point, was 
still in daily active service. Its owner, however, entered 
into the spirit of the occasion and cheerfully loaned 
the file to the company, where it was reverently placed 
on display alongside the most impressive and modern 
equipment made by Weis today. 

During the anniversary celebration in which execu- 
tives and the personnel of the store played host to 
visitors, many received congratulations in the display. 


—_—_——— ao 
ART AMES “EN TOUR” 


Arthur R. Ames, president of the Ames Supply Com- 
pany, Chicago, accompanied by his wife and Mrs. 
Dorothy Ames, widow of the late Charles H. Ames of 
New York, is, at the time of this writing, “somewhere 
in California.” The party arrived in San Francisco 
on February 7, were met by Earl White, Ames manager 
on the Pacific Coast, and shortly after departed for 
Los Angeles. A trip to Catalina Island was followed 
by a journey of inspection to Boulder Dam. The 
schedule calls for stops at San Diego, Palm Springs 
and other southern points before heading north to 
Seattle and other Pacific Northwest cities. It is ru- 
mored that return to Chicago will be made late in 
March. 
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REMINGTON RAND TO APPEAL STRIKE DECISION 

Remington Rand, Inc., Buffalo, N. Y., will take to 
the supreme court of the United States an appeal from 
a decision of the Circuit court of Appeals directing 
the company to reinstate employes assertedly dis- 
charged for union activities. 

That was the statement issued late last month by 
Remington Rand officials shortly after company attor- 
neys discovered in the decision two “appealable” as- 
pects. These, the statement pointed out, are covered 
by the alleged fact that the court’s opinion “deals only 
with events preceding the strike settlement negotiated 
by Secretary of Labor Perkins and does not pass upon 
the extent to which that settlement has been carried 
out. 

“It is also significant,’ the statement continues, 
“that the portion of the Labor Board order requiring 
disestablishment of independent labor organizations 
to which majority of Remington Rand employes belong 
was disallowed by the court.” 

According to company officials only between twenty- 
five to thirty employes of the Tonawanda plant are 
affected by the recent decision, the balance having 
accepted or refused an invitation to return to work. 


— o—e 


TROY SUNSHADE OPENS PITTSBURGH OFFICE 


For the benefit of dealer accounts in eastern Ohio, 
western Pennsylvania and southern New York dis- 
tricts, the Troy Sunshade Company, Troy, Ohio, last 
month opened an office and salesroom at 1005 Liberty 
avenue, Pittsburgh. There will be on display the organ- 
ization’s well-known line of chrome furniture and 
modern office desks. 

The new branch will be under the management of 
H. F. Utmer, formerly connected with the chrome 
furniture sales organization of the McKay Company. 
Mr. Utmer possesses a wealth of experience gained 
over a period of years. He is fully versed in the use 
and recommendation of chrome furniture for institu- 
tional usage. 

According to Mr. Utmer’s plans, the new branch 
will be continually stocked with the latest output of 
the plant and dealers will be able to see first hand 
the merits and qualities of the Troy line of chrome 
furniture. 


POLAROID LIGHTING, INC., IS FORMED 


For the purpose of developing a market for and pro- 
moting the use of a new light controlling material a 
corporation, known as Polaroid Lighting, Inc., has been 
formed with headquarters at West Haven, Conn. 

The new organization will be headed by Walter 
Lown, former director of sales of the Greist Manu- 
facturing Company. Under his supervision activities 














WALTER LOWN 


of the new company will include product development 
and engineering work and the licensing of manu- 
facturers to sell Polaroid-equipped lighting products. 
In addition all sales promotional work in the illumin- 
ating field will be handled by this organization. 

Polaroid, according to a statement of company of- 
ficials, is a light polarizing material developed by 
Edwin H. Land of the Land-Wheelwright Laboratories, 
Boston, and produced on a quantity basis and at a 
cost “making commercial applications possible.” 

Mr. Lown takes to the presidency of the new com- 
pany a wealth of experience in that particular field, 
especially in the sales promotion of portable lighting 


equipment. 
——————o—_—__— 


LATIL FURNISHES NEWSPAPER’S NEW HOME 


The Latil Stationery Company, Inc., 326 Third street, 
Baton Rouge, La., recently supplied considerable office 
equipment for the new home of the State Times and 
the Morning Advocate, two Baton Rouge daily pa- 
pers.—CG 
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ART METAL IS HOST TO DI PERNA AND STAFF 


Frank A. DiPerna, proprietor of the Genesee Office 
Equipment Company, Art Metal agency in Utica, N. Y., 
last month paid a two-day visit to the Art Metal Con- 
struction Company factory at Jamestown, N. Y. He 
was accompanied by his entire staff. 

Headed by C. W. Simpson, sales promotion manager 
of the Art Metal organization, several officials greeted 
the visitors and personally conducted them through 
the big plant, where they learned first-hand the 
numerous operations which go to make up the manu- 
facture of the Art Metal output. 

Mr. DiPerna, who also operates a store at Rome, 
N. Y., was deeply impressed with the knowledge to be 
gained by salesmen through a thorough inspection of 
the plant of the company they represent. 


—>-—__—. 


REMINGTON RAND PROMOTES CRATTY TO 
IMPORTANT POST 


W. B. Cratty, for four years manager of the Los 
Angeles branch of Remington Rand, Inc., last month 
was called to Buffalo, N. Y., where he was given the 
important position of sales manager of the portable 
division. 

Mr. Cratty’s promotion comes as recognition of his 
ability as a salesman and organizer. Under his able 
management and ability the department in Los An- 
geles has grown from a meagre start to one of the 
most important branches in the country with every 
section of Southern California covered by a Reming- 
ton portable representative. 

Mr. Cratty also possesses a rare ability to teach men 
the art of salesmanship. Of this trait the Remington 
Broadcaster has this to say: 

“His ability to train men has been well brought out 
by the standouts he has produced in Ted Gray, San 
Francisco; Walt Seay, Chicago; Fred Weiss, Seattle, 
and Ben Rieber, Milwaukee.” 

His hundreds of friends the country over wish Mr. 
Cratty the best of luck in his new position in which, 
they all believe, he is destined to “go places.” 
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PRONTO OPENS L. A. WAREHOUSE-OFFICE 


The Pronto File Corporation, New York City, manu- 
facturers of the Pronto private and expanding files, 
storage files and steel card cabinets, last month 
opened a warehouse and office at 6720 Victoria avenue, 
Los Angeles. 

The new branch is in charge of Barney Alderson, 
who urged establishment of the Pronto office with a 
complete stock of products on hand as a means of 
aiding him give his Pacific Coast dealers better service. 























































HOSTS AND GUESTS AT ART METAL CON- 
STRUCTION PLANT AT JAMESTOWN, N. Y.— 
Back row, L to R: R. G. Doane, store manager, 
Utica; Carl Nelson, Art Metal Construction Com- 
pany; Frank A. DiPerna, owner, Genesee Office 
Equipment Company, Utica; C. W. Simpson, Art 
Metal Construction Company. (Front row, L to R:) 
Richard Talerico, store manager, Rome, and Sales- 

men R. T. Morton and H. G. Ewing. 


BEELER RETURNS TO HANSON COMPANY AS 
SALES MANAGER 


Following a short absence B. L. Beeler, formerly sales- 
man for the J. L. Hanson Company, 552-554 West 
Adams street, Chicago, last month returned to that 
organization in the capacity of sales manager. 

Mr. Beeler has had wide experience in selling the 
Hanson Ideal line of spot gummed and plain leaf scrap 
books, photo albums, memory books, etc., both at re- 
tail and on the road. Upon taking up his new duties 
with Hanson, Mr. Beeler said: 

“My one regret is that I cannot call upon all of my 
customers and friends, but I’ll certainly be most happy 
to hear from them all.” 


ec 


AUTOPOINT TAKES DISTRIBUTION 
PENCIL 


The Autopoint Company, 1801 Foster avenue, Chi- 
cago, last month completed negotiations whereby it 
will asume the sole and exclusive distributorship of 
the Norma pencil. The new arrangement places the 
Autopoint national sales organization at the disposal 
of the Norma four-color automatic pencil and the reg- 
ular liberal Autopoint discount will apply to the new 
line. 


OF NORMA 
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RICE PRODUCTS OFFICE MOVED TO PLANT 
According to an announcement received late in Feb- 
ruary, the general office of the Rice Products Manu- 
facturing Co. has been established at the plant at 1635 
East 55th street, Cleveland, Ohio. A. Ford Rice, presi- 
dent of the firm, states that with the recent addition 
of a new caster, the Rice line provides a complete floor 
protection line including rubber desk shoes and other 
desk accessories. 








EXCUSE US, FPRewaee 


WE “LIQUIDATE” CY YOUNG AND L. JOHNSON 


On page 51 of the February issue appeared a story 
and photographs of two luncheons held by California 
dealers in honor of Clyde Jungbluth, portable division 
sales manager of the Underwood Elliott Fisher Com- 
pany. In listing the names of those who appear in the 
pictures we inadvertently failed to mention J. C. (Cy) 
Young, UEF branch manager at San Francisco, and 
L. Johnson, of the Typewriter Maintenance Company, 
Oakland, Calif. Our sincere apologies to these two 
gentlemen for the unintentional and careless “liquida- 
tion” of their beings. 
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CURRENT FINANCIAL STATEMENTS 


General Fireproofing Company experienced its best 
year in history during 1937, exceeding the previous 
record year of 1929, announced George C. Brainard, 
president, in his letter to stockholders. Net profit for 
1937 was $1,147,557.74, as compared with $564,621.11 
for 1936 and $1,087,553.03 in 1929. Figured on 319,682 
shares of common outstanding (not including 8,278 
shares held in the treasury for sale to employes) earn- 
ings in 1937 were equal to $3.56 a share on the com- 
mon, after deduction of preferred dividends, as com- 
pared with $1.62 in 1936; $1.09 in 1935; 38 cents in 1934; 
losses in 1931, 1932, and 1933; $2 earnings in 1930, and 
$3.33 in 1929. The balance sheet shows the company 
in excellent financial condition, with its bank debt 
paid off and $3,462,965.27 in current assets against but 
$772,635.41 in current liabilities, a ratio of 414 to one. 


Gross sales totaled $9,836,456.17, a 48 per cent in- 
crease over 1936, and compared with $9,437,866 in 1929, 
the previous record year. Since Jan. 1, 1938, an addi- 
tional $26,168.25 of 4 per cent notes issued in 1935 in 
payment of back preferred dividends has been called 
for payment, reducing by that amount the $59,296.29 
shown outstanding Dec. 31, 1937.—AK 

es ss 8 


A net profit of $104,197.34 is shown in the annual 
statement of The Globe-Wernicke Co., Cincinnati, 
Ohio, for the year ending December 31, 1937, after 
deducting $53,308.50 interest on outstanding six per 
cent first mortgage bonds and $20,657.63 for Federal 
income taxes. This represents an increase of approxi- 
mately fifteen per cent in net earnings over the previ- 
ous year, despite the sharp decline in general business 
conditions the last four months of 1937. It is the best 
showing the company has made since its reorganiza- 
tion in 1934. 

During the year dividends of $19,902.00 were paid 
on two per cent preferred stock and 60c per share 
on common stock. On December 31 the latter had a 
book value of $19.43 and the ratio of capital assets 
to liabilities was 8.9 to 1 as compared with 4.4 to 1 at 
the end of 1936. Notwithstanding a substantial in- 
crease in costs, the gross profit rate of the previous 
year was maintained. Bank loans of $200,000.00 in- 
cluded in the company’s statement at the end of 1936 
were eliminated in 1937. 


* * ” 


International Business Machines Corporation last 
month reported for the year ended December 31, 1937, 
net income of $8,082,512.00 after deducting $737,021.00 
blocked foreign profits and $2,330,000.00 estimated 
Federal taxes (including $633,000.00 surtax on un- 
distributed profits). The earnings were equivalent to 
$10.42 a share on 775,880 no par shares outstanding at 
the year end, and compare with 1936 earnings of 
$7,552,956.00, equivalent to $9.73 a share if computed on 
the same capitalization, or to $10.22 a share on 738,- 
934 shares which were outstanding at the end of 1936. 
A stock dividend of 36,946 shares was issued in 1937. 


Reserves of $1,414,838.00 were set up prior to 1937 to 
cover blocked foreign profits for the year 1935 and 
1936. During 1937 the amount of $328,645.00 was added 
to the reserve to cover such profits prior to 1935, so 
that the full amount of such blocked foreign profits 
is now covered 100 per cent by reserves, Thomas J. 
Watson, president, stated in his message to stock- 
holders. 

“Additions amounting to $10,609,415.00 were made 
during the year for rental machines, plant and equip- 
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ment, and land and building. Dismantled and obsolete 
equipment amounting to $4,835,309.00 was written off 
and charged against reserves provided out of prior and 
current years’ earnings,” he stated. 

To provide additional working capital the company 
sold, in December, 1937, to the Prudential Insurance 
Company of America, $5,000,000.00 ten-year 344 per 
cent sinking fund debentures at par. These debentures 
are redeemable through a sinking fund at the rate 
of $400,000 annually, commencing December 15, 1942, 
or earlier at the corporation’s option. 

Net current assets at the end of the year were 
$6,826,735.00, compared with $5,310,991.00 at the end 
of 1936. 


e * * 


Marchant Calculating Machine, quarter ended De- 
cember 31, profit $100,967 after taxes and charges, or 
42 cents a share on 226,642 shares of common stock; 
$182,784, or 78 cents a share in the previous quarter, 
and $175,218, or 86 cents a share in the December 
quarter a year ago. Year ended December 31, profit 
$807,740, or $3.42 a share, compared with $654,006, or 
$2.80 a share in 1936. (New York Sun, February 21, 


1938.) 


* = * 


Directors of Remington Rand, Inc., today declared 
a year-end interim cash dividend of 25 cents on the 
common stock and an extra dividend of 1-100th of 
a share of $4.50 cumulative preferred stock, also on 
the common. Both are payable March 25 to record of 
March 4. Today’s declarations bring total common 
dividends paid in the fiscal year to $1.10 in cash and 
1-100th of a share of preferred. (Chicago Daily News, 
February 23, 1938.) 

* * 

Royal Typewriter—And domestic subsidiaries for six 
months ended January 31, net profit, $1,222,364, or 
$4.06 a common share; for six months ended January 
31, 1937, net income, $1,573,463, or $5.37 a share. For 
quarter ended January 31, net income, $579,119, or 
$1.91 a common share, against net income of $643,245, 
or $2.15 a share in the preceding quarter, and $867,- 
790, or $2.98 a share in the January, 1937, quarter. 
(New York Herald Tribune, February 25, 1938.) 


* # 2 


The net income of the Underwood Elliott Fisher 
Company for the quarter which ended December 31, 
1937 was $1,530,118, or $2.08 a share. For the same 
period in 1936 the income was $1,693,182, or $2.31 a 
share. 

In the annual report to stockholders, dated Feb- 
ruary 15, Philip D. Wagoner, president of the Under- 
wood Elliott Fisher Company, says: 

“The consolidated net income for 1937 shown by 
the accompanying statement amounted to $4,913,- 
363.29 after providing for depreciation, Federal taxes 
on income and capital, surtax on undistributed profits, 
Federal and State social security taxes, other taxes, 
reserves and all other charges, compared with $3,838,- 
704.04 for 1936. The net income for 1937 is equivalent 
to $6.70 per share on 733,084 shares of common stock 
outstanding, compared with $5.06 per share for 1936. 

“For the year ended December 31, 1937, dividends 
totaling $4.50 per share were paid on the common 
stock. There was no preferred stock outstanding.” 

In the report, Mr. Wagoner points out that more 
than one million dollars was spent for such capital 
assets as new production equipment and machinery. 
Appropriately the sales organization was also expanded. 
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UEF CHICAGO BRANCH TO MOVE SOON 

The Chicago branch of the Underwood Elliott Fisher 
Company about April 30 will move to larger quarters, 
taking the entire fourth floor and part of the thirty- 
second floor in the Bankers building, located at the 
corner of Clark and Adams Streets, according to a 
statement issued last month by F. C. Snow, manager 
of the company’s Western district. 

This transfer is necessitated by a steady increase in 
the company’s volume of business since they occupied 
their present quarters at 210 West Monroe street ten 
years ago. The entire fourth floor will be devoted to 
the activities of the Chicago branch sales and service 
organization, in which there are about 250 people em- 
ployed, under the direction of H. T. McBrien, Chicago 
branch manager. Mr. McBrien states that with the 
approximate 25,000 square feet of floor space, all 
activities of the Chicago branch will be housed on one 
floor, and will not only give a more efficient plan of 
operation, as compared with the present occupancy of 
three floors, but will allow room for a continued ex- 
pected increase in their business. 

Included in the plans are a large display room for 
showing the many products of the company, including 
many recent new developments in office equipment 
which have added considerably to the sales volume of 
this company’s business. One of the largest depart- 
ments will be the sales department, in which over 100 
people are employed, under the direction of F. G. 
Schuelke, manager in charge of the typewriter divi- 
sion, E. A. Heberg, in charge of the accounting ma- 
chine division, H. H. Hynes, in charge of the Under- 
wood Sundstrand adding machine division, R. L. 
Schramm, in charge of the sale of ribbons, carbon 
paper and other supplies, the clerical division under 
the supervision of N. J. Van Dyne, office manager, and 
the service department, under the supervision of A. F. 
Peterson. 

The Chicago Branch of the Underwood Elliott Fisher 
Company also operates an employment department 
and a large school for the training of operators on the 
various types of accounting machines, and also an- 
other department for the handling of the rental of 
typewriters and other office machines. 
=< 


CLAUDE CONGER ELECTED PRESIDENT OF 
POUGHKEEPSIE MANUFACTURERS GROUP 
In addition to discharging the duties of vice-presi- 
dent of the Trussell Manufacturing Company, Claude 























CLAUDE M. CONGER 


M. Conger will be engaged in some extra curricular 
activities in the coming year as head of the Manufac- 
turers’ Association of Poughkeepsie. He was elected 
president of this group at its annual meeting, held in 
Poughkeepsie on Monday afternoon, February 7, 1938. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


No very optimistic reports are possible at this time 
with reference to the state of business in this and 
other fields. However, one of the larger typewriter 
concerns reports a February business in excess of that 
of December and January taken separately. The build- 
ing trades are at a low ebb. Building activities started 
out briskly a few months ago, but soon ran into the 
doldrums, or perhaps the Sargasso sea of cumulative 
adverse conditions. Anyhow, business, like the old 
gray mare, “ain’t what she used to be.” 

The better side of the picture can be obtained by 
the faculty of prophetic vision. California crops of all 
kinds show probabilities of volume and excellence well 
above the average. This applies to fruits, vegetables 
and other crops, grain, cotton and more specialized 
products grown for uses other than food, such as 
hemp, etc. The freedom from frost which Californians 
enjoy for almost the entire year makes possible the 
raising of useful soil products not.found in like variety 
anywhere else in the world. 

Finally, there is here a big field of industrial experi- 
mentation with products of the soil and the mines. 
This field is remarkable for its versatility and the ex- 
tent and value of its discoveries. 


* * * 


Ribbon and Carbon Association.—The Ribbon and 
Carbon Association of Southern California held its 
February meeting on the tenth of the month in the 
grill room of the Hotel Clark. President Sibertson in- 
troduced a new member in the person of A. G. (“Al”) 
Orton, recently appointed manager in the Southern 
California district for the Pacific Carbon and Ribbon 
Company. He succeeds Mr. Bohn, who has been trans- 
ferred to Seattle. Mr. Orton hails from San Francisco, 
where he represented the Pacific Carbon and Ribbon 
Company for several years. 

The discussion at the meeting indicated an unsatis- 
factory condition of business, and the hope was ex- 
pressed that this condition might change with an 
alteration of the governmental policies affecting 
business. 

Mr. Billings, Jr., suggested a change in the policy of 
the association calculated to bring out the social side 
of organization activities. The matter received some 
discussion and was held over for further consideration. 

Present at the meeting were the following: Presi- 
dent W. E. Sibertson, American Ribbon and Carbon 
Company; Robert P. Picou, California Carbon Paper 
Company; John H. Ruff, California Carbon Paper 
Company; C. K. Bland, Western Carbon Paper Manu- 
facturing Company; C. Y. Milward, San Fernando 
building; R. M. Cisney, Bushnell Ribbon Manufactur- 
ing Company; A. G. (“Al”) Orton, Pacific Carbon and 
Ribbon Company; E. W. Billings, Jr., Winn-Billings 
Company; Charles W. Shallcross, the Shallcross Com- 
pany, and H. W. Martin, OrricE APPLIANCES. 

In acknowledging his election as a member of the 
association Mr. Orton expressed the wish that he 

(Continued on Page 108) 
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MEETINGS — CONVENTIONS — DINNERS 


500 ATTEND BOSTON STATIONERS 50TH BIRTH- 
DAY PARTY 
(See Frontispiece ) 

Amid a blaze of lights in the grand ballroom of the 
Copley-Plaza hotel more than 500 persons gathered 
on the evening of February 15 to attend the fiftieth 
anniversary banquet of the Boston Stationers Asso- 
ciation, and to pay tribute to its only living charter 
member, Walter F. Cushing. 

As the guests arrived for the festivities they were 
greeted by F. A. Magee, president of the association, 
who also officially opened the golden anniversary by 
making a brief address and then calling for a silent 
toast to those members who have gone before. 

After voicing the organization’s grateful thanks to 
members of the various committees who worked dili- 
gently for many weeks to ensure success of the birth- 
day party, Mr. Magee produced a steel box with the 
announcement that within it would be placed a copy 
of the event’s souvenir program and signatures of all 
those present which had been previously gathered for 
that purpose. The box would then, the speaker ex- 
plained, be placed in a sealed vault not to be opened 
until the one hundredth anniversary of the associa- 
tion. With the introduction of R. A. (Andy) Maish, 
of the Dennison Manufacturing Company, as toast- 
master the festivities began. 

Mr. Maish introduced in rapid succession several 
important guests, including Harold J. Hampton, presi- 
dent cf The National Stationers Association; Charles 
P. Garvin, general manager of the NSA; Ben Agro- 
nick, president of the Rhode Island Stationers Asso- 
ciation; S. H. Challenger, president, Connecticut Val- 
ley Stationers Association; E. L. Berry, regional gov- 
ernor of district No. 1 and representative of the Pine 
Tree Stationers Association; Fred Salmen, president, 
New England Travelers Club; Harry Tehan, vice-presi- 
dent, NSA. Another distinguished guest at the head 
table was Mrs. Andrew Geyer. 

The honorable Henry Parkman, Jr., corporation 
council of the City of Boston, was then introduced 
and expressed his regret that the mayor was not 
able to be present. He declared he was pleased to 
have a part himself in such a gathering and compli- 
mented the association on fifty years of progress and 
the industry on the ability to present such a fine 
representation. 


Mr. Maish then introduced Mr. Garvin, who ex- 
tended greetings to the gathering from the N.S.A. and 
also passed along messages from friends abroad in 
the industry. He read a letter from the Stationers 
Association of Great Britain and Ireland, giving good 
wishes for the B.S.A. and complimenting them on 
their fine record. 

Mr. Garvin expressed the hope that the link that 
joined the members of the B.S.A. and N.S.A. might 
grow stronger and stronger. He stated that the real 
start of the industry was coordinate with the fifty 
years work by the B.S.A.—he also said that the start- 
ing of the B.S.A. at a time when such cooperative 
effort was the great need was a very definite dis- 
tinction and that “we would never have been able to 
build what we have built as a nation without the 
spirit of vision that was showed by those who started 
the B.S.A.” The speaker concluded by paraphrasing 


Lincoln’s Gettysburg address as an expression of the 
life and objectives of the B.S.A. and he suggested the 
cultivation of a greater degree of appreciation of what 
the founders of the association and those who have 
followed through in the direction of the operation 
of the association were endeavoring to accomplish, 
and that if we cultivated this appreciation “we will 
not have lived in vain.” 

Mrs. Walter Nichols, wife of Walter Nichols, repre- 
sentative of the Weis Manufacturing Company, then 
favored the assembly with a musical interlude on the 
violin, accompanied by Miss Ruth Spencer. Follow- 
ing this came the introduction of Mr. Cushing, the 
guest of honor, by Mr. Garvin, who began his intro- 
duction by telling the gathering what was necessary 
to provide for celebration and attendance at the one 
hundredth annual B.S.A. banquet. At this point ap- 
peared two young men carrying a tray upon which 
rested a case embellished in gold trimming. The 
young men were introduced to the audience and they 
proved to be Tom Groom, Jr., and George Pratt, Jr., 
great-grandsons of the men who influenced the found- 
ing of the Boston association. They were of an age 
where they could be reasonably expected to live and 
be present at the one hundredth anniversary. Mr. 
Garvin on behalf of the Boston association expressed 
their appreciation and admiration for Mr. Cushing, 
and on behalf of the association members presented 
a token of their good will (a handsome silver pitcher) 
and expressed the hope that in the years to come 
Mr. Cushing might enjoy comfort and happiness in 
living through the affectionate respect of the men 
with whom he had been associated in business so 
many years. 

Mr. Cushing expressed his appreciation of the eulogy, 
stating that few, while alive, had been given this 
privilege. He also expressed his appreciation of the 
guests attendance, who had turned out in such goodly 
numbers, and stated that he had spent sixty-seven 
years in the stationery business, that he had fared 
well, that he was the only living charter member of 
the B.S.A. and that his great regret lay in the passing 
of his old associates. 

The guest of honor also gave a brief review of the 
old concerns in Boston that are still “carrying on” 
though the personnel had changed. He complimented 
the association on its standing in the industry and 
expressed pride in the fact that it still had an active 
part in directing the policies and activities of the 
N.S.A. He closed with the statement that the value 
of the friendships developed in the industry were the 
choicest assets of his life. 

After singing “Auld Lang Syne” the gathering ad- 
journed to the dance floor and under the stimulus 
of the music of Ray Stewartson’s orchestra enjoyed 
a thoroughly good time. 

9 


ILLINOIS RIBBON AND CARBON DEALERS MEET 


L. F. Supple, chief chemist of the Consolidated 
Ribbon & Carbon Company, Chicago, was the speaker 
of the evening at a meeting of the Illinois Carbon 
Paper & Inked Ribbon Association, held in the Sher- 
man hotel, Chicago, February 7. Mr. Supple’s address 
dealt at length upon the use of carnauba wax in the 
manufacture of carbon papers and was well received 
by the large number of members present. 
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THOSE WHO ATTENDED THE GF MEETING.—(L to 
R:) W. Hoge, C. W. Straubel, E. E. Ekedahl, W. S. 
Miller, R. W. Muckley, J. B. Baylis, C. W. Allen, W. R. 
Ward, R. M. Bell, George C. Brainard, president; E. A. 
Purnell, E. V. Lee, W. H. Foster, chairman of the board; 
W. Burnett, G. A. Gothberg, B. Rudolph, H. A. Brainard, 


GENERAL FIREPROOFING BRANCH MANAGERS 
MEET 

Sales executives and heads of all branches of the 
General Fireproofing Company, Youngstown, Ohio, 
met for a three-day conference at the company’s 
home offices during the week of February 7 to dis- 
cuss sales policies and methods for 1938. 

Headed by President George C. Brainard and 
Chairman of the Board W. H. Foster, executives of 
the company were on hand to personally greet the 
visitors and outline plans made for them during 
this year. At the convention they learned that the 
meeting marked the close of one of the most success- 
ful years in the company’s history, during which many 
new products were added to the General Fireproofing 
lines which have already been greeted by the trade 
with unusual enthusiasm and success. Chief among 
these was the Goodform Comfort Master chair and 
the new Super-Visible index designed for use in the 
GF Super Filer units. 

The conclave closed with a banquet held at the 
Youngstown Club on the last day of the meeting. 

———- —__ 


LOUISIANA STATIONERS ELECT OFFICERS 

At a meeting held January 23 at Monroe, La., the 
Louisiana Stationers and Office Equipment Association 
held its second annual election of officers. Those who 
will lead the organization through 1938 are: 

President, A. K. Kilpatrick, president, the Standard 
Office Supply Company, Monroe, La.; Vice-president, 
Henry S. Weisman, general manager, M. L. Bath Com- 
pany, Ltd., Shreveport, La., and Secretary-treasurer, 
Henri Petetin, president, Henri Petetin, Inc., New Or- 
leans. 

The executive committee is composed of the presi- 
dent, vice-president and treasurer and the following: 
George Everett, George Everett, Baton Rouge; James 
J. Flote, Jr., Perry & Buckley Company, Ltd., New Or- 
leans, Gus Trahan, General Office Supply Company, 
Lafayette, La., and Ted Garrett, Standard Printing 
Company, Inc., Alexandria, La. 

A feature of the meeting was the unanimous sup- 
port of the membership in the association’s endeavors 
to endorse fair trade laws. Speakers declared that the 
organization not only favored such legislature for 
Louisiana but urged stationers and office equipment 
dealers in every other state to ask manufacturers to 
submit contracts for signature. 


G. R. Farrell, E. R. Dugan, J. R. Caldwell, H. H. Suender, 

H. S. Allnutt, J. A. Saunders, M. R. Walsh, J. S. Hol- 

brook, C. A. Wilger, A. C. Tobin, L. W. Miller, A. j. Ball, 

W. H. Bayley, D. W. McClure, R. H. Wetherbee, T. T. 
McCarthy. 


OKLAHOMA STATIONERS MEET 

Pronounced one of the most helpful and enjoyable 
conventions held in recent years by the Stationers’ 
Association of Oklahoma was the annual meeting on 
February 19 at the Black hotel in Oklahoma City. 

In spite of the inclement weather, which included 
snow and ice, locally, and floods and blocked highways 
in various sections of the state, there were forty-five 
at the noon luncheon, around fifty at the business 
session and approximately one hundred (including 
wives and salesmen) at the six-thirty banquet. 

Members of the Oklahoma City Stationers’ Club 
were hosts at a luncheon, which preceded the business 
session. 

Officers for the ensuing year, unanimously elected, 
are as follows: President, James Constantine, Palace 
Office Supply Company, Tulsa; First vice-president, 
Ted Warkentin, Southwestern Printing and Stationery 
Company, Lawton; and Second vice-president, Jim 
Swisher, Bartlesville Stationery Company, Bartlesville. 

Nominating committee named at the opening session 
by Mr. Wigger included: Homer E. Manly, Manly 
Office Supply Company, Oklahoma City, Chairman; 
H. J. Scott, Scott-Rice Company, Tulsa, and Bob Scott, 
Southwestern Printing & Stationery Company, Lawton. 

In a prize awarding at the luncheon, Bob Scott, 
Southwestern Printing & Stationery Company, Lawton, 
was awarded a desk set, given by the W. A. Sheaffer 
Pen Company; L. B. Starke, Schall-Starke Inc., Ponca 
City, a desk set from The Parker Pen Company; Wel- 
ton Cook, Standard Office Supply Company, Oklahoma 
City, a 1514 C File Pocket from the Speed Manufac- 
turing Company; and M. B. Mayer, “Two percent for 
cash,” from the Wilson-Jones Company. Gerry Man- 
ning, of Joplin, Mo., did the awarding. 

Calling the meeting to order, Charles H. Wigger, pres- 
ident, introduced O. W. McKowen, office manager, 
Western Newspaper Union, who welcomed the sta- 
tioners on behalf of the Oklahoma City Chamber of 
Commerce. 

Opening the business session, Mr. Wigger welcomed 
members to the “first general meeting in two years,” 
referred to the need for closer association of sta- 
tioners, and to the increasing trend toward encroach- 
ment on the office supply and equipment field by de- 
partment, drug and chain stores and other outlets. 

Talks were limited to fifteen minutes. 

Fred Downs, Downs-Randolph Company, Tulsa, who 
was unable to attend sent his views on the subject, 
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“Increased Competition by the Wholesale Jobber.” H. 
Dorsey Douglas, Oklahoma City, read Mr. Down’s 
paper, which dealt with the perplexing relations of 
manufacturer, dealer and wholesaler in the distribu- 
tion of stationery, office supplies and equipment. 

Simmering down to a statement of fact concerning 
sources of confusion, with the solution yet to be 
worked out, points brought out by Mr. Downs were 
along following lines: 

Stationer’s supplies bought from jobbers form but 
a small part of the industry, with a great number of 
manufacturers selling direct to retailer. There are few 
wholesalers who job stationers’ items exclusively. In 
fact, some items come through drug houses, some 
through paper houses, and some even through grocery 
houses. 

Competition between jobber and stationer arises 
from confusion as to who is entitled to buy at whole- 
sale prices. Printers are considered wholesale outlets 
and some stationers job, or attempt to job, by selling 
to printers. Most government departments and schools 
were once considered wholesale outlets. Today, some 
stationers are in accord with this view; some are not. 

“While in all fairness, this market probably should 
belong to paper houses, yet where connections are 
established and it is possible to compete in quality 
and price, I believe stationers have a right to enter 
and compete in this field.” 

Because Ted Warkentin, Southwestern Printing & 
Stationery Company, Lawton, who was on the program 
to give “A History of Oklahoma’s Fair Trade Act,” was 
unable to attend, Edwin Deupree, young Oklahoma 
City attorney, responded to an invitation by Mr. Wig- 
ger to discuss this topic. 

Introduced by J. L. Wren, “Dick” Towne, of the 
National Blank Book Company, Holyoke, Mass., who 
is completing a business tour of the South, stated that 
the much-discussed present recession seems to be pri- 
marily “industrial,” since in eastern manufacturing 
centers stationers’ sales are off one-third, while no 
such indications are apparent in the south and south- 
west, a territory he described as “below the Mason- 
Dixon line” and “west of the Mississippi river.” Optim- 
istic of the future in this section, Mr. Towne predicted 
a gradual drifting of manufacturing interests from 
the North to the South. 

Gerry Manning, President, Joplin Printing Company, 
Joplin, Mo., and governor of the eighth district, dis- 


OFFICE APPLIANCES 


ONE MONTH’S RECORD EQUAL ONE 
GOOD FEED.—Strange-sounding arith- 
metic, no doubt, but true neverthless as 
far as the American Writing Machine 
Company, New York City, is concerned. 
Recently Henry Simler, head of the pro- 
gressive firm, ordered all branch man- 
agers to give a diuner for their sales 
staffs and other branch employes when- 
ever they do a record month’s business. 
And, after all, a good feed is a good feed. 
Whereupon the various branch employes 
and salesmen buckled to with the result 
that branch managers at New York, 
Philadelphia, Cincinnati, Detroit and 
Milwaukee played host to their respec- 
tive crews in a big way. The accom- 
panying picture shows the happy men 
and women making up the New York 
branch enjoying their reward for a rec- 
ord-breaking sales month. 


cussing The “National Stationers’ Association and its 
Problems,” declared the association’s main present 
problem lies in securing 100 percent membership and 
cooperation among stationers throughout the country. 
Fifty percent of those in the eighth district belong to 
the national association, he said. 

Mr. Manning introduced his two Oklahoma Colonels, 
J. L. Wren Jr., Western Bank & Office Supply Com- 
pany, Oklahoma City, and Otis L. Hamm, representa- 
tive, General Fireproofing Company. 

Discussing “Competition of Prison Made Goods,” 
Clarence E. Page, Oklahoma City, directed attention 
to the widening trend toward projection of prison- 
made goods into the competitive field with private 
industry in this state, as well as in many other states. 

“The Jobber’s Place in the Stationery Industry” was 
discussed by Ralph Moser, general manager, Carpenter 
Paper Company, Oklahoma City. Among benefits to 
be obtained by stationers through wholesaler’s co- 
Operation, listed by Mr. Moser, were: (1) Improved 
turnover. (2) Codperative advertising service. (3) 
Elimination of the shipping dilemma. (4) Spreading 
investment dollars into a well rounded stock, rather 
than concentrating on quantity purchases to obtain 
“that extra discount so dear to stationers’ hearts, 
which eventually costs them many hundreds in profit 
dollars.” (5) More time to devote to the most im- 
portant part of business-sales. 

Don L. Branham, Branham’s Inc., Oklahoma City, 
was called on to talk about “Specialty Selling in a 
Stationery Store.’ Characterizing specialty selling “an 
art,’ Mr. Branham, extemporaneously, briefly pre- 
scribed pointers as follows: (1) Put up a handsome 
prize for salesmen—perhaps $25. (2) Display specialty 
items constantly in store, in window. (3) Build adver- 
tising around your specialty items. (4) Continue 
month after month to ‘plug’ them. (5) Any item in 
the store may be made a specialty: by taking it off 
the shelf, announcing to salesmen that it is a specialty 
—then put up a prize, talk it up continually, and 
‘crack’ the salesmen daily. 

Ray Nunnery, Bawco Printing & Office Supply Com- 
pany, Chickasha, treating the subject, “How to Meet 
Mail Order Competition,” advised a meet-fire-with- 
fire procedure—in this instance, “become a mail ad- 
vertiser yourself.” 

“Business Conditions and Prospects for 1938” was 
the subject of a statistical treatise by Alfred Steitz, 
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Field Stationery Company, Tulsa. Observing that “long 
range prophesy is not possible at this time,” Mr. Steitz 
quoted interesting figures in the national picture, 
touching “governmental priming,” “a labor program 
out of control,” the current so-called recession, and 
an apparent steadying of inconsistencies at Washing- 
ton indicated in the present move “to codperate with 
business.” 

He pointed to the favorable prognostications of au- 
thorities regarding the business outlook in this area, 
and to the apparent favorable condition of local agri- 
cultural and petroleum industries. 

During a period of “Open Discussion,’ many dele- 
gates declared this one of the most instructive and 
enjoyable meetings ever held by this association. Ray 
Nunnery, Chickasha, expressed a hope “for frequent 
association and regional meetings worked out along a 
similar sales clinic type.” 


Vote of Thanks 


A vote of thanks was extended to the Oklahoma 
City Stationers for the splendid luncheon, and to the 
state association officers for “an excellent job” on the 
present program, and to the following committees for 
this successful annual meeting: 

Finances and Arrangements—M. B. Mayer-Bill 
Doyle; Attendance—Frank M. Hughes-H. Dorsey 
Douglas; Publicity and entertainment—Don L. Bran- 
ham-J. L. Wren, Jr. 

At the annual banquet served at 6:30 in the banquet 
room of the Hotel Black, President C. H. Wigger served 
as toastmaster; Secretary J. L. Wren as master of 
ceremonies. 

Speaking on the subject, “What the Purchasing 
Agent Thinks of Our Salesmen,”’ W. G. Warnick, pur- 
chasing agent, Southwest Ice & Dairy Products Com- 
pany, Oklahoma City, and a former president of the 
Oklahoma City Purchasing Agents’ Association, gave 
salesmen pointers on how they can improve their 
standing with the P.A.’s. A cardinal point emphasized 
by Mr. Warnick was “Know more about what you have 
to sell.” 

A humorous address was given by Carl P. Thomp- 
son, of Stillwater. Mr. Thompson was introduced by 
Jess M. Beck, president of the Western Bank & Office 
Supply Company, who had previously been introduced 
by Don Branham. 

Following a spectacular floor show by the Kathryn 
Duffy Dance Studios, the annual meeting was ad- 
journed by President Wigger.—EVH 
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CONNECTICUT VALLEY STATIONERS HOLD 


20TH ANNIVERSARY MEETING 


At the Hotel Bond in Hartford, Conn., the Connecti- 
cut Valley Stationers Association played host to a large 
gathering of members and friends for the twentieth 
anniversary and annual meeting on February 14, 1938. 


At a brief morning business session reports of the 
various officers were received as President S. H. 
Challenger, Frank H. Fargo Company, Bridgeport, 
wielded the gavel. 


Luncheon was served in the ballroom, where the 
group were guests of the Hartford Rotary Club. The 
feature of this was a sparkling address by Charles P. 
Garvin, general manager, National Stationers Associa- 
tion, whose pearls of wisdom interspersed with his 
ready wit, kept the listeners glued to their chairs for 
a half hour. The address was sent out on the air over 
WTIC of Hartford, Conn. 


Promptly at 2 p. m. the afternoon session was called 
to order by President Challenger, who introduced 
Regional Governor Edgar M. Berry, Loring, Short & 
Harmon, Portland, Me. Mr. Berry in his official 
capacity extended greetings to the assembly. Follow- 
ing which he detailed the many advantages of Poland 
Springs, where the regional meeting is to be held in 
June. 

R. H. Llewellyn, R. H. Llewellyn Company, Man- 
chester, N. H., received recognition from the chair 
as a representative of the New Hampshire Stationers 
Association. 


Harry Tehan, Chas. M. Higgins & Company. Brook- 
lyn, N. Y., offered “Salesman’s Friendly Suggestions to 
His Stationer Customers.” Speaking of “friendly sug- 
gestions,” Mr. Tehan characterized many of them as 
worthless, for it is his opinion that a person offering 
a suggestion to another should know something about 
the subject. His experience in the field indicated a 
great need for frequent exchange of ideas. He be- 
lieves an ideal way to effect such change of ideas is 
in the dealers’ salesman sales meeting. One of the 
best sources of information for sales meetings is the 
manufacturers’ salesmen. He admonished all manu- 
facturers to make certain their representatives have 
a thorough knowledge of their lines and how to sell 
them so that their representatives could assist the 
dealer and the dealer’s salesmen. Mr. Tehan urged 
dealers to codperate in arranging sales meetings 
between their sales forces and the traveling men. 
Material for discussion at such meetings is available 





NOTABLES AT CONNECTICUT VALLEY STATIONERS BANQUET 


L. to R.: Paul Buckwalter, National Blank Book Com- 
pany; Harry Tehan, Charles M. Higgins & Company; 
Harold Hampton, president, National Stationers Asso- 
ciation; S. H. Challenger, Frank H. Fargo Company, 


Bridgeport, Conn.; Charles P. Garvin, general manager, 

National Stationers Association; Edgar Berry, regional 

governor, Loring, Short & Harmon, Portland, Me.; Otto 

Cavanaugh, Plimpton Manufacturing Company, and 
James E. Neary, Geyer’s Topics. 








in the files of The National Stationers Association and 
he urged dealers to draw on it. He closed with the 
basic thought that sales meetings were for salesmen— 
where salesmen should have a large part to insure 
their success. 

Paul Buckwalter, National Blank Book Company, 
New York, followed with a very interesting address, 
“Your Customer, Your Salesmen and You.” By way 
of introduction he sketched some of his experiences 
when he came to New York. His analysis of the 
average New York stationer in comparison to sta- 
tioners in other parts of the country was interesting. 


Strides in Production 


Plunging into the kernel of his thought he reminded 
the group of the tremendous strides made in produc- 
tion made possible because the ground work was all 
done in the laboratory where all was reduced to an 
exact science. Distribution, he contended, had not 
kept pace. In this fact he sees a challenge to all 
engaged in the field of distribution. So he suggested 
that the average consumer be brought into the 
laboratory. 

“Man’s wants and desires,” Mr. Buckwalter said, 
reiterating an accepted fact, “always exceed his actual 
needs. The three important human impulses which 
account for man’s desires are: 1. Personal Importance, 
2. Self Preservation by Retention of Youth, 3. Con- 
sumers Time Is Money.” 

Salesmen regardless of their particular pursuit must 
ever remember that each customer likes to feel his 
“personal importance,” he contended. Asking his audi- 
ence to analyze their own emotions as buyers, were 
they personally gratified by courteous, prompt and 
intelligent service from the clerks? Did they feel as 
though they were entitled to that kind of attention? 
In stressing the human impulse of “self preservation 
by the retention of youth,” Mr. Buckwalter called 
attention to the tremendous cosmetic industry, the 
growth of which is attributed wholly to the gratifica- 
tion of this one desire. “When you buy a new suit, 
aren’t you apt to select the one which seems to make 
you appear more youthful—or at least you definitely 
shun the ones which seem to add to your years?” he 
asked. 

Technological advances have stepped up the buy- 
ing public to a new and greatly accelerated tempo, he 
claimed. Stressing this point by several illustrations, 
Mr. Buckwalter drove home his point. Buyers today 
expect to be served quickly and promptly—‘“the Con- 
sumer’s Time Is Money. 


Smart Salesmen 

“Smart salesmen anticipate the resistance of con- 
sumers,” he said. Into their sales canvass they inject 
the answers to the buyers objection before he can 
voice them. He reminded all that buyers are also 
influenced by good showmanship. 

Closing his remarks Mr. Buckwalter asked dealers 
to investigate their market thoroughly to find out 
where their customers are—to study their customers— 
to study and analyze their own salesmen—and above 
all, never sour on the job of management. 

Following this able address John F. Molloy, John F. 
Molloy Company, Meriden, Conn., sketched the his- 
tory of the organization from its inception up to the 
moment in “20 Years’ Development of Our Associa- 
tion.” It was interesting to note that many of the 
original group were still active members. 


(Connecticut Meeting—Continued on page 58) 


OFFTCE APPLIANCES 


STATIONERS BOARD OF TRADE ELECTS OFFICERS 

At a meeting held February 18 at 200 Fifth avenue, 
New York City, the Stationers & Publishers Board of 
Trade held its annual election of officers, re-electing 
President H. W. Armstrong and Secretary-treasurer 
Howard S. Sanders. 

Two new executives elected were: first vice-presi- 
dent, Louis E. Ewerling, L. E. Waterman Company, 
and second vice-president, Emerson Smalley, The Mac- 
millan Company. 

The new trustees for 1938 are: 

Henry C. Bainbridge, Charles T. Bainbridge’s Sons, 
Brooklyn; George W. Brainerd, American Pad & 
Paper Company, Holyoke, Mass.; Frank Byers, Eber- 
hard Faber Pencil Company, Brooklyn; T. B. Ed- 
wards, Boorum & Pease Company, Brooklyn; C. B. 
Farr, The Baker & Taylor Company, New York City; 
E. S. Finch, Binney & Smith Company, New York 
City; Scott Foster, Dennison Manufacturing Com- 
pany, Framingham, Mass.; William I. Halsey, Ester- 
brook Steel Pen Manufacturing Company, Camden, 
N. J.; William C. Horn, W. C. Horn Bro. & Company, 
Newark, N. J.; R. A. Jonas, Jr., Oxford Filing Supply 
Company, Brooklyn; J. H. Littleton, Rust Craft Pub- 
lishers, Inc., Boston; George E. Milner, Milner Bros., 
Inc., New York City; William Rossway, National Blank 
Book Company, New York City; R. Lawrence Unser, 
General Pencil Company, Jersey City, N. J.; Frank 
Stumpf, The Boss Manufacturing Company, New York 
City; Louis H. Tavernier, Jr., Fulton Specialty Com- 
pany, Elizabeth, N. J.; C. R. Underwood, American 
Writing Machine Company, New York City. 

On March 18 the board of trade is scheduled to 
hold a dinner and forum for members and their 
friends in the Biltmore hotel. The meeting, open to 
sales representatives as well as credit executives, will 
begin about 2 o’clock and end at 5:30. The dinner will 
include entertainment and dancing. 
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BURROWS EMPLOYES HOLD OUTING 

In celebration of a successful holiday season, the 
employes of The Burrows Brothers Company of 
Cleveland, Ohio, were guests of the management at a 
mid-winter frolic held recently at one of Cleveland’s 
hotels, The Park Lane Villa. 

Under the chairmanship of F. O. Wagner, manager 
of Burrows’ 10400 Euclid store, an interesting evening 
of dancing, community singing, and entertainment by 
both professionals and Burrows’ employes was ar- 
ranged. A professional magician presented a series 
of card tricks and sleight of hand performances; and 
a group of dances was interpreted by the Freddy Culp 
dancing school. Among the “home talent” presenta- 
tions was “Burrows Welcome Song,” written by Dan 
Waugh, children’s book buyer, and sung by a quartet 
of Burrows’ employes. 

The committee on arrangements, under the chair- 
manship of Miss Anne M. Schultz, buyer for Burrows’ 
favor department, took care of the decorations, and 
distributed paper caps, and prizes. 

This occasion proved a fine opportunity for people 
from the seven Burrows’ stores to become better 
acquainted. The four neighborhood branches ordi- 
narily open in the evening closed to allow all em- 
ployes to attend, and practically one-hundred per cent 
attendance was observed, with a total of 135 employes 
present. The evening served to give everyone a thor- 
oughly good time. 
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ANDERSON AGAIN HEADS BOOK DEALERS OF 
KANSAS 


By Ann Galt 


To the surprise of no one, Phil M. Anderson, be- 
loved perennial president of the Kansas Book Dealers 
Association, was reelected on the closing day of the 
1938 convention, Hotel Kansas, Topeka, Kan. This 
means that President Anderson, Newton, Kan., is to 
succeed himself in this office which he has held 
for eighteen of the twenty-one years the Kansas sta- 
tioners and book men have been associated in 
K. B. D. A. with him, his former officers and directors 
are returned to office: John A. Crow, Topeka, vice- 
president; George H. Geiger, Leavenworth, secretary- 
treasurer; Mary C. Stromberg, Newton, acting secre- 
tary-treasurer. 

This twenty-second annual meet, February 20 to 22, 
inclusive, was a combination convention and station- 
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ers’ show. The commodious roof garden of the Kansan 
was filled with booths and table displays of great 
elaborateness. Forty-three exhibitors either had booth 
space reserved for a “still” exhibit, or had salesmen 
in charge of their displays. There was active study 
of these manufacturers’ wares, and brisk order-taking. 
Mr. Anderson, who always feels grateful to the makers 
for the Spring show in connection with the conven- 
tion, kept the sessions crisp and not too long, and this 
gave visiting dealers ample time to browse through 
the detail of the display, and make up their minds 
on goods to be ordered. 

If the convention had one central theme, it was 
Fair Trade. Kansas, one of the forty-two states hav- 
ing a Fair Trade Law, is since its last legislature, 
attempting in many retail fields to bring about com- 
pliance of manufacturer and retailer under the pro- 
visions of this act. 


Dealers Vote for Aggressive Campaign 


In executive session the Kansas dealers took a far- 
reaching stand on Fair Trade compliance. On motion 
of Charles Mitchell, former president of The National 
Stationers Association and a worker for many years 
on this matter of fair trade practices, it was voted 
to establish a committee of three, empowered to act, 
after analysis of the stationers’ problems, toward put- 
ting the law into effective use in Kansas. This com- 
mittee, Phil Anderson, chairman; Charles L. Mitchell, 
Crane and Company, and John A. Crow, Hall Sta- 
tioners, will work out their organization plan, and 
with counsel, contact manufacturers for contracts 
covering stationers’ and book dealers’ lines. 

“The biggest thing in merchandising in the last 
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century’’—that’s the way Al F. Williams, former United 
States district attorney and counsel for the Fair Trade 
committee of the Kansas Pharmaceutical Association, 
spoke of Fair Trade. “The little business man must 
live and prosper if the whole country is to live and 
prosper,” Mr. Williams told visitors at the annual book 
dealers’ banquet. “The little man, with his all in his 
business, must succeed. This law, properly operative, 
takes the price question out of the retail picture, and 
in its place puts store management, attractive display, 
personality. The value this small dealer gets from 
this law is that a minimum is set below which no 
person in Kansas can sell; no one is permitted to sell 
lower than he can.” 
No Raised Prices 

Mr. Williams disabused the minds of his hearers 
of the idea that the Fair Trade law is intended to 
raise prices. He explained that stabilization is the 
purpose, and the protection of the trademark, name, 
label, or brand, which the manufacturer has spent 
so much to publicize, and on which he has a right 
to fix his own minimum price. 

In its inception, this battle for manufacturers’ pric- 
ing contracts arose to combat the pernicious evil of 
the loss leader item. Fair Trade, the dealers were 
told, must be fair to manufacturer, must give the re- 
tailer a living profit, and must not rob the consumer. 

By a militant campaign of seeking contracts, and 
of getting these personally into the hands of the 
1,035 drug store owners of Kansas, the Fair Trade 
committee has operative today 160 contracts with firms 
all over United States, covering with definite manu- 
facturers’ prices some 5,000 items now handled in 
Kansas drug stores. Some of these are of interest to 
stationers and book men, notably those of the East- 
man Kodak Company, the W. A. Sheaffer Pen Com- 
pany, Merriam’s Webster Dictionary, Wahl Company, 
Parker Pen Company, and others. 

According to Mr. Williams, the chain drug stores 
have in Kansas cooperated to the nth degree, not only 
giving compliance to all prices, but threatening, 
through their home offices, to displace any local man- 
ager found selling Fair Trade contract merchandise 
at lower than stated minimum rates. 

Since under the Kansas law one single signature 
of each company’s contract binds equally all dealers 
handling those products IF they know about the con- 
tract price, every-retailer-signatures are not neces- 
sary; yet Mr. Williams points out that signing makes 
each dealer that much more interested in the law, 
and aware of it. 

Public Is Misled 

Earlier in the day Nate P. Koontz, chairman of the 
Fair Trade committee for the druggists of Kansas, 
pointed out that under the old dog-eat-dog plan of 
competition, if some cut-rater slashed a 50 cent list- 
price seller to 13 cents for a special event, the public 
thought he still made a nice profit on the deal. Con- 
sequently, any dealer who asked 39 cents for the same 
item was thought to be a highwayman. 

Mr. Koontz, paying a tribute to the fairness of 
manufacturers, told the K. B. D. A. membership that 
kindness, patience, and talking it over, accomplishes 
more than abuse or the boycott in seeking contracts 
from the makers and compliance from the retailers. 
He explained that the national Tydings-Miller bill, 
when it became a law, abrogated all the other anti- 
trust laws, and enabled each state law to become 
effective. “We do have a few violations,” admitted 
Mr. Koontz; “but the law against murder is con- 
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siderably older, and it has never ceased to be violated! 
It takes a little time and a great deal of education 
from dealer to dealer.” 


Phil Anderson’s Program 


There is no danger of the Book Dealers’ convention 
going stale with programs for their annual meet. 
Plenty of pertinent questions had been assigned; good 
able persons had been chosen to handle them and, 
in addition, whenever any man had a good merchan- 
dising idea he shared it with the group. Informality, 
surprise, and always good fellowship, were a part of 
the three-day program. Prizes were given in large 
numbers by the manufacturers and appreciated by 
members. Everyone received door attendance favors 
and one or more large prizes. 

E. A. Detrick, of Detrick Brothers’ store in Cald- 
well, Kan., gave straight facts on money derived for 
various political subdivisions under the roof of the 
Detrick store. He pointed out that the seven months 
in which the two per cent retail sales tax has been 
operative in Kansas during 1937 meant $2,233.08 sent 
into the tax commission, costing the store $250.20 to 
collect. 

Resolution to Special Session 


Inasmuch as the Kansas legislature was in special 
session during the Book Dealers’ meet, the dealers 
sent a general resolution and did some personal work 
on the matter of a small remuneration to merchants 
to offset their extra expense in administering the 
sales tax. Charles Mitchell testified that Crane & Com- 
pany has been forced to maintain two extra clerks 
to bring compliance with federal and state new tax 
laws. Senator Walter Keef, himself a book dealer at 
Glen Elder, asserted that merchants have done a 
good collecting job, but always pay more than their 
share for every charitable drive, every church project 
and every school activity. Senator Keef believes a fee 
for administering is legitimate and should be allowed. 

This was the resolution: Be it resolved that the 
members of K. B. D. A. as a body desire the passage 
of Senate Bill No. 33, the act providing for a five per 
cent fee to be retained by the merchant administering 
collection of the State two per cent Sales Tax, and 
Senate Bill No. 40, eliminating the necessity for oaths 
and affirmations relating to the two per cent Sales Tax. 

Regret was expressed that A. S. (Bert) Allen of 
Wichita, former secretary and vice-president of the 
K. B. D. A., was ill and unable to attend. He had never 
missed a meeting in the twenty-two sessions. 


Mended Textbooks Hold Sales 


For years, explained E. E. Bert, Abilene dealer, he 
had sold only new clean sanitary books for school 
use, and prided himself on the fact. Of late, however, 
under the unit plan in Kansas, which makes books 
used chiefly for reference rather than ownership, 
there is such a pressure for used books that Mr. Bert 
decided to accept used books on a trade-in exchange 
basis. 

He issues a sales ticket, keeping a duplicate. This 
may be spent at any time, and helps keep the supply 
business in his store. When books are too old, he 
junks them to get them out of circulation. His plan 
is to sort in three groups. Group 1 contains the books 
which need just clean edges and a little mending. 
These are repaired first so as to be ready for immedi- 
ate resale. Group 2 includes some torn or lost pages, 
which can be supplied from the junkers and put in 
with cellophane tape. In group 3 are texts needing 

(Kansas Meeting continued on page 136) 
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SEATTLE DEALERS BEGIN 1938 ACTIVITIES 


President W. H. Burt of the Seattle Typewriter Deal- 
ers Association started the year of 1938 for the organ- 
ization by appointing nine active committees at the 
January 18 meeting. 

At the January 4 gathering a long letter from the 
secretary of the National Typewriter and Office Ma- 
chine Dealers Association was read. This letter referred 
specifically to the attitude of the national organiza- 
tion on the Fair Trade Law and listed the states in 
which Fair Trade Laws were in existence. 

James C. J. Martin called the attention of the mem- 
bers to the benefits accruing from maintaining a 
membership in the national association and urged 
each local dealer to join. 

Secretary Edward N. Phelan announced at the semi- 
monthly gathering February 1 that high flat allow- 
ances recently offered by a large Seattle department 
store on trade-in typewriters would be discontinued 
in the future. Secretary Phelan, as manager of the 
retail trade bureau of the Seattle Chamber of Com- 
merce, distributed copies of a proposed business and 
occupational tax measure approved by the City Coun- 
cil. This measure has since been vetoed by Mayor 
John Dore. 

New trade-in and suggested repair schedules will be 
submitted to the members for approval at the next 
meeting, according to Chairman D. H. Johnson. He 
is being assisted in making up the schedule by H. O. 
Harvey and Wayne Haines. 

The following committees and personnel were an- 
nounced by President Burt: 

Adjustment and fair practice: F. B. Eylar, chair- 
man; L. Roper, E. L. Goss, and R. B. Wells. 

Attendance: U. G. Moore, chairman; R. B. Wells, 
F. B. Eylar, H. O. Harvey, and J. C. J. Martin. 

Entertainment: E. L. Goss, chairman; L. Roper. 

Executive: W. H. Burt, chaiman; H. O. Harvey, 
D. H. Johnson, F. B. Eylar, U. G. Moore, and F. H. 
Norby. 

Executive committee—retail trade bureau: W. H. 
Burt, president, and H. O. Harvey, past president. 

Membership: F. B. Eylar, chairman; U. G. Moore, 
and R. B. Wells. 

Manufacturers’ advisory: F. B. Eylar, chairman; 
F. H. Norby, F. G. Fink, and F. J. Weiss. 

Publicity: J. C. J. Martin, chairman, and D. H. 
Johnson. 

Schedule repairs, sales prices: D. H. Johnson, chair- 
man; H. O. Harvey, and Wayne Haines. 

A copy of these appointments was ordered sent to 
each member. Secretary Phelan, in commenting on 
the appointment of the committee, requested the mem- 
bership and attendance committees to work closely 
together in order that the association might become 
more efficient. 

A poll of the membership relative to business con- 
ditions during December and the first month of 1938 
disclosed that there was a decided “recession” the last 
month of 1937 and a pronounced increase in portable 
typewriter sales the first month of the year by a 
majority of the dealers—JCJM 
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STATIONERS GUILD MEETING DRAWS 
SEVENTY-FIVE 
Seventy-five sales people attended a sales conven- 
tion and dinner held by New York members of the 
Stationers Guild of America at the Commodore hotel, 
February 3. The meeting, which was held under the 
direction of Henry Frank and Al Williams, the latter 
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COMMUNICATIONS 


the Mimeograph is a wide-range disseminator 
of messages. And this latest model has raised the 
fine art of duplication to new heights. Its match- 
less precision is reflected in clean-cut work—bet- 
ter sales letters, office and factory forms, records, 


and countless other items of modern business usage. 


A saver of money—and time! Fine prints fast, at 
better communica- 


low cost, in quantities unlimited 
tions now. For particulars as to what the Mimeograph 
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general manager of the Guild, was featured by the 
appearance of several speakers who delivered ad- 
dresses on the making and selling of Guild merchan- 
dise. 

On January 28 the Guild officials gave a dinner to 
its members at the Emerson hotel in Baltimore. Those 
present, all of whom took part in an enthusiastic busi- 
ness meeting following the banquet, were: 

J. G. Kaufman, R. L. Thomas, John Link, Jr., and 
P. J. Ijams, of Lucas Bros., Inc.; Edwin J. McLaughlin, 
Meyer & Thalheimer; John G. Hullett, Baltimore 
Office Supply Company; Edwin J. Hoffmaster, Balti- 
more Stationery Company; Earle C. Richardson, 
J. Edward Richardson & Company; Joseph C. Kearney, 
Dulaney-Vernay Company; W. Booth Settle, Commer- 
cial Printing & Stationery Company; William Fink, 
Price Company, and C. M. Falconer, Falconer Com- 
pany. 
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CHICAGO TYPEWRITER MEN DISCUSS STOLEN 
MACHINES PROBLEM 

At the regular monthly meeting of the Chicago 
Typewriter Dealers’ Association held Tuesday evening, 
February 8, two out-of-towners were present. Sam 
Hutter, retiring president of the Typewriter and Office 
Machines Dealers’ Association of New York, and his 
brother were introduced. The former reminded the 
Chicago men of the National typewriter convention 
scheduled for New York City next summer and urged 
those present to attend. 

Following a discussion of the stolen machines prob- 
lem, it was decided that the secretary list machines 
taken and send copies of the list to each member of 
the local association, to the secretary of the National 
Typewriter & Office Machines Dealers Association and 
to the secretaries of the Milwaukee and New York 
associations. This service is to be rendered to non- 
members in Chicago only once. If the non-member 
responds affirmatively to the invitation to become a 
member, he will, of course, be kept informed. The 
secretary was instructed to write to all typewriter 
manufacturers each month requesting a list of stolen 
machines to be included in the report distributed by 


the association. 
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HUGER HEADS NEW ORLEANS STATIONERS 


With a record turnout of the membership on hand 
to take part in the proceedings, the annual election 
of officers of the New Orleans Stationers and Office 
Equipment Association was held January 11. Those 
named to govern the organization for 1938 were: 

President, Killian Huger, vice-president of the Garcia 
Stationery Company, Ltd., New Orleans; Vice-presi- 
dent, Henri Petetin, president of Henri Petetin, Inc., 
New Orleans; Secretary-treasurer, Harold J. O’Donnell, 
secretary-treasurer of O’Donnell Brothers, New Or- 
leans. 

In addition to the above officers the following were 
elected to the board of governors: James J. Flotte, Jr., 
Perry & Buckley Company, Ltd.; Ralph S. Lehman, 
Remington Rand, Inc., and W. E. Eldridge. Mr. Eld- 
ridge was re-elected assistant secretary. 
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GEORGIA STATIONERS MEET 
The Georgia Stationers’ Association held its spring 
meeting at the Hotel Dempsey, Macon, Friday, Feb- 
ruary 11, with stationers and office appliance men 
from all parts of the state in attendance. Two ses- 
sions were held, one in the morning and the other 
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in the afternoon, with a short intermission at one 
o’clock for luncheon, the time being occupied in a 
discussion of sectional and individual problems of the 
stationers and office outfitters attending. The asso- 
ciation voted to hold its annual meeting and election 
of officers in Macon on Friday, April 22. Henry I. Cole- 
man, of Savannah, presided over the meeting —JHR 
m otis 
CHICAGO OFFICE APPLIANCE MANAGERS MEET 
AT MEDINAH 


The February meeting of the Office Appliance Man- 
agers Association of Chicago was held on the evening 
of Friday, the eleventh, at Medinah Athletic Club. 
William H. Ireland of the Todd Company, vice-presi- 
dent of the organization, presided in the absence of 
President A. H. Foxcroft of L. C. Smith & Corona 
Typewriters Inc., who was at home recovering from a 
siege of pneumonia. W. H. Parkin of the Ticketo- 
graph Division of International Business Machines 
Corporation, a newcomer to Chicago, explained briefly 
the functions of the equipment which he sells. This 
was followed by round table discussions on sales meet- 
ings and daily call reports, both old subjects but with 
new settings. Several subjects developed in the dis- 
cussions were held over as topics for the March 


meeting. 
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WALDER ADDRESSES NEW JERSEY STATIONERS 

J. J. Walder of the Boorum & Pease Company was 
the guest of honor and speaker of the evening at a 
meeting of the Stationers Association of Northern 
New Jersey at the Hotel Douglas, Newark, on Feb- 
ruary 14. 

Mr. Walder spoke at length on “Fair Trade Prac- 
tices,” a matter which is holding the interest of sta- 
tioners in every state at the present time. There 
was a large turnout for the meeting and everyone 
listened with interest to Mr. Walder’s message. 

The next meeting of the association is scheduled 
for March 17—St. Patrick’s Day. This gathering will 
be the organization’s annual banquet and it is ex- 
pected that the total attendance will set a record. 

———— © 


N. Y. STATIONERS SQUARE CLUB DINE AND DANCE 


In the beautiful setting of the Empire room of the 
Waldorf-Astoria hotel in New York City, over 200 
members and guests of the Stationers Square Club of 
New York City thoroughly enjoyed the annual dinner 
dance on Saturday, February 26. 


A reception was held in the West foyer and one of 
the adjoining rooms where guests had ample oppor- 
tunity to get acquainted. It was apparent that con- 
versation sharpened appetites as well as wits for there 
was no delay in answering the summons for dinner. 


The dinner was most delectable and the orchestra in 
perfect rhythm. Full enjoyment of neither was inter- 
rupted by speechmaking except for a popular and 
brief address made by Sheppard Broad, financial sec- 
retary of the club who, being introduced by President 
Henry Bowman, presented Past President Benjamin 
Josephson with a beautiful watch—a token of esteem, 
affection and appreciation from the Club for his en- 
thusiasm and loyalty while occupying the chair last 
year. The which Mr. Josephson accepted graciously. 

It was a jolly evening and came to a close all too 
soon but not before all realized and acknowledged 
their debt to the entertainment committee for their 
successful efforts. 
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(Connecticut Stationers Meeting—Continued from 
rage 52) 

As one of the original group who formed the asso- 
ciation F. B. Towne, president of National Blank Book 
Company, was called upon for remarks. He spoke 
briefly of his pleasure at having been one of the orig- 
inal group. 

The next speaker, Harold J. Hampton, president of 
The National Stationers Association—the assembly 
recognized by rising in their applause. Mr. Hampton 
acknowledged their greeting with appropriate remarks 
and then plunged into a very interesting discourse 
on “Gross Sales or Gross Profits.” 

In introduction, Mr. Hampton reminded that there 
were two distinct types of customers: 1. Large users 
who will buy the consumable articles at a price regard- 
less, but who are also found to be good prospects for 
the small stationer because they will pay for service, 
and 2. The average customer who will pay a fair price 
for everything he buys because he is personally inter- 
ested in the dealer’s welfare. 


Two Groups of Stationers 


Likewise, Mr. Hampton declared that stationers can 
be divided into two distinct groups: 1. The super- 
stationer who is vitally interested in volume business 
at short margin, and 2. The garden variety stationer 
who is interested in the average sale. This latter 
group he called the backbone of the business and the 
unit that puts forth the real selling effort that makes 
a market for goods. 

Most management troubles, stated Mr. Hampton, 
develop from sales quotas. When a man starts in 
business he sets his goal on a certain amount of 
money he expects to net for himself—not on the 
amount of goods he can sell, but on what he can 
net from the goods he sells. Plotting a retail business 
on sales quotas in an attempt to attain a certain vol- 
ume may lead to trouble. In the first place, sales 
quotas tend to encourage salesmen to sell the easiest 
merchandise in large quantities, thus to reach their 
own quotas as quickly as possible. “But,” says Mr. 
Hampton, “we can pay for nothing, our bills, rent, 
salaries, etc., out of gross sales. These obligations 
are paid for out of gross profit.” So only two figures 
should interest a dealer at the end of every month— 
gross profit and net profit, he contended. 

Mr. Hampton offered an alternative for the usual 
method of computation of sales quotas for dealers’ 
salesmen. Instead of breaking down gross sales, he 
suggests that quotas for salesmen be based on gross 
profit. When salesmen know their records are judged 
on gross profits rather than gross sales, they begin 
to thumb through your catalogues looking for the long 
profit lines—it makes them study. As the idea pro- 
gresses Mr. Hampton’s personal experience has been 
that these salesmen actually begin to sell the bread 
and butter line at good prices, too. His own actual 
experience in quotas of this nature showed a drop 
in merchandise cost from 62 per cent to 56.1 per cent. 

“Drive more profit back into the distribution end 
of the business. If we can just forget gross sales and 
pay particularly close attention to gross profits, we 
will all find some very interesting things in 1938,” con- 
cluded Mr. Hampton. 


Election of Officers 


At this point the Chair opened the meeting for 
nominations for officers for the coming year. The 
nominating committee’s report was read and accepted 
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by unanimous vote of the assembly: 

President, Otto Cavanaugh, Plimpton Manufactur- 
ing Co., Hartford. 

Vice-president, Percy R. Jacobs, John R. Rembert 
Company, New Haven. 

Vice-president, Robert Furlong, Empire Stationery 
Company, Springfield. 

Vice-president, Fred Jeffers, Burt & Jeffers, Hart- 
ford. 

Secretary, Stanley McGar, J. F. Molloy Company, 
Meriden. 

Treasurer, S. Ford Chidsey, Bradley & Scoville, Inc., 
New Haven. 

Auditor, Herman W. Weimer, Weimer’s, Bridgeport. 

President-elect Cavanaugh’s acceptance speech was 
the personification of brevity, but effective. 

Mr. Garvin opened his discourse on “What 1938 
Means to the Stationer” by reference to the recent 
conference of small business men and governmental 
officials at Washington. It was his opinion that the 
result of the conference demonstrated conclusively 
that small business cannot be good unless big business 
is good, and that the attempt to separate business into 
two groups was proven fallacious. 

“As I see it,” said Mr. Garvin, “the time is coming 
when we shall have a well ordered scheme of dis- 
tribution with all distributing factors clearly defined.” 
Continuing on this theme he reminded dealers that 
other people were continually struggling to get into 
their customers—to make sales. He reminded them of 
the constant change in the lines they handle and sell. 
He charged them to continue the effort to weed out 
non-profit lines and concentrate on those lines which 
yield a fair profit. He suggested that dealers and 
manufacturers stick to their last and stimulate their 
efforts on the lines they have rather than attempt to 
take a portion of the other fellow’s business. “The 
sooner we return to our old standards of business pro- 
cedure and ethics, the better off we will be,” he said. 

In closing he declared that the outlook for 1938 will 
be as good as we make it. The situation today is much 
different than in the beginning of the last depression. 
The banks are all in good shape—no nation in the 
world has the consuming power of the United States 
—the opportunity is here and there is no reason why 
we should not look forward to 1938 with optimism, was 
Mr. Garvin’s summation. 

In conclusion he charged management to do a real 
job—discontinue efforts on lines and procedures which 
are not making money and consider all problems and 
judgments in the intent to make money for everyone 
connected with each business. 

The meeting then adjourned for a cocktail hour in 
the main ballroom, where a delicious steak dinner was 
served to hungry guests. The dinner over, President 
Challenger introduced Mr. Garvin again, who enter- 
tained in a humorous vein at which he has no peer. 
Mr. Hampton, being called on for a parting greeting, 
said he was sent down into New England to get some 
of the atmosphere and he believed he had succeeded. 

The balance of the evening was pleasantly spent 
viewing an entertainment and in companionship over 
the cups. Our friends, Messrs. Tom Stonhouse, W. A. 
Sheaffer Pen Company, and John J. McDonald, pre- 
sented some vocal selections—all old favorites of the 
group. 

The committee headed by Gustave Fischer, The 
Gustave Fischer Company, Hartford, is to be con- 
gratulated in making this twentieth anniversary din- 
ner and meeting of the Connecticut Valley Stationers 
Association a real success. 
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Is Adjustable 
Up and Down. 





Ue Goodtorm (omeont Master 
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. Us made for 






The Goodform Comfort Master is the newest item in General 
Fireproofing’s long list of sales stimulating ideas that create 
dealer acceptance. 


To your customer, the Goodform Comfort Master assures per- 
sonalized comfort, practical posture, universal adjustability, air 
conditioned upholstering—plus a confidence in the service you 
will render him in the future. 

The Goodform Comfort Master is made of aluminum, satin 
finished and carries a ten year guarantee. Advanced in design, 
appearance and comfort, the Goodform Comfort Master is de- 
signed to lead in today’s sales opportunities. 


Tell your customer about the Goodform Comfort Master free trial offer. 


The Chair Back The Back rest, 
The Seat and 
Is Adjustable Pivoted In a . 
: Back Tilt 
Forward and Frame, Is 
Together. 


Backward. Adjustable. 





THE GENERAL HIREPROOFING CO. Youngstown, Ohio 


METAL BUSINESS EQUIPMENT: ALUMINUM CHAIRS « STEEL DESKS « TABLES «+ FILING EQUIPMENT ° 
SUPPLIES * SAFES « STORAGE CABINETS «+ STEEL SHELVING « SPECIAL BUILT TO ORDER EQUIPMENT 
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National Association News 


Information Concerning the Activities of the National Stationers Association 


President: Harold J. Hampton, In- 
dianapolis Office Supply Com- 
pany, Indianapolis, Ind. 


Vice-President & Chairman Distrib- 
utors Division: Edward H. Wob- 
ber, Wobber's, Inc., San Francis- 


co, Calif. 


Vice-Chairman Distributors Division: 
Morris E. Hansell, Il, F. F. Hansell 
& Bro. Ltd., New Orleans, La. 


Vice-President & Chairman Manu- 
turers Division: R. A. Maish, Den- 
nison Manufacturing Company, 
Framingham, Mass. 


OFFICERS 


Vice-Chairman Manufacturers Divi- 
sion: Craig Sheaffer, W. A. Sheaf- 
fer Pen Company, Fort Madison, 
la. 

Vice-President & Chairman Office 
Furniture & Office Outfittings Di- 
vision: Charles W. Roth, Roth Of- 
fice Equipment Company, Dayton, 
Ohio. 

Vice-President & Chairman Manufac- 
turing Stationers Division: W. L. 
Jaques, Jaques & Company, New 
York City. 

Vice-President & Chairman Sales 
Managers Division: Harry Tehan, 
Charles M. Higgins & Company, 
Brooklyn, N. Y. 


REGIONAL GOVERNORS 


Vice-President & Chairman Field 
Division: Charles G. Consodine, 
Wallace Pencil Company, Chi- 
cago, Ill. 

Vice-President & Chairman Whole- 
salers Division: John Ford, Jr., 
Peterson Lithograph & Printing 
Company, Omaha, Neb. 

Treasurer: W. E. Stockett, Jr., Stock- 
ett-Fiske Company, Inc., Wash- 
ington, D. C. 

Auditor: Woodson P. Waddy, Ever- 
ett Waddey Company, Richmond, 
Va. 


General Manager 
Charles P. Garvin. 


& Secretary: 





No. I: Edgar M. Berry, 
Berry Paper Company, 
Lewiston, Maine. 

No. 2: A. G. Preston, Utica 
Office Supply Company, 
Utica, N. Y. 

No. 3: Dan Smith, Jr., Smith 
Printing Company, Wil- 
liamsport, Pa. 

No. 4: (Western Division) 
Paul W. Bumbarger, Bum- 
barger's, Hickory, N.C. 


No. 4: (Eastern Division) 
J. L. Griffith, Halsey & 
Griffith, West Palm Beach, 
Fla. 


No. 5: K. L. Boyer, Newell 
B. Newton Company, To- 
ledo, Ohio. 


No. 6: Fred Tracht, Univer- 
sity of Chicago Bookstore, 
Chicago, Ill. 








No. 10: Gus C. Lipp, W. H. 
Kistler Stationery Com- 
pany, Denver, Colo. 


No. Il: W. J. Ortel, Shaw 
& Borden Company, Spo- 
+kane, Wash. 


No. 12: J. A. Parsons, Smith 
Bros., Oakland, Calif. 


No. 13: A. J. Kerin, Tower 
Bros. Stationery Company, 
New York, N. Y. 


No. 7: V. A. Hanson, Brown 
& Saenger, Inc., Sioux 


Falls, S. D. 


No. 8: Gerry Manning, Jop- 
lin Printing & Stationery 
Company, Joplin, Mo. 


No. 9: Russell Grieve, Mav- 
erick-Clarke Lithograph- 
ing Company, San Anto- 
nio, Texas. 


General Offices and Information Bureau, 740 Investment Building, Washington, D. C. 


Place and Date of Next Annual Convention—Chicago, Sept. 26, 27, 28 and 29. 


LAST CALL FOR NINTH DISTRICT MEETING 


R. P. Grieve, vice-president and general manager of 
the Maverick-Clarke Litho Company, San Antonio, 
Tex., and governor of the ninth district, National Sta- 
tioners Association, has issued an urgent appeal to all 
members, and others, associated with the stationery 
and business equipment trades, to attend the annual 
convention of this district to be held in Fort Worth, 
March 22 and 23. Headquarters will be at the Black- 
stone hotel, and a program of unusual educational 
and constructive value has been arranged. 

“We are looking forward to a most successful meet- 
ing,” Grieve stated. “There are a number of interest- 
ing features which will be brought out at this meeting 
for the first time, which will prove of unusual interest 
and value to stationers and business equipment dealers. 

“With business conditions being what they have 
during the past three months, and with the outlook 
still uncertain, every member of the stationery and 
business equipment field owes it to himself and his 
business to attend this meeting and find out every- 
thing that will enable him to conduct his business 
through another year with profit and restored confi- 
dence.” 

Mr. Grieve declared that local dealers and associa- 
tion members have pooled their efforts towards mak- 
ing visitors and their ladies remember the event. 


PATTERSON TO ARRANGE PARTY FOR FOURTH 
REGIONAL MEETING 

Alex Patterson, manager of the All-Steel-Equip Com- 
pany’s southern district at Birmingham, Ala., has been 
appointed chairman of a party which the Southern 
Travelers Club will give during the fourth regional 
meeting on May 26 and 27. 

According to present plans the club will entertain 
the delegates to the regional meeting on the opening 
night. This event will be known as the Southern Trav- 
elers party and, under the guidance of Mr. Patterson 
and his committee, will be a fitting and typically 
Southern welcome to the visitors when they gather in 
Birmingham. 

It is expected that as Mr. Patterson’s plans for the 
show progress, they will be reported here from time 
to time. 

SIXTH REGIONAL MEETING CHANGE 
ANNOUNCED 

A change in the time and place of the sixth regional 
meeting has been announced by Fred Tracht, governor 
of the district. Previously the meeting was scheduled 
for the Plankinton hotel, Milwaukee, on April 20 and 
21. By the new decision, however, it will be held in 
the Palmer House, Chicago, on April 19 and 20. 
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MONROE ADDING-CALCULATOR 
The Worldi Standard Figuring Machine 





) 
. wc pivisi™ More than quarter of a century of concentration on machines 
4 weaver “iC for business figuring has made the name Monroe stand for a 
| and quiet world-wide figure service. 
. gore Today Monroe offers a full line of adding-calculators, 
e adding-listing, posting, and bookkeeping machines—plus the 
experience to adapt the correct machine to your individual 
figure work. 
The simplicity of Monroe operation, the sturdy quality of 
Monroe construction, and the continuity of Monroe service 
y have won for Monroe its fine reputation in the business world. 
ir 
4 MONROE CALCULATING MACHINE COMPANY 
n 


General Offices: Orange, New Jersey 

















BOMBERS 


are made for destruction: carbon copies for preservation. 


But they have this in common: They've got to be pre- | 


cision instruments. 
A fading carbon is risky as a fading engine. Missing 
data hurts like missing cylinders. 


The mighty bomber, the humble carbon. Which has 
the greater capacity for trouble? Watch your specifica- 
tions: 


PANIRA Carbon Sheets will never let you down. 


LEARN TO 


IDENTIFY 


PANIRA 


Carbon Paper 
MANIFOLD SUPPLIES COMPANY 


Manufacturers of 


PANAMA and BEAVER—"'The Line that Can't Be Matched” 
BROOKLYN, N. Y. 





188 THIRD AVENUE 
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HIGGINS PACKAGING WINS ALL-AMERICA AWARD 


The redesign of the Charles M. Higgins & Company 
line of drawing inks, writing inks, pastes and mu- 


| cilages was given the silver award in the family group 
of the 1937 All-America Package Competition spon- 


| sored by “Modern Packaging.” 


The redesigning was 


| accomplished by using throughout an identifying color 





circle carrying the Higgins logotype. 

Infinite thought was given to this job. In the case 
of the drawing inks, for example, the exact hue of the 
color of the ink was emphasized. Here the color circle 
was left without any printing on it, the Higgins logo- 
type and the other identification being placed directly 
beneath on the cartons and directly to one side on the 
bottles. This makes it possible to identify immediately 
the proper color from the Higgins color card, by com- 
paring the large color circles. In this connection, also, 





SILVER AWARD MATERIAL.—This fine looking display 
of Charles M. Higgins & Company recently won All- 
America packaging award. 


the drawing ink bottles and stoppers have been 
streamlined for better appearance and to permit them 
to be opened using only one hand. All the cartons are 
black, with the color circle carried prominently on top 
and front. Directions and instructions are carried in 
white relief panel on the back and bottom. 

The redesigned writing inks are practical and at- 
tractive. On each bottle, the circle of brilliant color 
used, combined with a matching colored metal cap, 
serves to intensify the color of the ink. Here the color 
circle itself carries complete and most simple identifi- 
cation—the Higgins logotype, the color and stock 
number of the ink. The shape of the bottles has pur- 
posely been made cubical so that they can be stacked 
on top of each other and packed economically, elimi- 
nating the carton around each bottle. 

For the Higgins pastes and mucilage, the same iden- 
tifying motif was continued successfully on metal 
lithographed cans, opaque and transparent glass jars, 
and even on the collapsible tubes adopted for the 
drawing board paste and photo paste. 

Perhaps the most valuable asset of the new pack- 
ages is the fact that they lend themselves, in a num- 
ber of ways, to attractive mass counter and window 
display. The drawing ink line is merchandised in dis- 
play containers which carry a wheel of Higgins colors 
on the display panel. This harmonizes with any 
grouping of the individual cartons and drawing ink 
bottles, as well as tying up with Higgins advertise- 
ments, stationery and direct mail literature. 










ILLINOIS 






BY 
A SALES-MINDED 
FORTUNE TELLER 













AURORA, 


| A NEW ..;.-: AURORA FILE LINE 


(WATCH FOR THE ANNOUNCEMENT) 


A NEW FILE CONSTRUCTION PRINCIPLE 


(INCLUDES S58 SALES POINTS) 


) A NEW PROFIT OPPORTUNITY FOR DEALERS 


(GET READY TO CASH IN ON IT) 


STEEL FILING EQUIPMENT—LOCKERS—CABINETS—SHELVING 
618 JOHN ST. 


ALL-STEEL-EQUIP COMPANY, INC. 





. If you are interested in increasing your sales and profits in 1938, you 

: will be interested in the A-S-E announcement to be made soon. It 
will contain information about a new line packed full of sales points 

: that assure easier selling and faster turnover. 

‘ Don’t miss this unusual opportunity. See the April issue of 

- OFFICE APPLIANCES—then act fast. 

s 

y 
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HATCH FOR THE ANNOUNCEMENT 
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SHEAFFER PROMOTES PETERSON TO NEW 


Your Customers neni 


A. I. Peterson, since 1934 a representative of the 
W. A. Sheaffer Pen Company, Fort Madison, Ia., last 


rn ad Cc £ ' | r) » month was given a substantial promotion when he 
ee | | Os was transferred to the South Side Chicago territory. 














Youneed Business 













Acco has the smartest, most prac- 


tical catalog cover on the market. 



































This is your opportunity. 





se e Leaf Items 


: GUARANTEED | oos 


ness Purpose 





A. I. PETERSON 


This district consists of everything south of the Loop 
| and east to, and including, South Bend, Ind. 


Mr. Peterson was formerly connected with the Sta- 
tioners Corporation, Los Angeles, under Harry Mor- 
STATIONERY CO. — /gan and Omar Boyd, doing outside selling for the 

ST.LOUS, HO. | company’s school supply department. After four years 
there he was employed by the Sheaffer Company in 
1934 to do special work between Los Angeles and Fort 
Madison and, for about three months, in Milwaukee 
and Chicago. Later he was appointed territorial man- 
ager for Michigan, a position he held until his recent 
promotion. 





(SKINNER 





———_-—e 








NATIONAL SCHOOL ASSOCIATION HOLDS 
CONVENTION 
+e of catalogs are issued A large and diversified display of office equipment, 
machines, furniture and supplies marked the twenty- 
every year and more and more the : , , 
; : , first anniversary convention of the National School 
value of the loose-leaf catalog is being Supplies and Equipment Association held at the Palmer + 
appreciated. The Accopress Binder in | House, Chicago, February 21 to 24. 
black, red, blue, green and gray press- The various displays were in individual rooms of the 
board, either embossed or printed, pro- | hotel and occupied the entire tenth floor to which thr 
admission was by pass only. From the opening hour of 
the conclave to its official close in the evening of 





vides an exceedingly smart and eco- 
nomical binding medium. 


February 24 a steady stream of visitors and buyers kept Cdr 
Orders run into real quantities. Here | those in charge of the exhibits busy. 
is a field that you should cultivate. Among the office equipment manufacturers who rer 
maintained display rooms were the following: 
Acco Binders are being sold every day American Pencil Company, American Seating Com- 
for catalog covers. Are you getting | pany, Automatic Pencil Sharpener Company, The libe 
your share? George F. Cram Company, Ditto, Inc., Joseph Dixon 


Crucible Company, Eagle Pencil Company, Eberhard 
Faber Pencil Company, Esterbrook Steel Pen Manu- 


facturing Company, Heyer Corporation, Charles M. 
Higgins & Company, Inc., C. Howard Hunt Pen Com- 
pany, Ideal School Supply Company, Imperial Desk 


Company, Indiana Desk Company, Jasper Chair Com- 


PRODUCTS. ING, | 2229, Jasper Seating Company, Kewaunee Manufac- 


turing Company, Levison & Blythe Manufacturing 








39th Ave. & 24th St., Company, New Indiana Chair Company, Norcor Manu- 

ae . nw facturing Company, Sanford Manufacturing Company, 

Long Island City »N.Y. Speed-O-Print Corporation, Spencerian Pen Company, 

Canada: England Superior Type Company, Tell City Chair Company, Tell 

Acco Canadian, Ltd. Acco Company, Ltd. | City Desk Company, Wallace Pencil Company and the 
Toronto London Weber Costello Company. 


| Distributors, too, turned out in large numbers for 
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¥ Silk hats and ermine turn out to honor the boy virtuosoe He draws his bow across his violin and the audience 


thrills to his masterful performancex In thousands of business offices throughout the Nation OLD TOWN Ribbons and 


carbon papers give a star performance every day It’s this superlative quality which has established the OLD TOWN 


reputation . . . which has made OLD TOWN such a profitable line for Dealers to handlex If you are interested in 


liberal profits, plus a warm, friendly business relationship, write today for details of our exclusive franchise in your city* 


COMPANY INCORPORATED 


JOHNSON AND PRINCE STREETS BROOKLYN, NEW YORK 
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MODEL D-30 DESK STAPLER $2.25 


In every respect these are the very finest Desk 
Staplers NEVA-CLOG has ever offered. They have 
the accuracy of a watch and the durability of a pro- 
duction machine. Ease of operation and dependa- 
bility will gratify the most exacting. Value is evi- 
denced by GUARANTEED PERFORMANCE. Attrac- 
tive modern design blends with the best appointed 
office accessories. 


POUND THEM—tThese machines are made strong 
enough to stand the rigors of constant daily use, or 


PRESS GENTLY—they operate with ease and surety. 


At new reduced prices these machines offer | 


GREATER VALUES. 


MODEL D-40 DESK STAPLER $3.25 


Free displays, imprinted folders and 
other sales helps bring in con- 
sumer business. 


WRITE US FOR DEFINITE SUGGESTIONS 


NEVA<LOG PRODUCTS, Inc. 


BRIDGEPORT. CONN. 





| salesman-mechanic. 
| Elliott Fisher Company and, still later, spent about 
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the exhibition of new merchandise, some registering 
at the hotel from as far away as Los Angeles, Denver, 
and Portland, Ore. Among representatives of distrib- 
uting companies well known in the industry were the 
following: 

Will A. Beach Printing Company, Sioux Falls, S. D.; 
Blackwell-Wielandy Company, St. Louis; Boren & 
Malone, Wewaka, Okla.; Buxton & Skinner, St. Louis; 
The Caxton Printers, Caldwell, Idaho; Colborn School 
Supply Company, Grand Forks, N. D.; Downs-Randolph 
Company, Tulsa, Okla.; Eau Claire Book & Stationery 
Company, Eau Claire, Wis.; Farnham Stationery & 
School Supply Company, Minneapolis; Holley School 
Supply Company, Des Moines; Kurtz Brothers, Clear- 
field, Penna.; The McGregor Company, Athens, Ga.; 
Metropolitan Supply Company, Cedar Rapids, Iowa; 
Northern School Supply Company, Portland, Ore.; 
Omaha School Supply Company, Omaha; Roberts & 
Meck, Inc., Harrisburg, Penna.; Sioux Falls Book & 
Stationery Company, Sioux Falls, S. D.; Jasper Sipes 
Company, Oklahoma City; Standard Office Supply 
Company, Monroe, La.; Thacher, Inc., Topeka, Kansas. 

The annual banquet, which was one of the highlights 
of the three day convention, was held on Wednesday 
evening, the twenty-third. 

Se 


DUQUETTE JOINS MAURICE C. SMITH COMPANY 

Edward J. (Duke) Duquette, for the past ten years 
in charge of New England territory as district man- 
ager for the Woodstock Typewriter Company, last 
month resigned to assume the position of vice-presi- 
dent and general sales manager of the Maurice C. 
Smith Company, Inc., Providence, R. I. 

Mr. Duquette’s name has been synonymous with 
typewriters for many years. In 1906 he started with 
the Smith Premier Typewriter Company in Provi- 











EDWARD J. DUQUETTE 


dence. When the company merged with Remington 
Rand he was sent to Fall River, Mass., as combination 
Later he joined the Underwood 


ten years with L. C. Smith & Corona Typewriters 
Inc. at Providence, Atlanta, Ga., where he supervised 
the branch, and Boston. 

In his new work Mr. Duquette will cover an exten- 
sive field for his company, which is one of the largest 
office equipment firms in New England. 

SEEN dite cee eee 

THREE NEW COLORS FOR WRENN BLOTTERS 

Three new colors have recently been added to the 
line of attractive tints available in the enameled 
blotting paper of the Wrenn Paper Company, Middle- 
ton, Ohio. They are goldenrod, turquoise and orange. 
Samples will be furnished on request. 
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Indexing buides 


See Next Page 











They Asked for I hem- 


We Made [hem- 
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Hour They are 


| | Taking Them! | 
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CELL-U- SEALED 


Always get wise to everything pertaining 
to their line of business that is new. 


That’s why we have had hundreds of re- 
quests from stationers everywhere to tell ’em 
more about the new Weis CELL-U-SEAL 
process of strengthening guide tabs at very 
little extra expense. 


When they get the ‘“‘feel” of a CELL-U- 
SEALED guide; note how pliable it is and 
that it will ‘‘clean like glass”, the natural 
conclusion is that ‘‘Weis has got something 
there”’. 


We have. 


Let us prove it. 


Monroe Michigan 


New York Chicago Boston 
The Weis Mfg. Co. Associated Stationers Adams, Cushing & 
54-56 Franklin St. Supply Co. Foster, Inc. 





CELL-U- SEALED 
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FORT SMITH LIONS HONOR COHEN 

Louis Cohen, proprietor of the Fort Smith (Ark.) 
Office Supply Company, was the guest of honor at a 
meeting and luncheon of the Lions Club of his city 
last month, and was appointed program chairman for 
the day. The occasion was a double celebration Mr. 
Cohen was holding; the month marking his arrival 
in Fort Smith thirty-three years ago and the opening 
of his business nineteen years ago. 





GENTLEMEN, BE SEATED!—This troupe of thespians recently 
staged a splendid minstrel show at the Royal Typewriter Com- 
pany’s plant at Hartford, Conn. They are all company em- 
ployes and the show was sponsored by the Royal Fife & Drum 
Corps, a company organization. 
ee 


SIMPLIFIED TYPEWRITER KEYBOARD 
GAINING FAVOR 

Since the Dvorak-Dealey simplified typewriter key- 
board was developed by Dr. August Dvorak and Dr. 
W. L. Dealey at the University of Washington, Seattle, 
in 1932, the simplified keyboard has been receiving 
increasing approval and usage. Despite certain obvi- 
ous advantages, progress is, of necessity, somewhat 
slow because of the wide spread prevalence of the 
standard keyboards on machines in use. Adopting a 
new keyboard in such cases would involve unlearning 
a method of typing before acquiring facility with 
the new. 

Gertrude C. Ford, instructor of typewriting at Grove 
City College, Grove City, Penna., who has long been 
actively associated with the movement toward sim- 
plifying the process of typing, makes some interest- 
ing comment in an address entitled, “The Dvorak- 
Dealey Simplified Typewriter Keyboard and Teaching 
Typewriting in the Light of Recent Research.” She 
points out that only thirty-two per cent of typing is 
done on the “home row” of the Universal keyboard, 
whereas seventy per cent is the figure when the 
Dvorak-Dealey keyboard is used. “The upper row on 
the Simplified keyboard gets only twenty-two per cent 
of the total typing load, whereas, on the Universal 
keyboard it accounts for fifty-two per cent of the 
stroking load.” 

Miss Ford’s master’s thesis at the University of 
Washington in Seattle in 1928 was entitled, “A Study 
of Typewriting Errors.” This study interested Doctor 
Dvorak because it revealed the most frequent typing 
errors as occurring in the easiest words of the English 
language. Doctor Dvorak’s interest eventually resulted 
in the development of the Simplified keyboard. 

Comparative studies of the two keyboards used in 
training typists indicate that only half as much time 
is necessary to acquire proficiency with the Simplified 
keyboard. It is apparent that time and money can be 
saved in the learning process, but the typist upon 
entering the commercial world would be faced with 
the problem of securing a machine with the Simplified 
keyboard, while the accepted standard is still the 
Universal. 


Typewriter manufacturers will provide machines 


Many brands ... many weights 


many colors ... many finishes... 
unified under our new general trade- 
mark, so that M & V experience and 
care are at once identified with what- 
ever sub-brand you may be pushing. 


THOUSAND-AND-FIVE PRODUCTS EXCEL! 
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MITTAG & VOLGER, Ine. 


Principal Office & Facteries: Park Ridge, New Jersey 


Sales Agencies in Leading Cities the World Over 




















A 
Noiseless 
with 
PRICE 
APPEAL 





NOISELESS REMINGTON 


FACTORY RECONDITIONED 





Here’s your chance to provide your trade 
with a real bargain and at the same time 
net yourself a nice profit. The public wants 
Noiseless typewriters. Every day, more 
and more offices are equipping 100°, with 
the Remington Noiseless. So are commer- 
cial schools throughout the country—and 
they always follow the trend of business. 
Here is an opportunity to give the public 
what it wants. The reconditioned Rem- 
ington‘6”’ is a bargain that will be 
snapped up quickly. It’s the best recon- 
ditioned buy in the market. 





Write for prices. They net you an attractive profit. 
{dditional discounts in lots of 5 or more, one ship- 
ment, one billing. Act now. Write, phone or wire 
your order today. 


AMERICAN WRITING MACHINE CO. 


117 WORTH ST. NEW YORK, N. Y. 











Est. 1880 
BRANCHES IN PRINCIPAL CITIES 
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with Universal keyboards on order and at an addi- 
tional cost. Universal keyboard machines in use can 
be changed to the Simplified keyboard, but again cost 
is a factor. For home or individual use, there are no 
real obstacles in the way of adoption of the Simplified 
keyboard. In the business world, the difficulties are 
substantial and will doubtless continue to impede the 
rapid acceptance of the Simplified keyboard. 


se a ig 
QUINLAN MODERNIZES CHICAGO PLANT 


Robert P. Quinlan, president of Quinlan, Inc., 647-53 
West Randolph street, Chicago, last month announced 
the completion of a thorough modernizing of the plant 
in which a new white duplicating roll and other sup- 
plies are manufactured. 


With the new equipment and improvements to the 


| 

















ROBERT P. QUINLAN 


plant the company is in a position to considerably 
increase its output and serve its customers to better 
advantage than ever before. One of the major im- 
provements provided by the new setup is the greatly 
increased space which now leaves plenty of room for 
expansion. 

Mr. Quinlan possesses an impressive record in the 
manufacture of duplicating rolls and other supplies 
gained over a number of years in the field. 


—__— 9-9 


LIBBON ADDRESSES GREIST NEW YORK DEALERS 

That poor lighting is one of the major causes of ill 
health among office workers was the statement of 
Joseph A. Libbon of the Greist Manufacturing Com- 
pany, when he recently delivered an address before a 
large crowd consisting of Greist dealers in the Metro- 
politan New York area. 

Mr. Libbon explained that this fact was established 
following a survey made by the Northwestern National 
Insurance Company among 1,286 women in twenty- 
four cities and 1,282 men in twenty-five cities. Women 
office workers, the survey showed, placed ventilation 
first and lighting second in naming currently bad 
conditions, while the men rated poor ventilation first, 
dust second and lighting third. 


—_—_——__§o—a—-9—______ 


FORSTER HEADS REYNOLDS & REYNOLDS 


L. H. Forster has succeeded E. S. Reynolds, Jr., who 
recently resigned as president of the Reynolds and 
Reynolds Company, Dayton, Ohio, manufacturing sta- 
tioners and lithographers. New policies for 1938 in- 
clude group insurance with full coverage and bonus 
participation for each employe annually, and a week’s 
vacation with pay.—AK 
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“Gentlemen: 


“We have steel wardrobes to hold children’s coats in this building 
with your name plate on the door of each wardrobe. 


“T don’t doubt these wardrobes are 30 years old (since erection 
of the building) and have received and needed practically no 
repairs but the day has finally arrived when we'd like a service 
man to call. 


“Thank you for putting in wardrobes that are wardrobes.” 
(signed) Public School Engineer 


This letter received by Art Metal, dated February 9, 1938, 
from New York City is an unsolicited testimonial to Art 
Metal quality. 


“THANK YOU-FOR WARDROBES 
HAT ARE WARDROBES!” 


Steel equipment, whether desks, files or wardrobes, does not 
give satisfactory service under hard usage for thirty years 
without repairs simply because it is steel. That kind of 
performance must be planned and built into it by the maker. 
Art Metal’s “value with economy” policy was expressed in 
its first metal office equipment products in 1888 and it is the 
guiding policy of Art Metal products of 1938. 


Customer satisfaction is the biggest “unwritten asset”? a 
dealer has. The name Art Metal means more business to 
Art Metal agents through customer satisfaction. Art Metal 
agents have a complete line of high grade office equipment 
that meets today’s every need in efficiency and moderniza- 
tion. Agency Division, Art Metal Construction Company, 
Jamestown, N. Y. 





1888 





Art Natal 


Jamestown, New York 
U.S.A. 





1938 






LE YEARS OF SERVICE TO 
Piha Y BUSINESS 


CONSTANTLY IN TOUCH WITH IMPROVED OFFICE METHODS 
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CHAMPION CLASP ENVELOPES 
Made of 


No. 1 Kraft or Manila with well gummed 


are built for strenuous service! 


deep flaps and seams that do a perfect job 


of protecting heavy mail. 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 


Factory at St. Paul 








Birmingham, Ala. 
divisions) J. L. Griffith, Halsey & Griffith, West Palm 
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Calendar of Industry 
Activities 


Chronological Arrangement of Major 
Events For Easy Reference 


March 21 to 23. Wholesale Stationers Association 
convention, The Homestead, Hot Springs, Va. (Secre- 
tary) H. C. Whittemore, 250 Fifth avenue, N. Y. C. 

« » 

March 24 and 25. N.S. A. ninth district meeting, 
Blackstone hotel, Fort Worth, Texas. (Governor) Rus- 
sell Grieve, Maverick-Clarke Lithographing Company, 
San Antonio, Texas. 

« » 

March 28 and 29. N.S. A. eighth district meeting, 
Muehlebach hotel, Kansas City, Mo. (Governor) Gerry 
Manning, Joplin Printing & Stationery Company, 
Joplin, Mo. 

« » 

March 31 and April 1. N.S. A. tenth district meet- 
ing, Antlers hotel, Colorado Springs, Colo., (Governor) 
Gus C. Lipp, W. H. Kistler Stationery Company, Den- 
ver, Colo. 

« » 

April 14 and 15. N.S. A. eleventh district meeting, 
Portland, Ore., and April 16, Boise, Idaho. (Governor) 
W. J. Ortel, Shaw & Borden Company, Spokane, Wash. 

« » 

April 19 and 20. N. S. A. sixth district meeting, 
Palmer House, Chicago. (Governor) Fred Tracht, Uni- 
versity of Chicago Bookstore, Chicago, III. 

« » 

April 22 and 23. N.S. A. seventh district, Nicollet 
hotel, Minneapolis, Minn. (Governor) V. A. Hanson, 
Brown & Saenger, Inc., Sioux Falls, S. D. 

« » 

April 25 to 28. National Association of College 
Stores convention, Palmer House, Chicago, Ill. (Secre- 
tary) Oliver Lott, 18 East Forty-first street, N. Y. C. 

« » 

May 2 to 4. Illinois Booksellers & Stationers Asso- 
ciation convention, Pere Marquette, Peoria, Ill. (Secre- 
tary) Leslie Dunlap, Rockford Printing & Supply Com- 
pany, Rockford, Ill. 


« » 


May 10 to 12. Lithographers National Association 
annual convention, The Homestead, Hot Springs, Va. 
(Secretary) W. Floyd Maxwell, 295 Madison avenue, 
N. F.-©. 

« » 

May 20 and 21. N.S.A. fifth district meeting, Cleve- 
land, Ohio. (Governor) K. L. Boyer, Newell B. Newton 
Company, Toledo, O. 

« » 

May 23 to 26. National Association of Purchasing 
Agents convention, Hotel Jefferson, St. Louis, Mo. (Sec- 
retary) George A. Renard, 11 Park place, N. Y. C. 


« » 


N. S. A. fourth district meeting, 
(Governors eastern and western 






May 26 and 27. 
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straight adding and with direct sub- GUTS 
ADDING 


traction hand and Electric . . . only MACHINES 
R C ALLEN offers such a complete . 
line equipped with VISIBLE DIALS, 
VISIBLE PRINTING and AUTO- 
MATIC CLEAR SIGNALS. 

Also Portable Adding Machines six 
to eight columns... adding cash 
registers in all capacities... and RC 
ALLEN 10 Key Calculators. 


Write for Catalog No. 20 describing the com- 
plete line of R C ALLEN Figuring Machines. 


ALLEN CALCULATORS, INC. 
92 East 40th Street, N.Y. 


3089 


Electric with Subtraction 


S columns adding Q 











ANOTHER Prorit MAKER 


for EXCLUSIVE SHAW-WALKER DEALERS 
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Beach, Fla., and Paul W. Bumbarger, Bumbarger’s, 
Hickory, N. C. 
« 

June 24 and 25. N. S. A. first district meeting, 
Poland Springs, Me. (Governor) Edgar M. Berry, 
Berry Paper Company, Lewiston, Me. 

« » 

July 25 to 27. National Typewriter & Office Machine 
Dealers Association convention, Hotel New Yorker, 
New York City. (Secretary) J. Paul McWilliams, 800 
Grand avenue, Kansas City, Mo. 

« » 

September 26 to 29. The National Stationers Asso- 
ciation convention, Palmer House, Chicago, Ill. (Sec- 
retary) Charles P. Garvin, 730 Investment building, 
Washington, D. C. 





» 


« » 
October 3 to 8. National Business Show. Port Au- 
thority building, New York City. (Secretary) E. O. 
Tupper, 50 Church street, N. Y. C. 


ee 





THE WINNAH!—Here is A. P. Hamill, 
Royal Typewriter Company salesman 
of the Chicago branch where he came 
out on top in a four-month sales con- 
test held by the local office. Mr. 
Hamill is shown with the beautiful 
silver cup which was his prize. 


conaiaiin —>e—__—_ 


NEW BOOK DISCUSSES “WHY PAY TAXES” 

Starting with the premise, expressed in the words of 
Justice Oliver Wendell Holmes, that taxes are a priv- 
ilege—not a burden, the volume entitled “Why Pay 
Taxes,” by David Cushman Coyle, provides an illumi- 
nating discussion of taxes in the language of the lay- 
man for those interested in “the idea of democratic 
taxation as applied to the present-day situation.” 

This book, in pocket size, consisting of 182 pages, is 
intended to serve as a guide to the average voter, who 
—though he is not a tax expert—is called upon to 
judge for or against certain great national policies in 
regard to taxation. 

The author weaves into his exposition many of the 
principles of the proponents of planned economy. He 
covers the various purposes and types of taxation from 
the viewpoints of the “accepted ideas of justice in tax- 
ation”—the benefit theory, the ability-to-pay theory, 
and the general welfare theory. 

Considerable space is devoted to defending some of 
the federal taxes and policies which are now the sub- 
jects of heated controversy. Among these are the capi- 
tal gains tax and the undistributed profits tax on cor- 



































WHAT A GRAND IDEA! 
THIS CHART MAKES IT SO 
EASY TO PICK THE RIGHT 


CARBONS AND RIBBONS 
FOR MY TYPING ! 





Nhe Spencerian 
“PROPER SELECTION CHART” 
helps you do it / 


@ It’s easy to sell more typewriter supplies if you 
make it easy for customers to select the right car- 
bons and ribbons for each job. And that is what 
the Spencerian “Proper Selection Chart’’ does. 


It shows customers at a glance exactly what car- 
bons and ribbons are best for each typing job—for 
the number of copies they wish, for the touch they 
use, for the size of type on their machine, ete. 


Carry the Spencerian Line—with free “‘Proper 
Selection Chart”—and your customers will make 
your store headquarters for carbons and ribbons. 
Because of their high quality—and proper selection 

‘Spencerian carbons and ribbons last longer, pro- 
duce better work and bring repeat orders. 


Remember, the Spencerian Line is sold only 
through recognized dealers. It protects you from 
unscrupulous, price-cutting competition. And it 
gives you a complete merchandising plan—a real 
selling plan that moves stock quickly. Let us tell 
you about it. Write today. 


SPENCERIAN PEN COMPANY 
134 Broadway, Dept. P, New York 








. Y/ THE NAME FOR WRITING 


Geli rome 
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a NT porations. Also, the author upholds the national 
| budget policy of smoothing the business cycle by heavy 
| surpluses in boom times and heavy deficits in times 
of depression. 

The book is published by the National Home Library 
| Foundation, Washington, D. C., as part of its program 
to make “good books available at a nominal sum.” 

| Price 25 cents plus 5 cents postage. 








| CONTRA COSTA COMPANY TAKES DUSCO LINE 

| The Contra Costa Office Machine Company of Rich- 
| mond, Calif., has been appointed Northern California 
| distributors for the Dusco line cf stencil duplicators 
and supplies manufactured by the Duplicator Supply 








W. E. ESTMENT 


Corporation, Minneapolis. They will carry a complete 
warehouse stock of Dusco products. 

In this connection, W. E. Estment, of the Contra 
Costa firm, recently spent a week at the Duplicator 
Supply Corporation’s Minneapolis factory. Mr. Est- 
ment is already familiar with the Dusco line, having 
handled it for some years in Contra Costa county. He 
felt, however, that a week at the factory would give 
him a thorough grounding in all duplicating processes 


Bigger Margi ns and better enable him to assist his fellow dealers in 
. : ‘ = 





California. 
In announcing the distributorship appointment, the 

















a of safe ty! ‘ : ere | corporation expressed their confidence that through 
. 14 STOCK SIZES Mr. Estment’s firm, they could render a better West 
e * of & oO fi t | / provide for every busi- Coast service. 
ad ness need. A complete ae 
Unlimited stacking apy | line for housing all types SOUTHERN NEWS NOTES 

with satet egy sBeemegige< ‘ Ivan Allen, Sr., president of the Ivan Allen-Marshall 
cate dealers have already of records of all busi- : 
discovered this outstanding Ad ; Company, Atlanta, has been appointed chairman of 
feature of STAXONSTEEL ee Sera a the industrial bureau of the Atlanta Chamber of Com- 
Extra strength built in assures ported with promotional merce for the coming year. 
glicong ae aes material . . . widening 2 2 
satisfactorily dor ‘yours your field of profit. “Uncle Jack” Stewart, chairman of the board of 
to come. directors of the Foote & Davies Company, Atlanta, was 
An extra margin of profit for you—the superiorities of recently presented with the Award of Merit of the 
STAXONSTEEFL will a ae haa ener Aiba ars. S Show them | Atlanta Master Printers’ Club as having done the most 
the features which will earn for you a higher yield of fee for the graphic arts industry in Atlanta during the 
through increasing the amounts of your sorege drawer sales. | year of 1937. He is the first recipient of the award, 

OFFICE SUPPLY DEALERS everywhere recognize the universal which is to be made annually. 

appeal of Liberty Storage Products, Liberty Boxes, Liberty 

Parmesan Binders Po Liberty aon aadiers Be sure you “tai : f i P 

the latest data . . . if not write us for current sales material. The Columbus Office Supply Company, of 1337 Sixth 


avenue, Columbus, has been appointed exclusive dealer 
for Remington Rand products in the Columbus trade 
RANKERS BOX CCU eee area. The company has recently installed a service 
department for the maintenance and repair of all 
sorts of office equipment and machinery under the 
direction of Louis Kunze, with Carl Pierson as his 
assistant —JHR 
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“CLASS’ I TOOL KITS 





A Prestige Portfolio Outfit 


There is a belief that a repair man is no better 
than his tools or equipment. A wrinkled, dirty, 
open at the seams tool bag does not impress a 


fastidious client. 


Here is the ‘‘class’’ among tool kits. You can go 
anywhere with this outfit and be proud of it. 
Durably built of genuine leather. Has easy-grip 
handle, straps and durable lock. It is a real 
convenience in office or shop. The tool com- 
partment has space for a full complement of 
tools and has two copper cans for carrying 


liquids. 


The lower compartment holds three large trays 
for parts. Each is 14 in. long and 4 in. wide. 
Total portfolio measurements are 15 in. long, 
9 in. wide and 11 in. deep. 

No. 136 Tool Kit (as above) only ..... 16 





New Design 
Compact and Handy 


This sturdy, long-wear, reinforced leather case 
makes it easy for you to keep tools, parts and 
supplies in order—just where you want them 
for quick reference. Everything has its place to 
save your time. 


It has a tray for small parts; a tool roll which 
holds your tools, a rack with 10 good-size screw- 
cap glass containers for small screws and other 
“easy to lose and hard to find” items. It has a 
long handle that fits the hand—and a reliable 
lock. This case is 14 in. long, 5!/, in. wide and 
8 in. deep. 


No. 137 Tool Kit (as shown) with Tray, Tool 
Roll, and Glass Containers, only 


No. 137-A Tool Kit 
only .... 


$6.50 


without accessories, 


. 9.29 


This sturdy leather case 
with handle and lock, with- 
out accessories, will give 
many years wear. 


No. 135 Tool Kit 
only .. ees eee 





AMES SUPPLY COMPANY 


Manufacturers and distributors of typewriter and adding 
machine _ platens — parts — tools —ribbons—carbons and supplies 


564 West Randolph Street 


206 Lane Street 
DALLAS 


37 Murray Street 
NEW YORK 


583 Market Street 
SAN FRANCISCO 


CHICAGO, ILLINOIS 


617 Commercial Place 


NEW ORLEANS 


11 Pryor St., S.W., ATLANTA 


BOSTON—CINCINNATI—CLEVELAND—DENVER—LOS ANGELES—PHELADELPHIA—PITTSBURGH—SEATTLE—W ASHINGTON, D. C. 
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TOMERS 


ABOUT THEIR IMPERMANENT ENTRIES! 


Even in the strongest vault, no record is safe! Floods 
and the water that is poured on the smallest blaze 
annually ruin millions of pages of Accounts Receiv- 

able, Contracts, Formulae, Statistics, Cost Records! 

The way to avoid loss of priceless records is to use 


SHEAFFER’S SKRIP, THE only COMPLETE, 
PERMANENT BUSINESS RECORD SYSTEM! 


Permanent Black, Blue Black or Royal 
Blue SKRIP, with Permanent Red SKRIP, 
the ONLY sediment-free permanent red 
writing fluid, ALONE can provide the 
only complete, permanent business record 
system when used for a// entries. Best to 
use, too: SKRIP is a balanced formula, 5 
gallons of fluid go to make one of SKRIP; 
it doesn’t form sediment, it dries as you 
write, preserves and conditions steel or 
fountain pens so that they last longer, 
perform better. 


It Is Also The Only Writing Fluid 
Nationally Advertised in 4 Colors. 


Sheaffer is the only writing fluid maker 





SHEAFFER'S 


who thinks enough of the dealer’s writing 
fluid volume, and the public’s need for 
information, to advertise writing fluid 
nationally in 4 colors. SKRIP, successor- 
to-ink, is today America’s most popular 
writing fluid. 


Warn Customers About Having 
Half Their Entries Permanent, Half 
Impermanent... Write for Special 
Assortments and Displays That Sell 
.. » W. A. Sheaffer Pen Company, 
Fort Madison, lowa, ‘‘Pen Capital 
of America.”’ 





THE SUCCESSOR TO INK 
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B. A. ALLEN 

In the February issue appeared a short report of the 
passing of the late Bert A. Allen, president, Allen 
Paper Company, 318 West Washington street, Chicago. 
Due to a lack of details in the meager statement, re- 
ceived at the time of going to press, the report was of 
necessity brief. 


Mr. Allen died February 2 at the age of sixty-six 
years, having devoted his entire business life-time to 




















THE LATE B. A. ALLEN 
(From an old portrait) 


the stationery industry. He was born at Shabona 
Grove, Ill., March 12, 1871. In 1895 he formed the 
company of Carter & Allen which became the repre- 
sentatives of Mittag & Volger, Inc., Park Ridge, N. J. 

Mr. Allen was head of this firm when, in 1926, he 
started Allen & Company as a supplementary business 
to handle typewriter and duplicating papers. Nine 
years later the two companies were merged under the 
name of the Allen Paper Company of which Mr. Allen 
was president up to the time of his death. 

He is survived by a son, C. Wheaton Allen, vice- 
president of the company, who will assume the pres- 
idency until elected to that position at the next meet- 
ing of the board. 

+ - - 
G. K. CORYELL 

A pioneer among pioneers of the Puget Sound re- 
gion, George K. Coryell, early in the stationery busi- 
ness of Seattle, died in that city this February while 
making plans for the celebration of his fifty-fifth 
wedding anniversary this month. He was seventy-nine 
years old at the time of his death, and had formerly 
been proprietor of one of the city’s earliest stationery 
and printing establishments. 

Mr. Coryell came to Seattle in 1887, when that sec- 
tion of Western Washington was still considered as 
America’s “Last Frontier,’ and at the time of the 
great fire from which most history in Seattle dates, 
he was a member of the printing firm of Ingraham 
& Coryell. Later this firm became known as Denny 
& Coryell, dealing largely in stationery and allied 
lines, while engaged in the printing and publishing 
business. 

He was born in Tioga County, New York, January 
29, 1859. His other stationery enterprises in Seattle 
of the early days included the Merriam stationery 
Store. He was also connected with real estate, which 
was then on the upswing, and later played his part 


Your Customers Want 
SHARPER, CLEARER COPIES 
That's why they prefer 


€EN-TR-KOTED 
CARBON PAPER 


Your customers know that Cen-Tr-Koted’s 
finer quality .... plus the Perfected Cen- 
Tr-Koted Backing Sheet 


superior, longer-lasting 


means 
performance for 
every office use! The result is... . sky- 


rocketing sales .. . and more profit to you! 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 
be sent to you free on 
request and will give 


you many informa- 
tive facts on Carbon 
Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward greater profits. 
Write for our dealer proposition 


booklet. 
a 


GRAND PRIZE 
CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connor, PREs. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Portland, Ore. 








Houston, Tex. 


Seattle 


Los Angeles 


Denver 
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No, | don’t want something else! 























This gentleman is nobody's fool. A year ago you could have 
sold him any stapler you cared to. At that time all staplers 
were very much alike to him. But that was a year ago. Now 
he knows about the Swingline Speed Fastener with the wide 
open staple channel, and he views any attempt to sell him 
something else as an uncomplimentary reflection upon his 
intelligence. 


There are thousands like him. There must be a reason for 
their insisting upon Swingline. The reason is this: Only with 
Swingline do they enjoy the trouble-free stapling that for a 
great many years has been claimed for, but never consis- 
tently found in other staplers. They know that any sticking 
misfit staple can be removed with one quick opening of the 
machine. A ten-second operation instead of the old back-to- 
the-factory-for-repairs method 
Yes, Mr. Dealer, they want Swinglines 
and they will have them. If you have 
not yet jumped aboard, do so now. It’s 
a wise step, because a dealer minus 
Swinglines is minus too much stapling 
machine business 


\ Two desk models: No. 4, here, loads 210 sta- 
\ ples. $4.50. No.3 loads 105 staples. $3.50 


PARROT SPEED FASTENER CORPORATION 
37-18 Northern Blvd. Long Island City New York 
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as a civic leader in the city council, to which he was 
elected a member, and was for a period of ten years 
city clerk. 

Besides his widow, Mrs. Eloise Coryell, with whom 
he had been planning the wedding anniversary cele- 
bration for March, a son, George K., Jr., and a daugh- 
ter, Mrs. Ruth Black of Vashon Island, as well as 
several grandchildren, survive him.—CML 


' i + 


LOUIS HODGES 

Louis Hodges, one of the “grand old men” of the 
profession and, despite his ninety years, vigorously 
active on the sales staff of the Stockett-Fiske Com- 
pany, Washington, D. C., to within a few days of his 
passing, died February 9 following a heart attack. 

Mr. Hodges, who was known to every stationery 
and office supply firm in Washington and counted his 
friends by the hundreds in every section of the na- 
tion, joined the Stockett-Fiske organization in 1904 
as a city salesman. Outside of his family his chief 
interest in life was the business which he built up 
through the years and the many friendships resulting 
therefrom. It is the proud boast of officials of his 
company that Mr. Hodges’ fine character and engag- 
ing personality resulted in his first customers staying 
with him throughout his entire business career. 

Mr. Hodges is survived by his widow, Mrs. Bessie 
Hodges; two sons, William K. and Louis O., Jr., and a 
daughter, Mrs. Florence Schow. 


T t 


W. F. WALTON - 

Funeral services for Walter F. Walton, president 
of the J. W. Burke Company, Macon, Ga., were held 
on Thursday, February 27. Mr. Walton, who was sixty- 
seven years old, had undergone a major operation a 
few days before, but the immediate cause of his death 
was a sudden heart attack from which he failed to 
rally. Born in Byron, Ga., Mr. Walton had travelled 
extensively, but had been a resident of Macon for a 
number of years. He was a member of the Macon 
Retail Merchants’ Association, the Kiwanis Club, and 
the Vineville Baptist church—JHR 


+ tf 


F. H. CHAPMAN 

Frank H. Chapman, seventy, for the last twelve 
years state supervisor of agents of the Domore Chair 
Company, of Elkhart, Ind., and formerly president of 
the Yost Electric Manufacturing Company, Toledo, 
which since has been liquidated, died in the Toledo 
hospital February 15, after an illness of nearly a year. 
For many years he was an active member of the Toledo 
Rotary Club, being one of the group’s first members. 
His widow, Isabella; a daughter, Mrs. John F. Swalley; 
two sons, Irvine W. and Frederick W.; two brothers, 
Dr. George L. and Howard, and seven grandchildren, 
all of Toledo, survive.—AK. 


+  } 


D. R. HALTIWANGER 

D. R. Haltiwanger of R. L. Bryan Company, Co- 
lumbia, S. C., died during February in Charlotte, 
N. C., after an illness of several years. He was fifty- 
nine years of age. 

Mr. Haltiwanger, who was born in Lexington 
county, spent a great part of his life in the town 
of Lexington, the county seat. For a time he was 
editor of the Dispatch-News, the weekly Lexington 
newspaper, and for years was deputy clerk of court. 
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The Choice of 


Big Business 


Prominent users in industry, 
commerce, finance, education 
and professional life have chosen 
Columbia steel office equipment. 







COLUMBIA 
OFFICE EQUIPMENT 






A complete line of high grade steel office 
equipment. Four grades of filing cabinets, 
Columbia, Apex, Colonial and Atlas. Also 
desks, tables, chairs, safes and special 
(built to order) equipment. 


COLUMBIA 


SOLD EXCLUSIVELY 
THROUGH THE DEALER 






They continue to use Columbia 
office equipment because they 
like its strength, ease of opera- 
tion, attractive appearance, wide 
variety and economy. 


but That’s Not All 


Dealers prefer Columbia steel 
office equipment because it makes 
satisfied customers and is the 
source of many profitable repeat 
orders. 
















Columbia also gives you unfailing service. Large stocks 
and unusual shipping facilities permit quick shipments, 
while inquiries and requests for special quotations are 
answered promptly. 

We invite your inquiry. Write for our dealer proposi- 
tion today. 











COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN-LIBERTY BUILDING N. E. COR. BROAD & CHESTNUT STS. 
rmwe& aka eet & ere Pe nkslté‘<‘z LC 
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March, 1938 


Oxford Filing Supply Co., 340 Morgan Ave., Brooklyn, N. Y. 


Vol. 1, No. 3 








Oxford Brief Covers. Six assorted 
colors will catch the eye, and open the 
purse! 


oa Speed Index Bam | 






| CORRESPONDENCE | 
FILING OUTFIT | 
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With this one-drawer Oxford Speed 
Index outfit on your counter, and a 
few copies of the new Oxford Speed 
Index demonstrator booklet in the 
hands of your salesmen, you are all set 
to go after system sales in a big way. 
For your copy of the demonstrator 
booklet, write for form 68.81. 


Kusrats OU 
ms ENVELOPES 


L-AROUND PROTECTION FOR MPO! 
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Oxford Red Fiber Envelopes with 
the assortment that will sell best in 
your locality. 


SAVE WEAR AND TEAR ON 
VOCAL CHORDS 


Counter Displays Speak For 
Themselves, In Case You 
Have Laryngitis. 


“Plussing the sale” by mentioning 
something else that might be bought 
today is every salesman’s duty. Alert 
dealers assign sales clerks a daily list 
of purchases to suggest, but also allow 
merchandise to speak for itself from 
the rostrums of attractive counter dis- 
play packages. 


In the Oxford line a number of 
items are effective self-salesmen when 
permitted the freedom of the counter. 


Three of these items recently have 
been repackaged in new and attractive 
display containers, ready the instant 
you get them to be put out on your 
counter. 


1. Oxford Brief Covers. There are 
90 No. 301 brief covers (without fas- 
teners, a 5 cent retail item) in this 
package, 15 each of the six attractive 
colors in the Oxford brief cover line. 
Or you can have 60 No. 301-F brief 
covers (with Acco fasteners; retail at 
10 cents) in assorted colors. 


2. The Oxford Speed Index. Every 
month is transfer time for some con- 
cern. The sale of an Oxford Speed In- 
dex correspondence filing system 
brings in business year after year on 
the individual name folders and “mis- 
cellaneous” folders necessary to main- 
tain it. That is why the new display 
packaging of the Oxford Speed Index 
deserves a place on your counter. This 
display can easily be the starting point 
of some mighty important system sales. 


3. Red Fiber Filing Envelopes. 
Here’s a new idea in red fiber goods 
merchandising, that combines low in- 
ventory with a selection of red fiber 
items. In this package you buy 40 
five-piece envelopes or 50 one-piece 
envelopes, assorted in the three or four 
numbers that are the best sellers in 
your locality. You put the box right 
out on the counter, and as sales are 


made, either replenish from shelf stock 
or order another display package. 


One nice feature of these display 
packages is that with each purchase 
you get a fresh, clean display contain- 
er at no cost. The old one can be dis- 
carded at the first sign of soiling. 


Alsc don’t hesitate to requisition 
them with your orders for our new 
6 color, 3 dimensional window display, 
our Rol-label and card index counter 
fixture, and display cards on files, red 
fiber goods, and index cards. 


Altogether, a set-up designed to give 
the dealer the greatest possible as- 
sistance at the point of sale. 





PUT THIS DISPLAY 
ON YOUR COUNTER 


And Sell More Oxford 
Rol-labels and Card 
Index Supplies 


All the items for which this fixture 
was designed are wrapped in moisture- 
proof cellophane; all are extremely 
colorful, and all are the kind of mer- 
chandise that will move fast. 


Write to us today for details of how 
you can get this sturdy, metal display 
fixture free with a small order for Rol- 
labels or card indexes. 
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Later he moved to Columbia, and at the time of his 
death was a valued employe of Bryan’s. 

He was twice married, his first wife dying in 1910. 
He is survived by two sons by the first marriage and 
two daughters by the second. 

Funeral services were held at St. Stephen’s Lutheran 
church in Lexington.—JW 


7  & 
RALPH MOORE 


Ralph Moore, 64 years old and owner of the Moore 
Stationery Company, Topeka, Kansas, died February 
25. Back in 1885, Mr. Moore was an errand boy with 
the old Kellam Book Store. He was partner in the 
Embree-Moore Book and Stationery Company, and 
later manager of the Hall Stationery Company. For 
the past thirteen years Mr. Moore has owned his own 
business. He operated an annex for office furniture, 
in addition to the main store. His hobby was reading 
and literature. His collection of books by Kansas 
authors is notable. He always did all he could to 


encourage and push works by Kansans. Mrs. Moore oma density Gaates'a Wee ~e es > . a . 
was associated with him—AG ] You can identify Carter's Midnig arbon Paper by the smart bive an 


- silver design on the back of each sheet. 
; bok F 
PAUL A. GOSIGER 
In reporting the passing of the late Paul A. Gosiger, 
. president of the Loose Leaf Metals Company, St. Louis, 
» Mo., in the January issue the list of survivors was in- 
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2 Carter's Midnight Carbon Paper gives crisper, cleaner, more legible copies. 











THE LATE PAUL A. 
GOSIGER 


complete. It is as follows: The widow, Mrs. Paul A. 
Gosiger; two brothers, L. A. and C. H. Gosiger, and 
two sisters, Mrs. Herbert Finke and Mrs. Marie Ash- 
man. sss 
Mrs. Gosiger is a well-known figure in the industry | — 
and, like her late husband, numbers her friends in | 
the stationery field by the hundreds due to her at- 


~ 


R tendance with Mr. Gosiger at the various National 
Stationers Association conventions. 
+ - 


W. E. BARIE 
William Edward Barie, secretary-treasurer of the 
Richmond & Backus Company, Detroit, died Feb- 
ruary 19 at his Detroit home. He was seventy years | 








3 “Give Midnight a trial on one ma- 


rd of age and had been connected with the Richmond & chine—soon everybody's using it." 

ly Backus organization for the past fifty years. 

ie Born October 5, 1867, in Detroit, the son of the late | Carter's Midnight Carbon comes 

; Mr. and Mrs. Louis Barie, Mr. Barie joined the com- | in a variety of weights and colors. 
pany as a collector soon after completing his educa- | 

aw tion. In rapid succession he held the posts of assistant CA RTE R’S 

ay bookkeeper, cashier and office manager before being | 

o1- elected to the important position he occupied at the | MIDNIGHT CARBON PAPER 


time of his passing. As a youth he was active in track 
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THE FAMOUS MEILINK 
Structural Strength Construction 


1. Stay Rods. ... 2. “L” Channels. 3. Ex- 
panded Metal Lath. . . . 4. Heavy Angle Steel 


Frames. .. 


. 5. Steel Body Plates. . 


ef © BL 


Thermo-Cel Insulation offers Better Protec- 
tion. The proof of protection is the MEILINK 
History in the field—we invite you to check it. 


REGARDLESS of what your require- 
ments are for FIRE PROTECTION 


Ma 





Chest 


One Hour Safe 


Meilink Steel Safe Company 


TOLEDO, OHIO 





There's 


MEILINK 
SAFE 
built to fit them. 





Safe Drawer 


There are many other ex- 
clusive MEILINK fea- 
tures. Send for full infor- 


mation. 





Four Hour Safe 


Originators of the Modern Steel Safe. 
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events and was well known at the old Michigan 
Athletic club and the Detroit Athletic club. 

Mr. Barie’s lodge activities were numerous. He was 
a life member of Oriental lodge and of King Cyrus 
Chapter, R.A.M. He was a member of the Detroit 
Curling club, the Detroit Lawn Bowlers Association, 
the Detroit Business Pioneers and was a charter mem- 
ber and first treasurer of the Typothetae Franklin 
Association. 

He is survived by his widow, Mrs. Kate L. Barie; 
a daughter, Mrs. Harold C. Cederstrom; a sister, Miss 
Millie C. Barie, and a granddaughter, Katherine 
Louise Cederstrom. 

Funeral services were held in Detroit with Masonic 
rites followed by interment in White Chapel memorial 
cemetery. 

+ - -f 
J. G. JOHNSON 


James G. Johnson, a stationer of Evanston, IIl., died 
Monday, February 7, in the Evanston hospital. He 
was fifty-five years of age and is survived by his widow, 
Mrs. Birdie Barber Johnson; a daughter and two sons. 

Funeral services were held on Thursday, February 
10, in the First Methodist church of the Chicago 
suburb. 


- i] } 
MRS. A. E. DARLING 


Mrs. Alice Elizabeth Darling, proprietor of the Dar- 
ling Stamp Company, Topeka, Kansas, manufacturers 
of rubber stamps, died recently. In recent years she 
had carried on the business established in 1883 by her 
husband, the late John C. Darling. Mrs. Darling was 
born in England, but had been a resident of Topeka 
for the past fifty years—AG 

I — 


REES COMPANY BECOMES PARTNERSHIP 


The business of the John F. Rees Company at 114- 
116 East Broad street, Columbus, has been converted 
from a corporation to that of a partnership, and will 
continue in the present line of business, which was 
organized in 1921, to handle office furniture and equip- 
ment. The store, opened in East Gay street, expanded 
into other lines and now not only handles office equip- 
ment and incidental business merchandise, but also 
sells household furniture, carpets, draperies, gifts, art 
goods, and conducts its own upholstery shops and in- 
terior decorating service. Three years ago the Rees 
Company moved to its present Broad street location, 
and has enjoyed a steady growth. They have operated 
a contract department to handle complete furnishing 
for clubs, notels, institutions, offices, as well as private 
homes. The business of the John F. Rees Company 
is owned by Mr. Rees and his foster-brother, John N. 
Orr, as sole owners, both under the incorporation laws 
and under partnership. This change in operation 
does in no way alter personnel or policy of the firm, 
which employs twenty-nine persons. Company plans 
further improvements in their present location to aid 
in more modern display of merchandise, announced 
Mr. Rees.—AK 


et ee 
JACOBS OPENS OWN BUSINESS 


After severing his connection with the Commercial 
Fixture House, Inc., Chicago, Joseph C. Jacobs last 
month opened his own business under the name of 
the Jacobs Office Furniture Company, 1546 West 
Roosevelt road, in the same city. Mr. Jacobs will be 
pleased to take his friends on an inspection tour of 
the new establishment whenever they call. 
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THE NON-SKID EASE 


U. S. Patents Nos. 2034059-2054778-2107217 


STANDS ALONE 


4 
ws EYE EASEL | 


* 
~ 
* 


ncaa, NOTE BOOKS 


REGULAR \ \ Green tinted paper 
NON-SKID EASEL * : 
\ ruled in green. 


NOTE BOOKS \\ 
White paper ruled in 






























Green and 


red. Blue and gray cover. A ray cover 


peeODOOOON ANA ANOOnannnnl s 


SPECIAL ’x BOTH EASEL AND EYE-EASEL 
ADVANTAGES \\O NON-SKID 


Note Books meet all 





Non-skid edges hold 


requirements. Paper 


books firmly erect at best suited for pen or 





pencil. 





angle for transcription. New 





Furnished in 






spring bindin ermits books to 
eciiie 8 P at ? three standard 






rulings. 






open flat and leaves to turn easily with- 


out bulge. Distinctive cover design. 


Non-Skid Easel Note Books have genuine sales appeal. 






SEND TODAY FOR SAMPLE AND PRICES Y\ 


SOCK WELL - BARNES COMPANY 


1511 West 38th Street CHICAGO 














If you are reading this page 
at your desk, with your lamp 
turned on, you are reading in 
spite of glare. For up to now, 
up to this very day, you have never been able to get 
a lamp which actually delivered glareless light. 

Nor have your customers. Many of them doubtless 
have lamps which produce more glare than yours. To 
read, they must move their letters, papers and books 
to this side or that—simply to reduce the glare. 

But nothing has ever eliminated the glare, because 
it is an inherent property of every form of light ex- 
cept light in which the confused vibrations have been 
combed into alignment. 

The combing of light vibrations is not new. Science 


long ago knew of it—recognized it as a force destined 


ea Sil 





Light waves in ordinary or diffuse light 
vibrate in all planes at right angles to 
direction of light beam. 


When light waves vibrating vertically 
strike the reading surface they pene- 
trate and come out as diffuse light with 
a message of color and detail. This is 
useful or ''seeing" light. 





technical and human needs. 
In an effort to make its bene- 
fits available to humanity, 
scientists have for centuries sought to find or to cre- 
ate a practical combing material. 

Now science has triumphed! The goal has been 
attained! Light-combing Polaroid has been created— 


has come from the laboratory! 


The invention of Polaroid marks the greatest for- // 
ward step in illumination since Edison’s incandese shh!) 


bulb. With Polaroid, light responds to human vie / 


mand as a horse responds to bridle and spu ay / 
Polaroid traps at the source the iby Yr 


create harsh, specular glare, permits Wr eful 


“seeing” light to pass. 


Light waves striking the surface horizon- 


tally donotpenetrate, spearsetanmen/ shee abe 


change. These hit the eye as glare ~ or' ae 
specular light. 





ps horizontal waves, but lets 
nes through. Only the useful 
' light reaches the eye. 


some day to fulfill countless 
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Ss, 





i 


; 
ae 
/ 


; 
the glossiest paper is free 
from shine. Black ink is vel- 10.4: 
vet-smooth, velvet-soft to the 
eye. Colors are more beautiful, revealing their true 
quality. Contrasting darks and lights are clearer, 
sharper. One reads small type rapidly, effortlessly. 
All dazzle, all harshness are gone. The illumination 
is soft and soothing, like nature’s light just before 
sun-down on a clear midsummer day. Even while 
doing the closest work, the eyes are at rest. 
Everywhere people are aroused to the harmfulness 
of glare. Already they know that only Polaroid con- 
quers glare. They are using Polaroid sunglasses. 


They are looking forward to automobile headlights 


gland lo selling 








e Jf freed from glare by Polaroid. 
, P They will want Polaroid 
illumination. 

The first illuminating unit 
to use Polaroid is the Polaroid Desk Lamp. It will 
soon be available for distribution through a carefully 
selected group of leading commercial lamp manufac- 
turers. It will be backed by an extensive promotional 
and publicity program. 

The Polaroid Desk Lamp opens wide possibilities 
in the office lighting field. It offers you a fresh start, a 
new approach to a vast market which is coming more 
and more to demand the most modern and efficient 
type of illuminating equipment. Write for details and 


the names of licensed manufacturers. 


POLAROID LIGHTING ... 


WEST HAVEN- CONNECTICUT 
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SUPERIOR 








evit (Award 


OCTOBER 28, 1937 






AS OFFICIAL RECOGNITION OF MERIT IN PRODUCT DEVELOPMENT AND IMPROVE. 
MENT IN MANUFACTURING, THE ASSOCIATED INDUSTRIES OF MASSACHUSETTS 
JURY OF MERIT AWARD HAVE REVIEWED THE PRODUCTS SUBMITTED BY 


tiki. ° Cea ornil, Couns 


AND HEREBY RECOCNIZE THE DEVELOPMENT OF 


pire Cothitou Cha, Neus ‘u 


AS WORTHY OF THE HICH STANDARDS IN RESEARCH, CRAFTSMANSHIP, AND 
CONSUMER SATISFACTION INHERENT IN MASSACHUSETTS INDUSTRY. 


BALANCED ACTION 
CHAIR IRONS (gen a 


A most pleasing and satisfactory tixture with 











perfect balance which guarantees smooth action finest made. Simple in principle and free from 
and recovery. Equipped with tempered rubber complicated mechanical details. 

cushions and ball bearings. Lubrication unneces- tuk tar tee Xt “Bitenced Action” 

sary. Noiseless, as squeaks are impossible. We eee ee ee 
claim that in this iron we have perfected a bal- by many leading Chair Manufac- 
anced action rubber cushion iron that is the turers as standard equipment. 


NEARLY TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEYWORTH COMPANY 


GARDNER, MASS., U. S. A. 
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PACIFIC NCRTHWEST NOTES 

A new Tacoma, Wash., branch of the Royal Type- 
writer Company has recently been established at 947 
Commerce street in that Puget Sound community to 
serve this great lumber center and environs. Robert 
T. Owen has been named as branch manager of the 
new setup, coming to the Puget Sound country from 
Watertown, S. D., where he had been connected with 
the Royal organization for some time. He expressed 
himself enthusiastically over business prospects and 
the current economic picture in Tacoma and the 
West Washington region. 


* * * 


Earl T. Croxdale has recently opened the Cash 
Register Service Company, with offices at 1119 Third 
avenue, Seattle, buying and selling and servicing paper 
and ribbons for the business machines. 

7. - * 

The Standard Paper Rulers have recently moved to 

fine new quarters in the Prefontaine Building, Seattle. 
a 7 oo 


A new appliance department has recently been 
opened by the Spokane Paper and Stationery Com- 
pany of Spokane, Wash., and these machines will be 
distributed regionally. Officials of the company were 
hosts recently in the Desert hotel when about fifty 
representatives from Eastern Washington, Western 
Montana and Northern Idaho attended. 

* * e 


Don Johnson of the Washington Typewriter Com- 
pany, Seattle, has been stealing a march on March 
this February, with the well-cultivated tulips already 
breaking into Spring around his place. 

m * J 


John W. Graham & Company store on Sprague 
avenue, Spokane, Wash., recently was notified that it 
had received the first prize award for the most effec- 
tive Christmas display by the Wahl Company. Vying 
with a mammoth group of windows in a tense na- 
tional contest during the Yuletide selling season, the 
Graham window was regarded as outstanding and the 
Spokane store rated the blue-ribbon. With its glamor- 
ous groupment of Eversharp pens, pencils and sets, 
the Graham window was a center of attraction that 
doubtless stimulated considerable selling. The cash 
award for the display is to be divided between Everett 
Kirkpatrick, display manager, and his first assistant, 
Joseph Scherr. 


* . + 


At 4206 University Way a new home for the Golden 
Rule Typewriter & Paper Company has been created. 
Two large windows on this thoroughfare close to the 
campus of the University of Washington at Seattle 
have been trimmed with the displays of stationery 
and typewriter supplies and also announce the expert 
typewriter service of this company in the college dis- 
trict. 

7 a © 

After remodeling and beautification a new depart- 
ment has been opened carrying a complete book stock 
at the 912 Second avenue store of Lowman & Han- 
ford Company, Seattle. 


—_—______9 9 —__—_ 


BURGLARS TAKE TWO TYPEWRITERS 
M. R. Elliott, Elliott Typewriter Exchange, Nashville, 
Tenn., last month lost two typewriters to burglars who 
broke into his store. The missing machines are de- 
scribed as a Royal O model, No. 705851, and a Feather- 
weight portable, No. 112701. 








Made Right 
Packaged Right 
Sold Right 


Paper Clips 
Pins 
Brass 
Fasteners 


Thumb Tacks 


Dealers are assured 
of wholehearted 
co-operation 


Get our Price List and 


discount sheet 
No. 1138A. 


VAIL 


MANUFACTURING 
COMPANY 


900 E. 95th St. Chicago, III. 
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*No. 2834 
81.50 


EASTER TIME IS BiG-PRoFIT TIME 
for WeareverDeLuxe Dealers?! 


Second only to Christmas, Easter { 
is a big payoff time for WEAREV ER deal- / 


ers. Easter is Just around the corner! 
































Share the popularity of WEAREVER De 
Luxe this year! Cash in on the demand creat- 
ed for you by the WEAREVER’S national 

advertising in the Post, Colliers, Time, 
Esquire and other magazines. Your sales 
will make you glad you picked the dollar 
pen of bigger value — WEAREVER 
De Luxe. 


Still time for orders. Get yours in 


now. 


Note the outstanding *No. 834 
WEAREVER FEATURES $1.00 
that you can offer 
your customers: 
@14 Carat Solid Gold 

Point E XT RA! 


@Big Ink Capacity 
@Instant Flow 
@®Leak Proof 
@Quality Finish 


Be sure to see the 
New Line for 1938! 


Ready now—a _ com- 
prehensive showing of 
Kahn-made fountain 
pens, mechanical pen- 
cils and pen and pencil 
sets, retailing from 10c 
to $1.50. Superb de- 
sign, fine workman- 
ship, eye-appealing col- 
ors. And every one isa 
tested sales getter! 


A Gorgeous GIFT SET 
at $1.50 

(See illustration 
above) 


ALSO: The WEAREVER 
Personal Pencil with 
Gold initials— 

50c retail. 


Ask to See Them 





DAVID - 1 oO ’ 
KAHN, North a. 
ey Bergen, 
N. J. 
Makers of 
Pioneer and 
W earever 
Since 1896—The 
World’s Finest, 
*Prices are Popular Priced 
slightly high- Writing Instru- 
er in Canada : 


ments 





Pen 


Outstanding Fountain 


America’s Dollar 


NATIONALLY ADVERTISED 
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HAMPDEN’S NEW CATALOGUE READY 
Dressed in a modernistic black and silver cover and 
containing forty pages of high-grade paper, a new 
catalogue has recently been issued to the trade by 
the Hampden Manufacturing Company, Inc., 17 War- 
ren street, New York City. 
The new book is unique from a standpoint of make- 





COVER OF THE NEW HAMPDEN CATALOGUE 


up and layout. Instead of the usual crowding of pages 
the various illustrations of items manufactured by 
Hampden are given ample space, while the cuts are 
of a size to clearly picture the various articles. The 
last page is an alphabetical index to trade-marked 
brands. 

All of the lines manufactured by the company are 
pictured and described, including the Hampden “Jack- 
nife’ compass-pencil, signals, erasers, holders, mark- 
ing tacks and marking plates and many other sta- 
tionery items. 

Dealers may obtain copies of the catalogue by 
mailing their requests to the Hampden home offices. 
a 
LINCOLN PURCHASES PATTEN BOND LINE 
The Lincoln Paper Company, 608 South Dearborn 
street, Chicago, last month announced the purchase 
by the organization of the Patten Mimeo bond line and 
has taken over the entire development, promotion and 

distribution of this product. 

At the same time it was announced that the stock 
will be manufactured by the Lee Paper Company, 
Vicksburg, Mich., makers of high grade paper. This 
firm will run the paper to the original formula of 
Patten Mimeo bond and the grade will be carried in 
stock at the mill to insure prompt service. 

Inquiries should be addressed directly to the Lincoln 
company, the officers of which are H. S. Stone, Jr., 
president; S. P. Robinson, vice-president, and K. M. 
Henderson, treasurer. 

a a aa 
OFFICERS OF R. I. & SO. MASS. STATIONERS 

Officers who will govern the Rhode Island & South- 
ern Massachusetts Stationers Association are as fol- 
lows: President, Benjamin Agronick, Bene & Com- 
pany; Vice-president, H. Raymond Spooner, Arthur C. 
Arnold Company, and Secretary-treasurer, Richard H. 
Freeman, E. L. Freeman Company. Meetings will be 
held on the first Monday of each month. 
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FOR SUCH AN INTIMATE PIECE OF FURNITURE AS A CHAIR 
THERE IS NO SATISFACTORY suBsTiTUTE FoR Zod 


















() 


A NEW SUPPLEMENT 
TO CATALOG No. 36 





featuring many timely additions to the exten- 
sive line of B. L. MARBLE BUSINESS CHAIRS 
refreshingly new designs that should 
revive a “jaded” market and provide new 
sales opportunities for progressive dealers. 


New Club chairs and Davenports .. . new 
upholstered chairs of distinctively modern de- 
sign for “top executives” and some in the 
lower price range for general office use . . . 
new all-wood chairs with the latest flush seat 
construction! And most important of all, a 
number of new posture chairs for executive 
and clerical use that feature luxurious com- 
fort and the most advanced principles of cor- 
rect and healthful seating! 





CSidencedNilling with the 


The new Supplement will be mailed to our 

yo B. L. MARBLE SWIVEL MECHANISM 

dealers about March 20th. If you are not a ; ; 
a . designed for safety, service and comfort- 
B. L. Marble dealer, write now to determine able, dependable “cushion” action. A com- 
; - ~ . . . ’ bination of rubber cores and steel springs 
if the franchise is available in your city. We'll in peailive insusente egeinat Colanee > 
gladly send you full details regarding the an exclusive feature not found in any other 
. : p swivel iron! A shock absorber of spring 
complete selling cooperation and exception- steel eliminates the sudden jolt at the ex- 


- : San : : treme point of the backward tilting action. 
ally prompt service in shipping that is held in Wilts dar deaaiation tabiien 


such high esteem by approximately two thou- U. S. PATENT NO. 2,082,499. 
sand leading office furniture dealers. 








THE B. L. MARBLE CHAIR COMPANY 


FOREMOST MANUFACTURERS OF WOOD OFFICE CHAIRS 


Bediord, Ohio, U. 8. A. 
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Detailed view 
showing under 
base construction 
of New Folding Leg 


NEW LEG CONSTRUCTION ELIMINATES ANY 
POSSIBLE CHANCE OF THE SCREW BENDING 


With FINE New Yeatures 


1 Atop plate that can be instantly removed for quick elimination 
of old stubs — unnecessary to remove and replace screws. 


2 Turned over edge on plate holds pad and plate firmly in 
position. 


3 Improved steel base is attractively finished in brown with 
rounded corners and turned over edges. 


4 New folding leg construction with stronger locking device en- 
ables legs to be folded at any time without bending screws. 


5 Deeper pencil tray is placed far enough from pad to allow 
easy access to writing implements. 
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CARBONS 
ARE BETTER! 





KEEN PRODUCES TWO NEW DUPLICATORS 

The Keen Manufacturing Company, 800 North Clark 
street, Chicago, announced last month the completed 
production of two new models of its Modern direct 
duplicator. They are the De Luxe and the Utility 
models. 

The De Luxe, pictured here, is Known as the “in- 
stant” duplicator, operating without the use of gelatin, 
stencils, ink, ribbon or type. Through this new prin- 
ciple of reproduction direct from the original opera- 
tion of the machine is fast, simple and clean. 

The De Luxe duplicator produces copies in any 
size up to 9 by 15% inches, while the Utility model 
will make copies up to 81% by 11 inches. In the case 





MAKE US PROVE THAT 





KEEN’S DE LUXE MODEL DUPLICATOR 


of the former model the manufacturer claims “just B 

a turn of the handle” will produce fifty clean, bright EKFORE we make claims we like to 
copies of an original in one minute. Written, drawn be sure we can prove them. So we've 
or typewritten matter can be reproduced at will, taken several years proving Peerless Key-Imperial 


while four colors and black may be reproduced in one 


: : ‘ Ca fore announcing ‘ y’re e 
operation through use of the company’s Instant Tone arbons before announcing that they're th 


finest you can find. 


carbon. 

Rugged construction are features of both models, @ Customers everywhere agree with us. Big and 
thick re guarant ‘or rear. ipplies incl . . . 
which are guaranteed for one year. Supplies include little business men, typists, salesmen, dealers— 


one can of fluid, ten sheets of carbon and gloss paper 
for originals and 100 sheets of copy paper. Copies 
cost about five cents per hundred. 


everyone who has tried Peerless Key-Imperial 
Carbon Paper tells us that they’ ve never seen such 


The De Luxe sells for $49.50 and the Utility for $19.50. quality. 
@ This means—even if you want to prove us 
—c wrong—that you ought to try Peerless Key- 


Imperial Carbon Papers yourself, and sample 
them among your customers. It won't cost you 
anything—we invite you to make the test at our 
expense. Because—if Peerless Key-Imperial Car- 
bon Paper is what we say it is—you will want 
to feature it for more sales and profits. Why not 
write today and find out? 


AUTOMATIC KEY RING PLIERS 


Designed to remove and attach all sizes of key rings 
of typewriters and other office machine keys, a new 
type of automatic key ring pliers has been recently 


PEERLESS KEY-IMPERIAL MFG. CO.. Ine. 
| The manufacturer with the dealers’ viewpoint 
| General Office & Factory : 401-407 Mulberry St., Newark, N.J. 
| BRANCHES 
| New York City, 321 Broadway Chicago, 19 S. Walls Street 
Detroit, 1000 American Radiator Bldg. Los Angeles, 1127 Wall St. 








AUTOMATIC KEY RING PLIERS 
introduced to the trade by Wilhelm Dreusicke & Com- | 
pany, GmbH. Berlin SW 19. Kommandantenstrasse 18. | 


The pliers remove or attach round, oval or square | 
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TRANSFIL 


the year ‘round 
profit maker. 


Peak sales for filing and storage equipment 
center around transfer periods, that's true. 
But, alert dealers find TRANSFILE in its 4 styles 
and 13 popular sizes, appeals the whole year 
around. One application leads to another. 





TRANSFILE steel reinforced corrugated Files 
give finger tip accessibility for all your records 
at extremely low cost. Drawers operate with 
the minimum of effort on steel roller bearings. 
The Follow Block keeps the contents of the 
drawers in upright, orderly position—always 
ready for instant reference. 


Sell TRANSFILE every day for profit! 


The DeLuxe 





GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK, N. Y. 


Manufacturers of the GUSSCO complete 
line of Filing Supplies—to dealers only. 
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key rings, with or without prongs. The adjustment 
of the claws of the pliers to the size of the key ring 
is effected automatically when the handles of the 
pliers are pressed together. 


_—_s 


AUTOPEARL GIFT SET—BY AUTOPOINT 

The new pencil in essence of pearl, recently pro- 
duced by Autopoint Company, Chicago, will be pre- 
sented to the trade in a deluxe setting. A handsome, 
durable, Bakelite molded box displays the Autopear] 
pencil, or pencil with knife to match, or three-piece 
set (with Postalett added). The pencil or set lays on 
a filler of violet velvet—the pearl essence pencil con- 
trasting brilliantly with the dark velvet sheen. The 
molded box is an excellent “re-usable” for cigarettes, 
cosmetics, jewelry, etc. 

The No. 62 pencil is matched in the two-piece sets 
by the well known Autopoint knife (blade by Gits), 





AUTOPOINT’S NEW GIFT SET 


in white, amber and white, green and white essence 
of pearl, gold trim. In the three-piece set the new 
oversize 48GT and Autopoint knife 111GP, both all 
black with gold trim, will be matched by the ingeni- 
ous Postalett (scale in fountain pen form), all black 
with gold clip. 

Autopoint Company anticipates the likelihood of 
additional gift sets being called for in various other 
matching colors. 

= 


REMINGTON RAND’S FILM-A-RECORD 

A new type of check photographing equipment, 
known as the Film-A-Record, which may be leased or 
purchased outright has recently been presented to the 
trade by Remington Rand, Inc. (Photographic Rec- 
ords Division), Buffalo, N. Y. 

Film-A-Record automatically photographs one or 
both sides of a check with, in the latter operation, the 
front and back of the check presented in close prox- 
imity to each other. One handling of the check only 
is required for either type of picture by which a bank 
or other establishment is provided with positive and 
indisputable proof of the document and its various 
inscriptions. Thus when checks are returned to de- 
positors the institution perpetually retains a facsimile, 
this record being acceptable as evidence to federal 
reserve banks. 

Operation of Film-A-Record is speedy and simple. 
A check is merely dropped into the machine, is photo- 
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INSTANT LUPY 


$Z\©) 50 





an entirely 
NEW low priced 
liquid duplicator 


NO cecare NO srencis NO aesons NO ryee NO we NO mess 


Every office, school, factory and institution in Amer- Here is a line of quality merchandise that opens 
ica needs an Instant Copy Duplicator. Already aggres up a vast and profitable new market. Instant Copy 
sive dealers are building volume sales and profits : : 
: —_ ie sae a ‘ Duplicators are priced so attractively that everyone 
with this fine NEW line of liquid duplicators. 

The Instant Copy Duplicator is simple, economical ¢an_ afford them, which offers an amazing opportu- 


and speedy. Making copies is as simple as A—B—C. nity for quick turn-over and big profits. 


A. Write or draw with ordinary pencil on smooth Two models are available — the Utility Model at 
‘ » 7 awrite 1" .oo ar ri ~ a p ~ ~ pe 
paper, or typewrite with regular ribbon. $19.50 retail, and the DeLuxe Model at $49.50 retail. 


B. Insert original in the Instant Copy Duplicator. 


No other preparation is necessary. JOBBERS AND DEALERS 


C. Turn the handle, and copies come out clean and Desirable territories are open on a generous basis. 


flat, without curl or smudge. Write for full details of our proposition today. 


hEEN MANUFACTURING COMPANY 


800 NORTH CLARK STHEET +> CHICAGO, ILLINOIS 
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CHOICE 














Model 23-AA with stationery cabinet 


% Sher-Man Tubular Steel Stands 
have the high quality construction and 
the convenient features that meet modern 
office requirements. They are the first 
choice of buyers who compare values, 
and of dealers who know the advantages 
of handling a complete line of high- 
grade equipment. 

The Sher-Man line of stands for type- 
writers and business machines includes 
more than 60 models, in lightweight, regu- 
lar, and special-brace heavy duty types. 
Write for general catalog giving com- 
plete descriptions of the entire line. 


SHERMAN-MANSON MFG. COMPANY 


625 SOUTH KOLMAR AVENUE, CHICAGO 


Pacific Coast Representative: 
C. J. Schubert, Jr., 339 E. Third Street, Los Angeles 


Stock on hand for immediate delivery 


mG nln 


TUBULAR STEEL STANDS 
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| graphed (200 images per minute) and returned into 


the discharge hopper in the correct order. 

Further particulars and illustrated literature will be 
furnished on request to Remington Rand home offices. 
: — 2 
GLOBE-WERNICKE’S STEEL WASTEBASKETS 

The Globe-Wernicke Co., Cincinnati, has announced 
a new line of steel wastebaskets for office or home. 
In the accompanying illustration the new item is 
shown with a larger GW model which was produced 











GLOBE-WERNICKE STEEL WASTEBASKETS 


more than three years ago and found universal favor. 

The new basket is of steel, with welded joints and 
baked enamel finish. Rounded corners have rubber 
protecting bumpers which protect clothing and pre- 
vent marring of furniture. A total lack of sharp cor- 
ners within makes the wastebasket easy to keep clean. 

Both sizes are made with and without legs and 
in a variety of finishes. The small size only is made in 
pastel shades for home or semi-business establishment 


use. 
—————-—_ 


ARMSTRONG & WHITE PRODUCE “ROCKIT” FILE 
Marking the first essential change in design and 
operating characteristics of the arch file in many 
years, Armstrong & White, Pittsburgh, Penna., man- 
ufacturers, has recently produced the ROCKIT file. 
The new file is trade-named the ROCKIT due to 
the fact that the arched transfer arms rock back and 
forth instead of swinging from side to side. The man- 
ufacturer claims stronger and simpler construction, 
fewer parts, a natural easy rocking motion with posi- 





ROCKIT 
FILE 





THE ROCKIT FILE 


tive set in open and closed position under pressure of 
a powerful flat steel spring. 

The arched transfer arms are formed in one piece 
from tip to tip the wire extending under the base 
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CONTROL SYSTEMS IN CON- 
VENIENT BOOK FORM 


LIGHT— DURABLE—ECONOMICAL 
The new “ ¥Y and E” line of Portable Visible Card Books is another fast-selling ‘’Y and E” 


item for Agents and Dealers. Every business and professional man is a prospect for these 
light weight, attractive and easily carried Visible card books. The price is remarkably 
attractive. 


Aluminum interior and basswood frame bound with heavy Fabrikoid, together with fibre 
card holders provide lightness, durability and strength. The cover has an attractive grain 
with embossed decoration. The 100% exposed visible edges of the cards—on both sides— 
makes “’Y and E” the most effective Visible made. Many combinations, including pocket 
style, one or two extra folded sheets, folded card, auxiliary sheet, etc., allow you the 
maximum number of combinations to meet all needs. Made for 5” x 3”,6” x 4”, and 8” x 5” 
cards. Books of twenty-five 8” x 5” cards are available with flexible or pressboard covers. 


This latest of many “Y and E” innovations is but one more proof of the value of the 
‘i Y P 
and E” Franchise — your best selling argument. 


FOREMOST FOR MORE Ge, THAN 50 YEARS 
(AWMAN AND FRBE MFG.(O. 


1059 JAY STREET e@ ROCHESTER, N. Y. 


“l 
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without joints or hinges. The filing posts are also in 
one piece from end to end, formed like the letter “U”, 


and the tops are rounded to prevent injury to paper 
I] E p E N I] A H iF E or hands. No sharp points, thin tubing or rivetted 
connections are employed. 
All wires are ;;" diameter high carbon solid steel, 
A 1 W A Yy _ heavily nickeled and, including the handsome heavy 
cast metal base, there are but four parts to the file, 
which is patented. 


Further details may be obtained by writing the 


Every dealer knows the satisfaction manufacturer. 


—<—=« — 


of handling goods in which he can 
place his full confidence; dependable 
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products which can always be counted 
on to please his customer—to enhance 
the reputation of the dealer. 


AUCIME,, a2 5N 
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Koh-I-Noor Drawing Pencils are 
daily extending their field of useful- 
ness. Technical men and others who 
THIS MODEL 100 COMMUNI-CALL, INTER OFFICE 
COMMUNICATION SYSTEM MANUFACTURED BY THE 
CHICAGO SOUND SYSTEMS COMPANY, WAS FULLY 
DESCRIBED IN THE FEBRUARY ISSUE AT WHICH 
TIME THE ILLUSTRATION PRESENTED HERE WAS 
NOT AVAILABLE. 


appreciate quality, are more and 
more discovering how accurately 
graded these pencils are—how thor- 
oughly dependable each degree is... 
Much of the substantial growth in 
demand is due to the finest of all ad- 
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AUTOPOINT’S DESK MEMO PACK 
A handy new desk memo pack named the Autopack 
has recently been introduced to the trade by the 
Autopoint Company, 1801 Foster avenue, Chicago. 


vertising—the word of the satisfied 


EPHIST 


Perfect Copying Pencil 


user. 
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Most dealers have many customers 
who, when they buy copying pencils, 
always specify ‘‘Mephisto.” Their 
confidence in the “Mephisto” has 
been acquired through many years of 
satisfactory use. They have come to 
depend upon it, for they have learned 
that in all climates and under all 
conditions, “Mephisto” is always 
ready for the day’s work. 





> 


You know the merits of these two 
famous lines—why not get acquainted 
with other members of the Koh-I- 
Noor family? A catalog and price 





list is yours for the asking. 


NEW DESK MEMO PACK 


Es . There are two models, the No. 151 and the 151B, the 
hoh I Noor Pencil Company, Inc. latter being equipped with a biotter at its base. 

373 Fourth Avenue New York, N. Y. The paper holder is of moulded bakelite and is hand- 
somely designed. Colors available are brown, walnut, 
black, red, blue and ivory. At the top of the holder 
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The RIGHT Chair at 
the price— 


by Jasper Chair Company 


RIGHT because it is thoroughly comfortable, of 
modern, pleasing design and durably constructed 
—jts quality proven in hundreds of American busi- 
ness offices. Careful selection of materials, super- 
vised production and close touch with the demand 
in matters of design and finish enable us to develop 
a line of leather upholstered chairs that advance 
the combination of good grade materials and work- 


manship with reasonable prices to a new high. 













There’s a 
profit 
opportunity 
for you in the 
Jasper Chair 


Co. catalog 


We sell 
authorized 


dealers only. 


No. 846 
No. 847 





JASPER CHAIR COMPANY 


JASPER, INDIANA 


REPRESENTATIVES 
Geo. A. Litchfield, Sales Mer. Janes S. Fowls (Southern) E. W. Thomas S. H. MacDonald (West) W. H. Brown, (Chicago-Midwest) 
R. J. Freeman (Eastern) 3414 Euclid Heights Blvd. Southwest) Orpheum Bldg., 6708 Glenwood Ave., Chicago 
505 Fifth Ave., New York, N. Y Cleveland, Ohio Daytona Beach, Fla Seattle, Wash Phone ROGers Park 3644) 
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Caveat Emptor 


Not many years ago typewriter dealers generally did their 
own rebuilding. Today, less than ten per cent still do. 

With Regal came the precision-rebuilt machine, re-manufac- 
tured from stem to stern in the original factory—established retail 
prices with legitimate mark-up and profit—annual Regal serial 
numbers—national advertising—a multitude of dealer helps— 
and the exclusive fixed policy of selling dealers only. 

Dealer service shops are no longer profitless. Dealers know 
what their rebuilts cost them. And time and effort are today de- 
voted only to sales and service. 

All this because the Regal precision-rebuilt Royal is a trade- 
marked brand, nationally known and recognized. Caveat 
Emptor—Let the Buyer Beware—is no more! 


REGAL 


TYPEWRITER CO., INC. 
Dept. C 

75 Varick St., New York, N. Y. 
Cable: REGALTYPE 
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ample space is provided, making the device a fine 


advertising item. 
Se eee 


WELDON ROBERTS ANNOUNCES ERASER “HALTER” 
A new device, Known as an eraser halter, which 


accomplishes the purpose of keeping the eraser handy 
to a typewriter at all times, has recently been intro- 








gl 
Loop HALTER through 


the hole In Eraser } a Typewriter Key | 
eens = ne 









| 
Loop other end over | 
| 
j 
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A Boon to Typists 


ee ae oe ' 











ERASER HALTER DISPLAY 


duced by the Weldon Roberts Rubber Company, New- 
ark, N. J. 

The eraser halter is durable red elastic looped at 
both ends. One end is looped through the hole of 
the eraser and the other over a typewriter key or 
any other convenient part of the machine. The elastic 
stretches sufficiently to permit the eraser to be placed 
in operation in any position on the typewriter or 
even on the desk. 

Weldon Roberts eraser halter will be supplied to the 
trade mounted twelve pairs to the card as illustrated. 
They will also be packed in boxes of two dozen pieces 
for sale to large consumers wishing to equip entire 
offices. 

—— —>- 


NEW TAPE DISPENSER 
A new heavy-duty dispenser for Scotch cellulose 


tape has recently been produced by the Minnesota 
Mining & Manufacturing Company, Saint Paul, Minn. 





SCOTCH CELLULOSE TAPE DISPENSER 


The device is a product of the company’s engineers 
and combines attractive styling plus a greater effi- 
ciency in handling tape. 

The new dispenser is made of heavy metal with 
a rich green ripple finish, is fully portable and sells 
at no increase in price. 

Scotch cellulose tape—a transparent tape which 
Seals instantly without water—is manufactured by 
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DIFFERENT 


Webster says: “Unlike—Distinct.” 
An old Automatic user says: 


“We feel a special pride in our Automatic Filing 
Cabinets purchased from you. . . . Particularly inter- 
esting (9) inch ‘VY’ 
permits of filling a drawer to the utmost capacity and 


is the nine Expansion which 
at the same time enables one to ‘Pull’ and ‘Place’ 
files more easily than with the box (rigid front) type 


Se 
drawer. 


EXPANDING and 


AUTOMATIC { sowmnessin 


FILE DRAWERS 





MR. DEALER: Here is a line of Filing Cabinets that 
is DIFFERENT—unlike the average—DISTINCTIVE. 


This is the line that can be SOLD at a PROFIT. 
Why? Because it is DIFFERENT. 


A sample on your floor may save an order against 
rigid drawer competition. You cannot afford to hesi- 
tate. Write NOW. 

FILES @ DESKS @ VANDEX VISIBLE 
EXECUTIVE FILE @© SYSTEM SUPPLIES 
SPECIALTIES 


Our Investigate 
32nd Year Our 
of Exclusive 
Service Franchise 











Automatic File «> Index Company 


“THE FILE OF THE TIME” 
DEPT. 783 


629 W. Washington Blvd. 


Chicago, Illinois 











A PERFECT COMBINATION 


They are stoutly constructed of extra- 
heavy metal, resist the toughest wear 
and tear, stay new and good-looking for 
a long time. That’s why customers ask 
for them on repeat orders. 

Canco baskets are attractively litho- 
graphed in a variety of colors and wood 
finishes that go well with any furniture. 
They are economically priced to sell 
fast and speed your turnover. 

Write Canco today for more informa- 


tion on this handsome, rugged line. 


or NINIS ©) 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


CITY PARK AND HAMILTON ST., TOLEDO, OHIO 





































OFFICE APPLIANCES 





the Minnesota Mining & Manufacturing Company. 
Further information will gladly be furnished those 
who send their requests to the home offices. 
SS 
AIGNER’S CELLULOID ENVELOPE 
A new celluloid envelope which does not bulk, crack 
or warp and is open on three sides has recently been 








CELLULOID ENVELOPE.—(Top) Holding con- 
tents by static electricity. (Lower left) Closed. 
(Lower right) Rolled to show flexibility. 


produced by the G. J. Aigner Company, 503 South 
Jefferson street, Chicago. 

As explained by the manufacturer’ this new “Aico” 
envelope is made from the finest of five point celluloid 
especially treated to make it resistant to grease and 
dirt. It takes full size sheets, which are held in place 
by static electricity; it creates easy insertion of the 
sheets and can be rolled tightly without cracking. And 
there are no edges to catch. All of these features com- 
bine to make the envelope ideal for protecting records 
and papers practically indefinitely. 

The envelope comes in nine standard sizes, ranging 


from 634x334 to 14x8'% inches. 
—_-e 


TYPEBAR RULING DEVICE 
E. J. Hix, 1502 Hazard street, Houston, Tex., has de- 
vised a ruling device for tabulating work which facili- 
tates ruling on the typewriter and eliminates cutting 
the platen when cross ruling is done with hyphens 
and underscores. But one of the keys of the standard 








NEW RULING DEVICE FOR TYPEWRITERS IN OPERA- 
TION.—(Inset) close-up of mechanism. 


typewriter is sacrificed to adapt the machine to ribbon 
ruling. The device is not suited to machines which 
do not have a carriage driven mechanism. With a 
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The 


FILING CABINET 
... a consistent profit maker! 


There is literally nothing to wear out in the Style 
File patented drawer operating mechanism. Case 
hardened steel balls, not rollers, carry the drawers 
with finger-touch ease over smooth steel surfaces. 
Exhaustive tests have repeatedly shown no appreci- 
able mechanical wear. The Style File is built to last 
for years and years. It is sold with a guarantee of 


lifetime service. 


Te file ri le 


Its many exclusive features have made the Style_File 








a favorite with dealers and users everywhere. Pro- 
gressive dealers have found consistent profits in the 


Style File line. Send for complete information today. 


DISTINCTIVE DESIGN 
CONSTRUCTION 
CRAFTSMANSHIP | 






STEELCASE METAL OFFICE FURNITURE COMPANY 





Business Equipmerit , 








Grand Rapids, Michigan 
PAA ON RE ET TS 
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“THE ACCEPTED 
STANDARD OF QUALITY” 





Bassick 


OFFICE CHAIR CASTERS 


The largest selling quality office chair casters 
in the world! 


Why—because of the patented two-level ball race design 
that gives greater efficiency and easier swiveling —because 


of guaranteed and proven satisfactory service in actual use. 


These casters and the complete line of BASSICK floor 





protection equipment are building good-will and profitable 


This BASSICK display will sell sales for leading office equipment dealers. 
QUALITY casters, and floor protec- a 


tion equipment. It is available free to 


dealers stocking the Bassick line. CATALOG AND COMPLETE INFORMATION ON REQUEST 


THE BASSICK COMPANY °* BRIDGEPORT, CONNECTICUT 


Canadian Factory: STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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single exception each of the four most popular type- 


writers either have the correct ribbon drive, or can 
be converted to suit the drive. 
In operation the typewriter key which motivates 


the roller ruling typebar is depressed to hold the ruler | 


in contact with the ribbon fixed firmly against the 
paper. For making carbon impressions the ruling 
operation is repeated with the ribbon mechanism in 
the “stencil” position so that the roller does not engage 
the ribbon. 

This device is being used by some of the larger 
oil companies in Houston, with important savings of 
time where ruling work is required. 


se 


EVER READY’S FLAT-TYPE DESK CALENDAR 

The Ever Ready Calendar Manufacturing Company, 
160 Maple street, Jersey City, N. J., last month an- 
nounced a new flat-type desk calendar embracing 
several outstanding improvements. 

Chief of the new features of the desk calendar is 





NEW EVER READY FLAT-TYPE DESK CALENDAR.— 
Inset shows the construction of the new folding leg 
under base. 


a design whereby the top plate can be removed for 
taking out old stubs without the necessity of removing 
and replacing screws. The base has been completely 
revised both in appearance and construction. It is 
attractively finished in brown with rounded corners 
and turned-over edges. 

At the bottom of the calendar the company has 


designed and built an extra deep pencil tray placed | 


enough distance from the pad to allow easy access to 
pencil or pen. 

Another special improvement is the new leg con- 
struction which has a stronger locking device by 
which the legs may be folded at any time without 
bending the screws. 


ADRIAN RUBLE BUYS DONNELL BUSINESS 


Adrian Ruble, proprietor of the Oklahoma Type- 
writer Company, Oklahoma City, last month purchased 
the C. A. Donnell Typewriter Company, which was 
operated at 231 Northwest First street, in the same 
city by C. A. Donnell. 

Mr. Donnell was for several years state manager 
for the Remington Typewriter Company before going 
into business for himself in 1928. At that time he 
opened an establishment at 210 North Harvey avenue 
and increasing business forced a removal to larger 


quarters in 1935. Mr. Donnell and his family have | 


moved to California——EVH 
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When Detail is No Problem 























You're most valuable, 
when you're free from 
detail. Free to think 
and plan... to do those 
things no one else can 
do for you. Dictaphone 
frees you for these 
things as shorthand 
never can, 










While you dictate, for instance, 
your secretary needn't be just a 
shorthand machine. Dictaphone 
lets her keep on being a secre- 

tary. Getting things done... 
guarding you from interruption, 


= 

Routine takes less time. You 
handle it as it 
phone. In the 
attention. Gets 


Too many good ideas die of sheer 
inertia. With Dictaphone at your 
elbow, the vaguest hunch is out- 


arises with Dicta- 
moment of fresh 
routine off lined for further thought. Clearer 


ideas are set into action at once. 


your 


mind, off your desk. 


Make your own check 
of what Dictaphone will 
really do for you. Phone 
Dictaphone in your city. 
Let us put one of these 
modern dictating ma- 
chines on your desk. 
There’s no obligation. 
Phone us, or mail the 
coupon now. 











THE TREND TO 


DICTA SONE 


| SWEEPS ON 
| en a a nn en en nee e sees n eee em mmm ‘ 
| : Dictaphone Sales ¢ Orp., $120 Lexington Ave., New York City OA-3 ' 
la In Canada—86 Richmond Street, West, Toronto ' 
; ] Please let me know when ** Two Salesmen in Search of an Order ”’ will be exhibited : 
' In my city, ; 
; [_] I want to see your representative. , 
; ' 
;° Name ' 
}$ ' 
| ~ Company : 
1 Addie ' 
ht nT TT ‘ 

The word ''CTAPHONE is the Registered Trade-Mark of Dictaphone Corporation, 

Makers of Dictating Machines and ‘A. cessories to which said Trede- Mark is Applied. 








To Help You Sell 
MORE VISIBLE 
EQUIPMENT 


We now have available three new System 
Booklets designed to promote the sale of 
Visible Record Books. They illustrate and 
describe visible systems for Stock Control, 
Inventory and Purchase Records; Sales 
and Prospect Records; and Strip Analysis 
Systems. Others are in the course of 
preparation. These new booklets will help 
dealers sell more Visible Equipment. 
Copies may be had on request. 













A Complete Range of 
Visible Equipment 
The Cesco Line of Visible books is ex- 
tensive—Non-shift and Automatic Built- 
in shift types—a wide range of sizes and 
grades of bindings. 















Exclusive Agencies Available 


No matter how well you may be satisfied 
with your present connection, an investi- 
gation of the Cesco Line is suggested. It’s 
worth your while to get our catalog and 
dealer’s exclusive agency plan. 


The C.E. SHEPPARD CO., 


44-Ol 215' Street.- LONG ISLAND CITY, N.Y. 
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(Seen & Heard in So. Calif.—Continued from page 47) 
might follow the association policy and try to get more 
business. He will work with the association and 
“carry on.” 

” * * 

Johnston Honored by Reelection as Vice-President 
of Business Men’s Association.—William F. Johnston, 
general manager of the Schwabacher-Frey Company, 
Los Angeles, was reelected the other day to the posi- 
tion of vice-president of the Los Angeles Business 
Men’s association—an organization for the promotion 
of business in downtown Los Angeles. 

© . * 

Hitchcock Honored by Multigraph.—Harvey L. 
Hitchcock, for the last seven years sales agent for the 
Los Angeles office of the Multigraph Division of the 
Addressograph Multigraph Company, Cleveland, Ohio, 
has been made sales manager for the entire Multi- 
graph Division and removed to the Cleveland office. 
He is succeeded in Los Angeles by E. F. Morse, who has 
been associated with the Cleveland organization for 
twenty years. He has been in Los Angeles since the 
first of February, going over matters of business with 
his predecessor. 

Mr. Hitchcock became Los Angeles sales agent for 
the Multigraph on April 15, 1931. He has been in the 
Multigraph service for a liberal number of years, start- 
ing as service man in Kansas City, Mo. Next he was 
appointed salesman working out of Wichita office, 
then was sent to Dallas, whence he came to Los An- 
geles in 1924 as sales agent. He was appointed general 
sales manager of the Multigraph Division on January 
1, 1938. He has made an outstanding record of sales 
while in Los Angeles. The record of the last two years 
beat the all-time sales record for the Los Angeles 
division. 

- * . 

Administrator’s Sale—Samuel Flatau, administrator 
of the estate of his father, is holding an administra- 
tor’s sale of the assets of the Stationery and Office 
Supply Company, 334 South Spring street, Los Angeles. 


* + * 


Some Personalities.—E. T. McIntyre, vice-president 
of the Defiance Sales Company, New York, recently 
paid a short visit to the trade in Los Angeles.—Jack 
F. Gram, president of the J. L. Hanson Company, Chi- 
cago, visited Los Angeles recently. 

* ~ ~ 

Speed Typist in Town.—Miss Grace Phelan, world’s 
amateur typing champion, was in Los Angeles a short 
time ago on a tour of the West Coast cities. She is 
sponsored by the Underwood Typewriter Company, 
and is on a demonstration and teaching tour. 

a * a 

Golf Game Called Off.—The Stationers Association 
of Southern California were to put on a golf tourna- 
ment at Rancho club a few weeks ago. The game was 
called off on account of rain. 

cs ” * 

Barney Alderson Stocks Pronto Products.—A com- 
plete warehouse stock of Pronto merchandise has been 
delivered from the docks to 6720 Victoria avenue, Los 
Angeles, Mr. Alderson’s headquarters. This stock is 
available to all dealers in the western states and else- 
where. 

Mr. Alderson is also representative of the Cole Steel 
Equipment Company in Southern California. Particu- 
lar attention is invited to their new file No. 53—the 
“baby” file. 
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“Bodiform” Chairs are made of metal 

throughout and may be had uphol- 

stered in genuine leather, frieze mo- 

hair or a high grade leather cloth. 

Many colors of upholstery coverings 
to choose from. 
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SELLERo 
"Brodifome" 


These modern swivel-base chairs offer dealers 
added sales and profit opportunities. They are 
the newest in the Artility line of “BODIFORM” 
Chairs—already established as bringing quick 





sales and profits to dealers everywhere. 


And these two new swivel-base chairs have the 
same sales features which have gained national 
recognition for Artility Posture Chairs. They are 
styled right, built right and priced right. Planned 
comfort is built right into “Bodiform” Chairs. 
That's why customers “sell themselves” on “Bodi- 
form” Chairs, when dealers use the Try-Before- 
You-Buy method. It is a sure-fire way to make 
sales because it PROVES conclusively that 
“Bodiform” Chairs are more than just chairs— 
they are comfort, style, durability and true econ- 
omy to the nth degree! 

Write today for complete information and dis- 
counts on the sales-building Artility line. 


ARTILITY METAL PRODUCTS, INC. 
301 MONGER BLDG., ELKHART, INDIANA 
NEW YORK BRANCH OFFICE: 300 FOURTH AVE. 


A Complete Line of Artility Chairs for Executive, 
Stenographic and Office Use. 
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Oklahoma | 
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TOPS IN 





Van JABLE window space 
paying gratifying dividends 
in building good will and pro- 
fits; the superb display of 
Columbia Ribbons and Car- 
bons in the window of mer- 
chandise-minded 

CLARENCE E. PAGE 
Oklahoma City, Okla. 








Clarence E. Page of Oklahoma City features Columbia Ribbons & Carbons. 


As is the case in practically every other city also, progressive dealers use their windows— 
the most valuable space in their store—for displaying only those products which they know 
to be worthwhile. In the windows of such dealers, you will find splendid displays like that 
of Clarence E. Page, featuring Columbia merchandise. 

Regardless of locality, Columbia service, Columbia cooperation, and Columbia mer- 
chandise bring satisfaction to customers and profits to the store. This is the whole 
secret of Columbia’s difference and superiority. Investigate it if you are not already 


enjoying it! 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Ine. 
Main Office and Factory: Glen Cove, L. I., N. Y. 
New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 
FACTORIES: MILAN, ITALY; LONDON, ENGLAND; SYDNEY, AUSTRALIA 


COLUMBIA 





TYPEWRITER RIBBONS & CARBON PAPERS 
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A. W. M. A. EXPANDS EASTWARD 

As part of the organization’s plans of expansion 
Bernard C. Jakway, director of merchandising and 
trade extension activities of the American Walnut 
Manufacturer’s Association, last month moved his 
headquarters from Chicago to New York City. In his 
new post he will concentrate more of his time on the 
New York, Pennsylvania and New England areas. 





BETTER LATE THAN NEVER!—Although 
this Christmas window display is a trifle 
late the Bruhn Office Equipment Com- 


pany, Burlington, Vt., is still hearing 
favorable comments upon it from Burling- 
ton shoppers and business men. Royal 
and Corona portable typewriters are the 
principal pieces of this capital display. 
—_—_—_o—s—2___ 


MRS. LEWIS RENAMES CRAVEN COMPANY 

Mrs. Ethelynn Lewis, who recently purchased the 
stock and business of the Craven Office Supply Com- 
pany, Guthrie, Okla., is continuing for the present 
in the same location, 206 East Oklahoma avenue. The 
business name is Lewis Stationery Company. 

Mrs. Lewis was born and schooled in Guthrie, is 
well acquainted in local business and social circles. 
She is a member of the Lions Club and the Eastern 
Star, and is active in church affairs. 

George Barkley, who is city salesman for the Lewis 
Stationery Company, was employed in that capacity 
with the Craven Company. 

Taking over the stock on November 22, Mrs. Lewis 
is already making strides toward building up the 
office supply department. Her present stock includes 
a line of books, chiefly school library books, type- 
writers and typewriter supplies, a general line of school 
and office supplies, office equipment, systems, pound 
paper, greeting cards, bridge and party supplies, etc. 
Office furniture is sold by catalogue. 

A method of merchandising used by Mrs. Lewis, 
which is proving particularly successful, is that of cir- 
cularizing a selected list of customers and prospective 
customers with broadsides containing illustrations 
and complete descriptive listing of related items, with 
prices for singles and quantities, together with ship- 
ping weights on quantities. 

Each month one of these sheets goes out to a 
selected list of persons and firms who are likely to 
be interested in the featured type of merchandise. 
Each month a different type of merchandise is 
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TOP PLATE 
EASY OPERATING , Ave 
POSITIVE LOCKING “ND END UPRIGHTS 
SIDE.ACTING 
COMPRESSOR 
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LABEL HOLDER 





CASE HARDENED 
REAR ROLLER 






GUIDE 
ROLLER 






STRESS 
ROLLER 







ROD 
GUIDE 







SOLID BRONZE 
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PROGRESSIVE ROLL 
SUSPENSION 

(GALVANIZED) DRAWER 

CAN BE EASILY 
REMOVED 
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— 
HEAVY UPRIGHT 
CHANNEL 





CROSS.BRACE GUSSET 
ELECTRO WELDED TO 
VERTICAL REINFORCEMENTS 














4 STURDY CROSS.BRACES 
ELECTRO WELDED 1 
VERTICAL REINFORCEMENTS 





BOTTOM PLATE ARC & 
ACETYLINE WELDED TO ~ |] 
END UPRIGHT 


SMOOTH ENCLOSED 
BOTTOM PLATE 
WITH GLIDERS IN 
EACH CORNER 





BIG FEATURES 
LESS MONEY 
MORE SALES 


Your sales step up when you feature Corry- 
Jamestown’s 500 Utility Line. Incorporating 
twenty extra quality refinements plus the Steel 
Institute’s “‘C”’ Label this line provides more actual 
file value for less money. 

You can sell the 500 line whenever quality is 
It is available in 33 
styles which meets practically every standard filing 


desired at moderate cost. 


requirement from stock. 


* 


Investigate this line. It sells 
readily and at a good profit 
margin. Details about this line 
and the other 600 items in the 
complete Corry-Jamestown line 


will be sent upon request. 


* 
CORRY-JAMESTOWN 


MANUFACTURING CORPORATION 
CORRY, PENNSYLVANIA 


EXPORT ADDRESS 
1105 Chester Avenue, Cleveland, Ohio 


Interested dealers should write for de- 
tails about the exclusive Corry-James- 
town franchise. 





" Steel{Aae summa 














Have YOU a copy 


vt this new booklet showing the profit possibilities of | 


Spongex Cushions? It covers the entire Spongex line, 
with large size illustrations and accurate descriptions. 
It announces a revolutionary sponge rubber filler which 
makes Spongex Cushions lighter, cooler, more comfort- 
able—and .. . easier to sell! It explains the extra long 
life compounded into the filler, the new comfort in its 
bubbly softness, and the harmonious, well-finished cov- 
erings—all points which make Spongex Cushions nat- 


ural leaders. 


It shows, too, a complete range of unusually attractive 


list prices, with the introduction of a new low priced 


cushion (pictured above), unbeatable for price and | 


quality. You will find that discounts from list prices, 
also shown in the booklet, permit an agreeably generous 


profit. 


A long accepted quality item; attractive list prices; lib- 
eral discounts—Spongex Cushions offer the combina- 
tion which is sure to increase your profits. 


A handy reference table of sizes, styles, coverings and 
list prices, with discounts, makes your selection an easy 


mailed promptly. 


- THE SPONGE RUBBER 
PRODUCTS COMPANY 


164 Housatonic Ave., Derby, Connecticut 


OFFICE SEAT CUSHIONS + TYPEWRITER AND 
OFFICE MACHINE PADS 
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selected, which includes timely and seasonable items. 
A weekly advertisement is used in the local newspaper, 
usually a single-column by four or five inches, featur- 
ing a list of items tying-in with the current promo- 
tion. —_EVH 
ee ee 

NEW “M&V” TRADEMARK DISPLAYS READY 

Mittag & Volger, Inc., Park Ridge, N. J., for nearly 
fifty years manufacturers of ribbons and carbons, is 
improving all packages under the new trademark, 
“M & V Thousand and Five Products Excell.” Attrac- 





HIS AUTO SHOWS HOW.—Salesman W. H. Baldwin of 
Mittag & Volger stands beside automobile which aptly dem- 
onstrates how the new M&V emblem decalcomania stands 
out upon the door of the car and acts as a traveling adver- 
tisement in Mr. Baldwin's territory of New York, New Jersey, 
Pennsylvania, Ohio, Michigan, Indiana and Kentucky. 


tive matched boxes suitable for counter and window 
display are now ready in each grade of carbon paper 
and typewriter ribbon. 

The new “Thousand and Five” emblem comes from 
the Roman M and V monogram, the ‘‘M” standing for 
thousand, and the “V” for five. 

The company has also made available to dealers 
a new decalcomania illustrating the emblem which 
is particularly adaptable for autos, windows, doors, 


showcases, etc. 
a 


“ALLEN CALCULATORS 


a 
4 
: 
' 








THE HOME OF ALLEN CALCULATORS, INC., GRAND RAPIDS, 

MICH.—Where the latch string is always out to dealers who 

would like to know more about how R. C. Allen adding ma- 
chines are made. 


pac a tes 
GENERAL PENCIL ANNOUNCES DISCOUNT CHANGE 

In a bulletin issued last month the General Pencil 
Company, Jersey City, N. J., announced that effective 
March 15 the quantity discount on its pencils will be 


: : | ch d from ten to five per cent. The bonus discount 
one. Send for your copy of the booklet—it will be | aera r 


of five per cent, however, will remain in force. 

According to the company statement the new quan- 
tity discount rate will be effective on all Class 1 pencils 
listed under $6 per gross on orders of twenty-five 
gross or more single shipment of each individual num- 
ber, and on all Class 2 pencils listed over $6 per gross 
on orders of ten gross or more single shipment of each 
individual number. 

The company is planning introduction of a new 
oversize tip and a new series of colored pencils on 
which further announcements will be made later. 
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These G/W Business Helps Increase 
Efficiency and Make Work Easier 


There are many dependable Globe-Wernicke office acces- 
sories you can sell to customers—useful business helps that 
speed up routine, increase efficiency and enable people to 
do more work with less effort and expense. 


Stock up on these fast-moving items and be prepared to 


meet the growing demand for office accessories. 


There is 


a good profit on G/W filing supplies and stationers products 
which are needed in every office. 


Write for catalog and price list, together with information 


about our attractive proposition to dealers. 















MASONITE LAPBOARDS 


A helpful aid for writing, 
heck peste MED C-1-lolbele MEE) phele 

for refreshments, 
games... for the student 


Everyday Files 
Eleven styles—in- 
dexed alphabetic- 
ally, days of week, 
days of month, etc.; 
also metal tabs 
with removable in- 
serts. Standard and 
legal sizes. 





Waste Baskets 
Attractive steel 
waste baskets .. . 
easy to keep clean 

. rounded cor- 
ners . . . two sizes, 
both with or with- 
out legs... variety 
of finishes for home 
and office. 








or in the sick room . 
attractive brown finish. 













Little General 
File 


An attractive per- 
sonal file with 
flange type lid and 
drop front. . . fur- 
nished complete 
with folders and 
labels for indexing. 





Wood Card 

Index Trays 

With or without 
hinged covers for 
3x5, 4x6 and 5x8 
cards. Wood filler 
in front prevents 
tabs of guides | 
being mutilated. 















May be stacked or com- 
bined laterally” in many 


Clip Boards 
Striped wood or 
Masonite board. 
Clip has powerful 
spring for holding 
papers. Note, let- 
ter, cap, and way- 
bill size. 





Filing Shelf 


Hooks over drawer 
pull and leaves 
both hands free to 
file. Rubber bump- 
ers prevent 
scratching of file 
front. 













useful arrangements. 


“Accesso” WOOD DESK TRAYS 


Wide hand openings on 
EVI ME colbb a=} (ol-t-BE- belo MMM ofo)acoyee! 
make it easy to handle 
papers. 












S> 





G\oon 








Service 





Agate Card 
Index Trays 
Made of oy 
binders’ board . 
wood bottom . 
steel follower . . 
3x5, 4x6, 5x8, 
6x9, and check 
file sizes. 









UF 





Box Files 
— most every 

ing requirement. 
Available in fif- 
teen different sizes — 
with many styles 
of indexing. 


Globe-Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 





Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
PYate Mm delete! Equipment for Libraries, Schools and Public Buildings—Filing Supplies 
Stationers’ Products; Storage and Visible Record Equipment and Sreel Shelving 
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In the Harris Trust and Sav- 
ings Bank of Chicago one 
of the country’s oldest and — 
best-reputed financial _insti- 
tutions Valentine - Seaver 
chairs upholstered in suave, 
ever-wearing Eagle-Ottawa 


soeonewwene' H Fitting in a Committee Room of 
a Great Bank, is Achieved Dy 


LEATHER UPHOLSTERED CHAIRS 


The warm glow of perfectly finished Eagle-Ottawa 
leather upholstery . . . rich and colorful, yet simple 
and dignified . . . suits the purpose and expresses 
the character sought in a bank's furniture. 


Eagle-Ottawa leather excells for such use because 
of its genuine quality and good looks. Available in 
a total of 155 tones and colors . . . 80 of which are 
ready for immediate shipment . . . Colonial, Guild- 
hall and Dixie lines of Eagle-Ottawa leather provide 
COMING SOON... the color, finish, quality, and long wear required for 
Eagle-Ottawa will shortly announce a new the upholstery of commercial furniture in good taste. 


service, never previously offered by any 
tanner, that will be of great importance to 


smart dealers in office furniture. Watch for it! Write today for samples. 





GRAND HAVEN, MICHIGAN WQ@7gs 
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CANADIAN NEWS NOTES 


| 
Clifford W. Hale, who has long been connected with | = 
the publishing end of the office equipment and sta- | Coy, Bad temper, reduced ef- 
tionery industry in Canada, has joined the staff of | Ws YF Schimmel ee 
the Bookseller & Stationer, Toronto, Ont. 1] (REG ack ne ee 
* * &* i a eg 2 NY y ’ were running into many 
William John Kernohan, merchandise manager of | 4 -\ dollars yearly until an 
the book and stationery department of the T. Eaton “4% — office equipment dealer 
departmental store, Toronto, died recently from in- pointed out the costli- 
juries suffered in an automobile accident. an - 
-— - & é ness of “cheap” casters. 
a} P 
L. C. Smith & Corona Typewriters of Canada, Ltd., “<Ss' After buying a set of . . 





35 Front street, East, Toronto, has added increased 


floor space which will almost double the former area. 
Extra equipment is being installed to increase the per- 
centage of Canadian content in the finished machines 
cy 


and to provide added production to meet increasing ie 


market requirements. oe O f _ Chins _— f 











Menzies & Company, Ltd., 660 King street, West, Pgar 
Toronto, has recently placed on the market the Mars . . he wonders how he f- yas Gi h 
Lumograph pencil, manufactured by the J. S. Staedtler ever did without them. OF a Angas: 
Company. He now does MORE , nal G— 5, 

- = work, has no more floor P @ = BY ; 

J. S. Luckett of the Luckett Loose Leaf, Ltd., Toronto, repairs, and shows his | = ~) iS ISS 
Ont., was recently named as president of the Eber- gratitude by alwaystrad- | ‘ we NA SNe 
hard Faber Pencil Company, Canada, Ltd., Toronto. ing with the dealer whe | e— ¢ | 
R. L. Warner was named vice-president, and J. S. ce : £ a het ly 

first sold him Darnell oul . IN 
Luckett, Jr., the secretary-treasurer. ‘ lL 
eae a Products. —_ Eye 

The seventh annual meeting of the Stationers Asso- DARN ELL CORPORATION Ltd 

' . 


ciation of Winnipeg was held recently at Moore’s 
Coffee Inn, that city. The following were elected 
officers for 1938: President, Eric Jeanfavre, Grain 
Exchange Stationery Company, 445 Grain Exchange 
building, Winnipeg, Man.; vice-president, Robert 


Christy, Richardson-Bishop, Ltd., 424 Main street, | 

Winnipeg; secretary, C. Vernon Nobbs, The Luckett | 

Loose Leaf Company, 52 Albert street, Winnipeg; treas- 

urer, F. J. Dool, G. R. Bradley & Company, 506 Canada oud 

building, Winnipeg. | SLIDE-OPERA 
e . * | 


The Viceroy Manufacturing Company, Ltd., Toronto, 
Ont., is completing construction on three new build- 
ings at the plant in West Toronto, Ont. The new 
buildings will add about 30,000 square feet to the 
company’s building plant. The main addition is a The Faultless Slide-Operating Ring 
four story administration building, 130 feet wide by | pe cena nck shia ited tani ads 
forty-seven feet deep, facing on Royce avenue. a gentle pull of the lever and closes them 


P. O. Box 4027-O, Sta. B, Long Beach, California 
36 N. Clinton, Chicago ... 24 E. 22nd, New York 


















Check Chese Selling Points 

















with an easy push. 4 
= = 3 9 — Lifter that lifts, rather than pushes, q 
‘a ‘ sheets over rings. 
Pro Rage Easton, vice-president and general manager @ Recessed Label Holder that makes identifica 
Oo ; ; tion easy. 
the Eagle Pencil Company of Canada, Ltd., Toronto, ae Gate Wiis, cen: es Sanaa 
Ont., who has just returned from a trip to the Pacific firmly on a desk. 

: : +4 | And several other exclusive features, all of 
coast of Canada, reports that business in British | which mean rapid turnover and consumer satis- 
Columbia and the western provinces look very promis- faction. 
ing for the pencil trade. STATIONERS LOOSE LEAF COMPANY 

* o + §24 North Broadway 
NEW YORK MILWAUKEE CHICAGO 


International Business Machine Company, Toronto, 
Ont., has purchased a three story building at 36-38 
King street east, that city, to serve as executive head- | 
quarters for its Canada-wide activities. 

- * * 

Hugh C. Sutherland, of J. & J. Sutherland Co., Ltd., | 
wholesale office supplies and equipment dealers, Wood- 
stock, Ont., left recently on a motor trip to Florida. 
It is Mr. Sutherland’s first vacation in two years. 

o * * 


Joseph Brown has become a partner in the Serve- 


well Stationers, office and business equipment firm in 
the Provincial Courthouse, Vancouver, B. C.—SJL 





-_ 
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ZAC 


“GAYLO” 


CORRECT POSTURE 
METAL FOLDING CHAIRS | 


Ideal for offices, sales rooms, 
schools, churches, clubs, lodges, 
beauty shops, etc. Riveted = 
at all joints, made of heavy = 
COLD ROLLED steel. Com- 
fortable and rigid in construc- = 
tion. Opens and closes = 
quietly. Folds flat and stacks = 
easily. Upholstered seat and = 
back. Rubber tipped front = 
legs. Baked Synthetic = 
Enamel Finish. 


ULL 
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SUL 
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| 


| 
PULL 


ill 


ll 


Colors: Mahogany, Black, 
Walnut, Olive Green or 
Ivory. 


ION 


An investment in GAYLO 
superior quality equipment 
means service, economy 
and durability. Backed by 
an organization of many 
years of manufacturing 
experience. 


Ul 





| 
TAT 
AVAIL 


| il Wnty iI! 
AAAI IMI Hil 


= 
= 
= 





STHE GAYLO MFG. CO. 
CHICAGO, ILL., U. S. A. = 


ON 


HI 
Ht 


820 NORTH MICHIGAN AVE. 


WTNH 
WITT 


= 





HAMPDEN 


JACKNIFE 


COMPASS-PENCIL 
New 


Distinctive 
Profitable 


A fine mechanical pen- 
cil with an Accurate 
Compass (folds up like a 
jacknife. Note folded po- 
sition in picture. 









Safe and Convenient to 
carry in vestpocket or 
purse. 

Beautifully Designed. 
Attractively Displayed 
on individual cards or 
12 on large display easel. 


29 
e 
Write for the new 


HAMPDEN catalog 





2/3 Actual 
Size 







Patented 
Made in CENTS 
USA RETAIL 














| T{. HAMPDEN 


MANUFACTURING CO., INC. 
17 WARREN STREET, NEW YORK, N. Y. 
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WIS-ILL CLUB NOTES 

The third annual birthday party was attended by 
122 happy pleasure seekers. They gathered in the 
lounges on the top floor of the Webster hotel on the 
evening of February 19, many of them in expectation 
of having dinner received at 7 P. M. as scheduled. 
About an hour and a quarter later the hunger urge 
became so strong that proceedings had to proceed. 
During the course of the dinner popular songs (ancient 
and modern) were sung to the accompaniment of the 
orchestra. 

According to rumors, the Heidelberg Octette dis- 
covered a last minute engagement that prevented their 
appearance. In consequence “Herr Louie Heinrich”’ 
Aigner and his Wienerwurst Quintet performed. Assist- 
ing “Herr Louie” were “Wilhelm” Lippner, “Johan” 
Vojta, G. O. “Von Steven” und “Herman” Kickles. 

Prizes were awarded to the following: Tom Bledsoe, 
coffee maker; Glen Chambers, cocktail set; Mrs. R. V. 
Maneval, compact; and several decks of cards to sev- 
eral of those present. 

A year old feud was renewed by transforming the 
dance floor into a badminton court, permitting Gordon 
Kickles and Ollie Stevens to thrill the throng with an 
exhibition of skill and stamina. It will be recalled that 
at the second birthday party last year, these well 
matched players demonstrated how the game of bad- 
minton should be played after the professional cham- 
pions had left the scene of action. They are still good, 
if their personal opinions can be accepted at face value. 


* * * 


Two committees, appointed some time ago by Pres- 
ident Harry Balch, are busy these days attempting 
to fulfill the jobs for which they were created. The 
first is a membership committee composed of John 
Uden, Boorum & Pease Company; Bob Overend, Eagle 
Pencil Company, and Jack Johnstone, Neva-Clog Prod- 
ucts, Inc. Their task is to produce thirty more mem- 
bers by September to make the membership an even 
200. 


* * 7 


William L. Schuster, National Blank Book Company; 
Gordon Kickels, Globe-Wernicke Co., and Russell Car- 
penter make up a committee appointed to audit the 
books for the past year. 


* + * 


An important change in the by-laws was made at 
the February 4 meeting of the club when the rule, 
prohibiting members buying lunch for a dealer-guest, 
was cancelled. Now a member’s guest can really be 
a guest in every sense of the word. 


* os * 


Tom Valleau is still very busy polishing off final 
plans for Dealer’s Day, which is to be held on March 
18. If every member present brings two or three 
dealer-guests there should be quite a gathering when 


the luncheon begins. 
. * * 


Four new members were added to the Wis-Ill Club 
at the meeting held February 25. They include Karl E. 
Castle of Weis Manufacturing Company; B. L. Beeler 
of J. L. Hanson Company; Jack Clark of W. A. Sheaffer 
Pen Company, and John W. Stewart of L. E. Waterman 
Company. 

At this same meeting the subject of premiums given 
by manufacturers to dealers’ salesmen was discussed 
from various angles. A committee was appointed to 
look into the matter and report later. 
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\ Use Scotch Cellulose Tape in this 
new Dispenser and you will produce 
neater packages in faster time. 










Scotch Cellulose Tape seals instant- 
ly without water —a touch of the 
finger produces a strong, positive 
seal that will not loosen. 





— of heavyweight Cellophane— 


, fully transparent. 
> o. 








Made and Patented in U.S. A. by 


MINNESOTA MINING & MFG. CO. 


SAINT PAUL MINNESOTA 


Under one or more of the following U. S. Patents: Nos. 1357020, 1779588, 1856986, 1814132, 1895978, 1959419, 1954805, Re, Now, 18742, 1912, 






























ORDER BLANK 
0.A.338 
Please ship through my wholesaler the items I have checked: 
0 2 | se ol ayaa 
cotc ellulose Tape......... @ $1.15.. * 30 
i Heavy Duty Dispenser........ccsscccese 20} $3.70 
0 12 Rolls 14”x2592”" Transparent 


Scotch Cellulose Tape......... @ $0.99. _ 88 
1 Heavy Duty Dispenser................. 40} $13.28 


Name 








Address_ emer 





City. 








Wholesaler’s Name 
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Streamlined STEEL OFFICE CHAIRS ts 


MANY ALERT DEALERS are already familiar with the Cavalier Suite of steel chairs— 
the newest and smartest in the Harter Line. 

These dealers know from experience that the introduction of Harter Models always 
insures an audience. They know that the Cavalier Suite will arouse both interest and 
desire. These dealers know the value of introducing a leader in smart styling. They know 
that there is always a brisk demand for the newest thing in steel chairs. They know 
that being a Harter Dealer pays real dividends. 

If you are not a Harter Dealer perhaps you would like to know more about Harter 
Co-operation—about making sales and profits the Harter Way. If you are interested just 
let us know and we will send complete details about our dealer plan. 


The HARTER Corporation 


STURGIS MICHIGAN 


MANUFACTURER OF THE WORLD’S FINEST Steel SEATING EQUIPMENT 


MODERNIZE~- HARTERIZE 
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M & V BOWLERS READY FOR CLASSIC | ee 


Outfitted in trim green shirts with golden letters, S: 7 


to match the well-known M&V paper box, an able 
STEEL COSTUMERS 


bowling squad from the factory of Mittag & Volger, 
Inc., Park Ridge, N. J., will take to the alleys at the | 
forthcoming A.B.C. bowling classic. 
These men are Roy Woodruff, Eddie Stevenson, Eddie | are 
Fostered by the increasing insistency 


of business men for modern and efh- 
cient conveniences, Sanymetal cos- 
tumers are in more demand today 


then ever before because of these ex- 
clusive features: 


They are perfectly “‘balanced’’ — are 
guaranteed to stay upright even when 
the load is all on one hook . . . do 


not loosen or warp . . . have no rough 
edges to catch clothes. The phere 
lines and enduring wood finishes are 
a fitting appointment to the modern 
office environment. 


List prices f.o. b. Cleveland, 


Ohio, are: 
STEER OF SLAY so .c0c0 ss $10.00 
Mahogany, Walnut or 

Lt PPT TTT TTT ee 11.00 
White enamel......... 13.50 


Write today for dealer discounts and 
descriptive folders in full color. Sany- 
mered costumers cost no moreto 
handle because they are regularly 
moving items with a longer margin 
of profit. 





W. H. BALDWIN, MITTAG & VOLGER 





REPRESENTATIVE, WHO AGAIN 
HEADS THE COMPANY'S BOWLING THE SANYMETAL PRODUCTS 
TEAM IN THE 1938 CLASSIC COMPANY, INC. 
. 1681 Urbana Road, Cleveland, Ohio | 





Harris, Oscar TenEyck, and alternate George Robinson. | _ | 
They will be led by W. H. Baldwin, one of the com- 
pany’s popular representatives who covers New York, 
New Jersey, Pennsylvania, Ohio, Indiana and Ken- 
tucky. Mr. Baldwin is a high bowler in his own right 
and made an enviable record in the 1937 A.B.C. This 
year he will enter contingents in the singles, the two- 
man and the “fives.” 

The Allen Paper Company, Chicago distributors of 
Thousand and Five products, will entertain the team 
and it is expected that Ira Cole, vice-president and 





Polar Leather Cleaner 


and 


Dressing 














sales manager of Mittag & Volger, will be on the 
ground to cheer his husky team to victory. 
—————— 
STUDENT’S USE OF PARKER’S “QUINK” INCREASES 
The use by school and college students of “Quink,”’ 
the fountain pen ink manufactured by the Parker Pen 
Company, Janesville, Wis., is experiencing a continued 
increase all over the country, according to a survey 
recently conducted by the company. 


According to Kenneth Parker, president of the 


Parker Pen Company, figures based on independant | 
surveys show that two years after Quink was intro- | 
duced in 1931, six per cent of students used it. One 


year later it was shown that this total was increased 


: raed sage | 
to sixteen per cent while in 1937 it again jumped to | 
twenty-six per cent. | 


“Our research laboratory spent three years and | 
$68,000 to perfect a formula for Quink,”’ Mr. Parker | 
explained. “The result was an ink which would dry | 
quickly on paper but not in a pen. This is because 
Quink dries by penetration and not by evaporation.” 

2 
DONALD GOUDY NO LONGER WITH CLAROTYPE 

The Clarotype Company, New York, N. Y., reports 
that Donald Goudy, who has traveled part of the East- 
ern territory, is no longer a Clarotype employe. 





















LEATHER 
CLEANER 


AND 














Paks Product 
Pola elt fg lo. 


CLEANS and RENEWS 
the LUSTRE 


ADOS LIFE to the 
oTRENGTH of LEATHER 


re 





DRESSING _ 





No. 108—8 oz. cans packed 1 doz. cans to carton......... 
No. 109——1% gallon cans, packed in individual carton............ 
No. 110—1 gallon cans, packed in individual ecarton............ 


Polar Leather 
Cleaner and Dressing 
is a scientific prepa- 
ration and contains 
no ingredients to 
harm leather in any 
way. It will remove 
any accumulated dis- 
coloration caused by 
dirt or finger marks 
from Upholstered 
Leather Furniture— 
Cushions, Desk Pad 
Panels. 

If used according 
to directions on can, 
it will restore the fin- 
ish to practically its 
original lustre and it 
serves as a dressing 
for additional life 
to the strength of 
leather. 


.$ .75 
2.00 
3.00 


Wholesale Only—All Prices Subject to Regular Dealers Discount. 


Complete Catalogue on Request of Our 100 Different Office Items 


POLAR MANUFACTURING CO. 


401 N. BROAD ST., PHILADELPHIA, PA. 
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In office desks, as in automobiles 
and clothes—Style is a big influence 
in making the sale! 





AN EXECUTIVE OR GENERAL OFFICE 
DESK FROM THE TEMPO GROUP 





Evansville Desks are pleasing to the eye. They're built 
well, conveniently arranged, and invitingly priced. 

Inbuilt styling arouses customer preference and contrib- 
utes more to profits. 

Dealers wishing to invigorate their office furniture sales 
are invited to write for the Portfolio of Designs. 


EVANSVILLE DESK COMPANY 
BUILDERS OF WOOD OFFICE DESKS 


EVANSVILLE INDIANA 











HIGH POINT 


No. 7814 
POSTURE CHAIR 


COMBINES 


scientific working com- 
fort with attractive and 


engaging design. 


In MOST offices, a 
pleasing harmony of ap- 
pearance is considered 
important, especially with 
regard to chairs. This High Point number presents 
good quality and looks right. It is well worth featuring. 


It is made in quartered oak, pecan walnut and mahog- 
any. Besides the style shown here, it is made with 
upholstered seat (No. 7414), with upholstered panel 
back (No. 7914), and full upholstered back (No. 7714). 
New. improved posture chair control with rubber com- 
pression unit—large, easy rolling, noiseless casters. 
Full details and prices on request. 


HIGH POINT BENDING & CHAIR CO 
SILER CITY, NORTH CAROLINA 
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RIVET-O ISSUES NEW CATALOGUE 
One of the most recent of this season’s crop of 
catalogues is just off the presses, and carries a com- 
plete description of the line of office and marking 
devices of the Rivet-O Manufacturing Company, 
Orange, Mass. It is a smartly designed book of some 






— 


& FACTORY SPECIALTIES | 


FSPEEDEIMO 


MARKING DEVICES - OFFICE 


NEW CATALOGUE OF 
RIVET-O PRODUCTS 


twenty-four pages, attractively printed m black and 
red, with a varnished cover, and is of convenient 
pocket size. 

Illustrated and described are the many items in 
Rivet-O’s unique line, including Speed-Mo sponge 
rubber stamp pads, stamp pad inks, daters, time 
stamps and numberers, punches, finger moisteners, 
stamp sets and tray files, Speed-Mo type cleaning 
brushes and fluid and dry cleaning outfits. 

Whatever the need for a stamp pad, it can be filled 
from the range described here, Speed-Mo pads hav- 
ing been developed for every office, factory, warehouse 
or other commercial use. 

Copies are available to every stationer and office 


supply house. 


—>-—__ 


OKLAHOMA CITY NEWS NOTES 

M. S. Eylar, vice-president of Underwood Elliott 
Fisher Company, and N. D. MacLeod, sales manager 
of the supply division, from New York City, visited 
the Oklahoma City branch the latter part of Jan- 
uary. At this time a sales meeting was held, which 
was attended by salesmen from all over the state. 
The meeting was followed by a banquet at the Skirvin 
hotel. W. C. Welch is manager of the Oklahoma City 
branch, which is located at 220 N. W. First street. 

* * * 

Jess M. Beck, president and general manager, West- 
ern Bank and Office Supply Company, here, is one 
of the new directors named recently by the Okla- 
homa City Chamber of Commerce. Mr. Beck was 
elected to fill a place on the Wholesalers and Manu- 
facturers Division of the Chamber, which is considered 
one of the most important committees. 

+ * * 

Branham’s Inc., Oklahoma City, is offering a five 
dollar reward for the return of each of two machines 
recently stolen from the company’s truck, while it 
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INVINCIBLE METAL FURNITURE CO. 


WITH CUSTOMERS 






this ew INVINCIBLE No. 1200 LINE! 





to this **D”’ Label No. 1200 File Line 
3-drawer, and 2-drawer height files built in letter and 
cap sizes. It makes a hit with the trade because it is 
designed for the times. Has the efficiency and construc- 
tional strength of more expensive lines yet is agreeably 
moderate in cost. What’s more every one of its 
remarkable construction features is an outstanding 
sales point to win new customers and send your sales 


higher and higher. Send for literature and full details. 


Dealers from every section report a remarkable response 


with its 4-drawer 





HERE ARE THE NO. 1200’S CONSTRUCTION FEATURES 


_..and every one is a sales-maker| 


Front upright reinforces 
front pilaster and is returned 
against the side of file case, 


edges. 


eliminating any raw 


Vertical 





brakes 


construction 


Double 


greatly reinforces roller guide 


flange 


rigidity. 


on drawer sides. 





Free floating roller travels in 
an especially heavy channel 
which is double flanged for 


added strength. 






Double formed torque braces 
all 


insure unusual strength and 


under cross members 


rigidity. 


stiffeners 


strength 


file side 
with 8 


assure 





extraordinary 


and 





FACTORY AND MAIN OFFICE: 
MANITOWOC, WISCONSIN 
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TWO NEW DUSCO COMMANDERS 
IN THE LOWEST PRICE FIELD 








SEVEN 














Two new Dusco Commanders, a Commander No. 20 Dusco Models 
(hand feed) and a Commander No. 30 (automatic feed) on 
now make Dusco quality available at record lows. Work- ee Reh ae 
manship and design meet the same high standard familiar a No. 30 
to all Commander users. Dusco 
A total of five Commander models and Challengers in Sai wiles 
manually operated and electric models now give Dusco Commander No. 50 
dealers the most complete range of models in the stencil Dusco 
Commander No. 75 
duplicator field. “ae 
A few territories are still open. Challenger 
Dusco 
Sold Only Through Independent Office Supply Dealers Challenger Electric 














THE DUPLICATOR SUPPLY CORPORATION - Minneapolis, Minnesota 
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was parked at Eighth street and Broadway avenue. | Promote this smoker designed 


Machines stolen are: One new Allen-Wales electric 


P . ee in ae f » ™ Te‘ ™ 
8-col. adding machine, serial number 9-E-45309; and | for BIG Bt ) SINESS 
one Master Grade re-manufactured Underwood type- |* 
writer, serial number 5-3843770. 

Branham’s Inc., headed by Don Branham, is located - 


at 316-18 North Robinson avenue. Telephone number 
2-5167.—EVH 












New American Walnut Wood- 





Goealdl TR skce<ceccesctoon $8.50 
T HE ideal smoker to promote for offices, clubs 
or hotels. Its streamlined beauty . . . its EXCLUSIVE 
superior features practically sells itself. Touch ASH-AWAY 
the Ash-Away Dispenser button—and butts, ashes, pe oe es 
debris disappear into an air-tight container, com- DISPENSER 


pletely out of sight and smell! A complete line 
including new wood-grained finishes with out- 
standing sales-appeal. A line that is bound to 
boost your smoker sales te offices. Write for 
1938 catalog. Priced from 75c to $12.50 retail. 


7 
Osh- f | f 
3 x q q 


F SMORERS 





araiteed 


JAM-PROOF 














Operates at mere 
touch of finger! 
BOOSIER FOR ACE FASTENER THE NAGEL-CHASE MFG. CO. 
PRODUCTS.—This display card, =e ig ee a fs 
2811 No. Ashland Ave., Chicago, Ill. 742 S. Hill St., Los Angeles, Cal. 


measuring 18!/, by 12!/. inches, 
has been produced by tue Ace 
Fastener Corporation, Chicago, to 
aid dealers feature its Ace, Pilot 
and Cadet stapling machines. The 
display has three shelves upon 
which to place the machines while 
the face of the card presents an 
attractive combination of lettering 
and background in gold leaf, navy 
blue and red. 


——>—e—__ 
MURPHY ISSUES CATALOGUE SUPPLEMENT 
Containing fifteen pages of photographs and text 
on several new chair models recently introduced to 
the market, a new 1938 supplement to catalogue No. they have purchased their supplies—a most valu- 
65 has been published by the Murphy Chair Company, able advertising feature. 
ee = DEALERS: ATTENTION | 


The supplement presents descriptions and illustra- 


“Worlds Largest Smoker Mauupactertets” 








Free! Pree! 


Beautiful Display Stand for 
Chrome Mount Rubber Stamps! 


A beautiful display stand offered FREE. Also your 
name engraved on handles FREE OF CHARGE. 


A constant reminder to your customers where 


tions of a new line of Bank of England chairs, up- 
holstered and wood seat posture chairs and uphols- 
tered executive chairs. Three pages are devoted en- 
tirely to household chairs in attractive designs and 
patterns. 

A special feature of the supplement, however, is a 
page given over to a description of the well-known 
“Murph-Ease” spring construction which is standard 
equipment of all Murphy upholstered pull up chairs, 
upholstered rockers, office and lounge chairs. A pic- 
ture shows how this unique method of spring con- 
struction operates to make chairs with which it is 
equipped, sagless, durable, noiseless and comfortable. 

<cinininniceapilitiiincaiinsie 
KEITH REMODELS STORE IN DENVER 

The Keith Safe Company, large Denver firm, is re- | 
modeling their large building at Fourteenth and Arap- 
ahoe streets, with an eye toward increasing display 














Ask for Chromium Mounts 
ott NO MORE Tien The Octane 


Be the first in your 
community to fea- 
ture this new chro- 
mium stamp. Watch 
your sales grow as 
customers realize 
that your store takes 
the lead in introduc- 
ing the latest and 
most efficient office 
devices. The new 
B. & M. Chromium 
stamp will stimulate 
your business. OUR 
SERVICE: All orders 
received 12:00 
(noon) are complet- 
ed and shipped the 
same day. 


a Write for cata- 
. a icg and liberal 








a discounts. 





Bankers & Merchants Stamp Works, Inc. 
Chicago, Ill. 


ee 


convenience and sales efficiency. For several months 
the company has occupied the main floor of the | ]/ 3215 N. Sheffield Ave. 


building, while the first-floor, a semi-basement, is | |\— 
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STAINLESS STEEL FILE SIGNALS 


a rs 
21 22 23 24 





3! 34 


ALWAYS __ 
REMAIN 
BRIGHT 


Made of thin- gauge, 
stainless steel, tempered 
and highly _ polished, 
they will not discolor cards or sheets— 
are easy to attach, stay put, and add 
practically no bulk to a record. 


THERE IS A TYPE 
FOR EVERY MODERN FILING REQUIREMENT 


Write for this 















15 














No. 2V—Low Tab 
Large Window 





FREE CARD 
» } | OFACTUAL 
sright fast-color, | 7 SAMPLES 


non-chipping enam- 


els—plain or print- | to 


ed with letters of rea 
the alphabet, days “~~~ 
of the week and 


month, months of the year. A type for every 
modern filing requirement. Useful sample 
card shown above sent on request. 


THE H.C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 








NOS VAL), Sd AMMA 


LINE.. EXCLU S/VELY/ 


“STEEL-STRONG”’ PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY a 








Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable... 
secure ... with the guaranty of Members of The 
Nat’ Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, ete. ... and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL-STRONG PRODUCTS 








"| COUNTER 





BILL STRAPS 








THE C.L.DOWNEY CO. conicShaeSi"5. 
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being modernized. This floor will have smooth plaster 
walls, well lighted showrooms and a front office just 
off the front entrance. 

The remodeling is complete in that it will place all 
stocks in view, and leave storage to the upper floors. 
Approximately 70x80 square feet of showroom space 
will be realized on the first floor, enough to display 
all models ready for sale. Open display from the side- 
walk is one of the most valuable features of the new 
floor, and in addition, there are three large display 
windows, the center pane fitted with a drop-back 
through which the entire first floor can be seen at 
a glance. 

According to H. A. Keith, president of the firm, the 
remodeling will help to concentrate the business, with 
display and business facilities on the first floor and 


| storage above.—BART 


—e-  —- 

UEF NEWS DESCRIBES EYLAR’S WORLD CRUISE 
The export edition of the UEF News, house organ 
of the Underwood Elliott Fisher Company, New York 
City, is an interesting story of European travel, based 
on the recently-completed world cruise of Vice-presi- 


dent M. S. Eylar. 
Forty pages of text and photographs go to make 





M. S. EYLAR 


up this country-by-country description of Mr. and 
Mrs. Eylar’s long journey during which they visited 
Underwood Elliott Fisher distributors in practically 
every corner of the globe. 

The pictures are excellent. Page by page they take 
the reader from nation to nation, even to Australia 
and New Zealand, Africa and India. A clever feature 
of the book is the series of titles covering each coun- 
try visited which are written in the language of the 
nation pictured. 

The list of these countries reads like a world atlas. 
It includes Belgium, Holland, Denmark, Norway, 
Sweden, Finland, Esthonia, Latvia, Lithuania, Czecho- 
slovakia, Roumania, Bulgaria, Turkey, Syria, Palestine, 
Egypt, Greece, Poland, Hungary, Yugoslavia, Austria, 
Italy, Spain, Portugal, Switzerland, and others. 

The long journey marked Mr. Eylar’s ninety-seventh 
crossing of the Atlantic. 

—$$¢— = _____— 


SEVERAL SWAN PENCILS NOW MADE IN U. S. 


The Swan Pencil Company, Inc., 221 Fourth avenue, 
New York City, is now manufacturing many of its pen- 
cils entirely in the United States. These lines include 
the Stabilo, Swano, Othello, and Othello copying pen- 
cils Nos. 1020 and 2730. The Stabilo water color, copy- 
ing and drawing pencils are being imported from 
Europe. 
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From MURPHY’S New 1938 Deck 


\\\\ | 












vy No. 8276. Turned post Bank of 
England group. Highest quality 
construction. Unusual comfort and dur- 


ability. Comes in same four types as 
tapered post group (at left). 


Four Aces and a Queen — 
designed and priced to sell! 


VERY dealer is looking for chairs that are 
“naturals” in design and price for quick turn- 
over and decent profit. Take it from us—our 1938 
leaders illustrated here offer you exactly that, plus 
special sales features that quicken a prospect's 
interest and make selling easier. 





Only Murphy offers you the exclusive, brand new 
“Murph-Ease” spring construction in upholstered 
office chairs—a sensational improvement in chair 
comfort, life and appearance. Use of Sweet Pecan 
wood in many Murphy chairs is another tremen- 
dous advantage. It’s stronger, tougher, harder— 
to withstand the wear and tear that office furniture 
undergoes. Murphy employs an exclusive new 
method of finishing pecan wood that gives amaz- 
ing durability and beauty to the finish. And re- 
member: Murphy has specialized in quality chair 
construction for 66 years. A Murphy chair must 
make good or we will! 





Brilliant New Models—Attractive Prices 


Send for our 1938 catalog NOW! preenepnenlianeenneiianerianees 


No. 7235. The most comfortable typist’s chair ever built. 
Back has adjustable height and tension. Form-fitting posture 











If you’re not stocking our line now, you owe it to yourself ma . 
to see Murphy's very saleable 1938 numbers—and our | {Met {sped st acount od frm, gt Fen nacht dpe 
generous profit plan. Write today for our catalog. Let us lubstented casters. Mo qrecee or dit aa wit “ avin 
help you boost your furniture sales) MURPHY CHAIR yeti - ei 
COMPANY, INC., Owensboro, Ky. - 





MURPHY CHAIRS 


There’s no substitute for the rich, warm beauty of office furniture made of wood! 
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Uncle Sam now 
licenses you to 


imprint 
your own 


in your own office! 





ANY reputable firm can now use the 
Postage Meter Mailing Machine—which 
prints meter stamps on your business 
mail; prints postmark and your advertis- 
ing slogan at the same time! Seals and 
stacks envelopes swiftly, neatly, efficient- 
ly. Cuts mailing time and mailing costs. 
Metered Mail skips three postoffice oper- 
ations, makes earlier trains. And the 
Postage Meter displaces adhesive stamps 
—keeps your postage safe from theft, 
loss or misuse. Models for every size 
office, every mailing requirement. Ask 
for FREE Trial Demonstration in your 
own office, and learn the advantages and 
economies of Metered Mail. 


THE POSTAGE METER CO. 


872 Pacific Street, Stamford, Conn. 


Branches in principal cities 


Consult your telephone directory 


Shown here is the model H, for small offices. Operates 
electrically or by hand. Carries ten denominations of 
postage; prints on tape for packages or bulky envelopes. 
Initial cost is low, operation very simole. 
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KASS SETS CASH REGISTER SALES RECORD 


Henry Kass, Inc., Albany, N. Y., last month ran a 
large advertisement in the Albany Times-Union in 
which the company reported a large gain in cash 
register sales in 1937 over the previous year. Accord- 
ing to figures compiled by George J. Best, a local 
accountant, the company’s business in Ohmer cash 
registers in 1936 was (in a system worked out by Mr. 
Kass) 2560 points as against 3413 points in 1937, or an 
increase of 853 points. 


—__— 9-9 —____. 










A TRAFFIC DEPARTMENT PROBLEM AND ITS SOLU- 
TION.—The Chamber of Commerce of Flint, Michigan, 
found itself in the same position as many concerns with 
tariffs to keep. The problem was solved by the purchase 
of Automatic File & Index Company tariff equipment. 
The pictures “Before” (lower) and “After” (upper) show 
what was accomplished when this specially designed 
equipment was installed for the filing of those unwieldly 
and bulky records—tariffs. 


——__o =e 


LEVINE TO OPEN CHICAGO COMPANY 


Utilizing two floors and a full basement of a build- 
ing at 110 West Lake street, Chicago, Lawrence J. 
Levine, for many years associated with the office fur- 
niture industry, this month will open the Allied Office 
Equipment Company. Associated with him in the ven- 
ture is George Isaacson. 

For more than two months a corps of workmen 
under the direction of Mr. Levine has been employed 
at the task of thoroughly remodeling and renovating 
the quarters of the new company. New lighting fix- 
tures of a modern type, large display windows and all 
up-to-date equipment will be features of the Allied 
establishment. 

On the second floor is an extra large display window 
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Lune up with 





the LEADER ° 


Join the 1938 profit leader by stocking the 
STURGIS line! Modern design, sturdy con- 
struction, and healthful seating have given 
the STURGIS POSTURE CHAIR sales leader- 
ship. Enjoy quicker, easier sales and greater 
profits. Line up with the leader, STURGIS! 

Study these sales produc- 
ing features listed below: 







@ Correct, Healthful Seating. 

e@ Easy, Quick Adjustments (With- 
out tools or keys). 

@ Positive, Permanent 
Adjustments. 

@ No Metal Around Seat to Catch 
Clothing. 

@ Resilient, Comfortable Rubber- 
ized Seats. 

e@ Wide Range of Styles. 

@ Attractive Prices. 

SOLD THROUGH DEALERS ONLY 
WAREHOUSE STOCK 
Wholesale Office Equip. Co. 39 Steven- 
son Street, San Francisco, California. 
WAREHOUSE STOCK 


Office Equipment Distributing Co., 609 
Third Avenue, Seattle, Washington. 


WAREHOUSE STOCK 
Cal Cameron 
112-114 Wooster Street, New York, New York. 


STURGIS 


POSTURE CHAIR COMPANY 
STURGIS, MICHIGAN 





IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 


Everything from a Safe 
to a Waste Basket in 
Steel Office Furniture 


. . . and Twirlit Drills 


IN NEW YORK 
STOCK 





rc 


CAL CAMERON 
—- 112-1144 WOOSTER ST. 
NEW YORK, N. Y. 

~, J 








DURABILITY TRANSFER FILES 





1. STURDY COLUMNAR CONSTRUCTION 
2. HEAVY STEEL REINFORCING FRAME 


3. FULL GRIP HANDLE—4 PLY DRAWER FRONT-LABEL 
ATTACHED 


The new DURABILITY TRANSFER FILE incorporates all the strength and 
convenience of expensive Pull-Drawer Files at storage file economy. 


Made entirely of heavy solid fibreboard throughout and a reinforced 
construction permits convenient stacking. The easy sliding drawer is 
designed to withstand every stress of operation. 


SEND NOW .. . For complete details on this entirely new and excep- 
tional value in Transfer Files. 


C. L. BARKLEY & CO. 


\1 ISHED) 192 


of Filing Supplies 
CHICAGO. ILL. 


Vanu fac turers 
517 S. JEFFERSON STREET 











and now—the ROCKIT arch file 


a 


A 











NEW @ DIFFERENT @ BETTER 


Easy natural motion * You rock it *® Simple * Sturdy 
* Fewer parts ® Solid nickelled steel wires * Rounded post 
tops prevent hand injuries ® Fits standard boards and punch- 
ings ® Patented * Distinctive features sell it at sight * Dealers 
note * Be the first in your city *® Attractive territories open 
for distributors and agents ® Write today for prices and 
details. Address Dept. 7. 


ARMSTRONG & WHITE, Mfrs. 
PITTSBURGH, PENNA. 


Quality Products Established 1916 
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which looks out directly upon a nearby “L” platform, 
where crowds congregate every morning and night. 
This window is receiving special attention and, 
through an ingenious arrangement, will feature single 


| pieces of merchandise, such as typewriters and adding 








machines, each in an individual window and each 
heavily spot-lighted. ° 

The store is expected to open about March 15 with 
a complete stock including a large selection of Corry- 


Jamestown files. 


—2_ 2 —__— 


EMMONS HEADS FILING EQUIPMENT BUREAU 
N. Y. OFFICE 


George D. Emmons, Jr., authority on bank and 
commercial systems, has been made manager of the 
New York branch of the Filing Equipment Bureau of 

















GEORGE D. EMMONS, JR. 


New York, Inc. The branch is located at 200 Church 
street. Mr. Emmons has been identified with the 
industry for the past seventeen years, his career 
beginning with the Library Bureau. More recently he 
was connected with the bank division of the Shaw- 
Walker Company’s New York branch. At the branch 
under Mr. Emmons’ charge the company displays mod- 
ern filing equipment suitable for every type of business 
house. 
———-— - _—__—_ 


WOODSTOCK ANNOUNCES STAFF CHANGES 


J. E. Thrasher, assistant to the president of the 
Woodstock Typewriter Company, 6 North Michigan 
avenue, Chicago, last month announced three staff 
changes in the sales ranks of the company. 

C. LeRoy Jones, who joined the Woodstock organ- 
ization in 1921, has been appointed assistant sales 
manager of the company. Promoted from the ranks, 
he has been affiliated with branch offices and dis- 
tricts for a number of years. Previous to his promo- 
tion Mr. Jones was manager of the Pittsburgh branch. 

J. J. Renshaw, formerly connected with the Detroit 
Branch, takes the Pittsburgh opening created by the 
promotion of Mr. Jones. To his new job he takes 
considerable experience in the typewriter field, to- 
gether with an impressive record as a salesman which 
will stand him in good stead. 

The third appointment announced by Mr. Thrasher 
is that of F. J. Weiss, who goes to Los Angeles as 
manager of that branch, where he will be in charge 
of West Coast distributors. That position was formerly 
held by Paul Wilson. Mr. Weiss formerly worked in 
the Southern California district, where his many 
friends will welcome him back. 
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BE PREPARED WITH 
-Roudlchnome- F tu 
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YOUR CUSTOMERS WANT 
TO MODERNIZE NOW! 


This Spring business firms everywhere are getting ready to modernize. They 
are firms that sell modern merchandise—goods or services that require a modern 
display in a modern setting. This demand for up-to-date equipment is especially 
powerful in air conditioning, building, retailing, and in other new fields that are 
rapidly being developed. Always the emphasis is on furniture that is in tune 
with the times—that is as modern as indirect-lighting, counters and other fixtures. 

Such firms—both old and new—need ROYALCHROME Furniture not only 
for their offices and reception rooms . . . but also for their sales and show rooms. 

ROYALCHROME, of course, is the logical buy. It's styled right for business 
needs. It makes the best impression. It wears longer-—LOOKS BETTER much 








Seven showrooms, four factories and longer—assures satisfied customers. For there's no other chrome like it. 
twenty roving representatives render a ° oe — . 
national ROYALCHROME dealer The ROYALCHROME salesman misses few cities. His job is to help you sell 


—_— chromium furniture. Meanwhile, write for our catalog—later, the ROYAL- 


CHROME salesman will call on you, if you so desire. 


ROYAL METAL MANUFACTURING CO. 


1108 S. Michigan Avenue 
CHICAGO 





Only genuine ROYALCHROME 

Furniture carries this valuable tag. 

It is a guarantee of unexcelled 
quality. 










DISTINCTIVE FURNITURE 


ROYAL METAL MFG. CO. 
CHICAGO - NEW YORK - LOS ANGELES 





















Model 1999 
List $11.00 











Model 1935 and lasting harmony with other office furnishings. 
List $16.50 
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OFFICE .« 


+o 


DAYLIGHT AFTER’ SUNDOWN 








Natural Light - 


These modern lamps eliminate glare and shadows, and so im- For use with : 
prove visibility within the lighted area that they make seeing billing and 
° , ; cust : posting ma- 
easier, with faster, more accurate work possible. Their illumina- chines. 

tion has the texture of properly controlled daylight, which re- , 

duces eyestrain and relieves fatigue. Users of Faries Natural- 

Light lamps may convert a larger percentage of bodily energy 


into useful work. Model 1934 


List $13.50 





INCREASES SPEED 
REDUCES ERRORS 
AVOIDS EYESTRAIN 







Natural-Light is available in a wide variety of pleasing 
designs. Styled as portable desk—clamp-on desk—and 


floor portable models, there is a Natural-Light lamp to Model 1989 


; List $11.00 
meet any office need. 

Faries lamps have been the quality standard since 
1880. They are made from the best materials, with 
electroplated finishes which assure permanent beauty 





Check over your stock today ... orders will be 
shipped promptly ... our national advertising to busi- 






ness executives assures ready sales. 





DECATUR. ILLINOIS. _ 
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JONES GOES TO DALLAS FOR SMITH-CORONA 


Paul S. Jones, who has served in many territories 
for L. C. Smith & Corona Typewriters Inc., with 
honor, last month was appointed manager of the 
company’s branch at Dallas, Texas. 

Mr. Jones began his career with the company as 

















PAUL S. JONES 


wholesale representative at the Atlanta branch. Later 
he was transferred to Birmingham and Memphis in 
the same capacity and still later was made a field 
representative in the Pittsburgh-Cincinnati areas. 


—_——_— —___ 


“YOUR MAN FRIDAY” OLD-TIMER’S ISSUE 


Greetings to the Old Timers! 
That was the motif of the February, 1938, issue of 
“Your Man Friday,” the combination house organ and 


trade bulletin issued every month by the Ames Supply | 


Company, Chicago. 


Twenty-eight pages of interesting photographs and | 


text went to make up this remarkable issue, which 
was indeed a tribute to “old-timers” of the industry 
and was dedicated solely to them. All of the pictures, 
most of which were the most informal kind, bore a 
caption containing the “old-timer’s” name and desig- 
nating his entry into the field by a simple “Class of” 


followed by the year in question. Typical of the con- | 
tents of each page was a photograph of our old friend, | 
D. C. Baldwin, the Old Typewriter Man of Fort Smith, | 
Mr. Baldwin is pictured | 


Ark., and “class of 1887.” 
seated in a bicycle chair with his box of tools, being 
pedaled regally through the streets of Jacksonville, Fla. 


In the “Class of ’85” are listed three old timers. The- | 


odore Campbell, now with the service department of 
L. C. Smith & Corona Typewriters, Inc., at Boston, who 
made his entry in the assembly department of the Cal- 
igraph Company. E. W. Pease, E. W. Pease Typewriter 


Service, Redwood City, Calif., who started selling Rem- | 


ington No. 2s at St. Paul. Edward B. Sackett, Sackett’s 


Letter Shop & Typewriter Exchange, Springfield, Mass. | 
Started with tool department of Merrit Brothers on | 


the little Merrit typewriter. Going strong at eighty. 
In the “Class of ’89” is Charles O. Bassett, 1027 West 
Madison street, Chicago. Started with the Remington 
Company at Ilion, N. Y., and came to Chicago that 


year. “Class of ’90.””’ W. H. Barnes, Barnes Typewriter | 


Exchange, New Haven, Conn. Made his entry into the 
field by the National Typewriter Company, Philadel- 


phia. “Class of 91.” Bert Coe, Oregon Typewriter Com- | 


pany, Portland, Ore. Started with the Remington Com- 
pany in St. Paul. “Class of ’92.” E. F. Creevy, Creevy 
Service Company, Chicago. Started with Smith-Pre- 
mier in Cincinnati. “Class of ’93.”’ Alex Anderson, for 
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Meet Today’s Demand 
for a Good LOW-COST 
-—-OFFICE TABLES. 









with the 
* BEST SELLER 
OF THEM ALL.. St. Johns! 


Above is shown 
Office Table 
No. 24 


Northern Gray 
Elm. Golden Fin- 
ish. Top 7%” thick. 
Legs 2%” square. 
6 sizes, 24x36, 27x 
42, 27x48, 27x54, 
27x60, and 30x72. 
Shipped K. D. 
Packed two of one 
top size in crate. 





















Fully 95% of your trade want ex- 
actly the kind of office tables offered 
in the famous low and medium- 
priced ST. JOHNS line. Office ta- 
bles are among the most active arti- 
cles of commercial furniture, and 
ST. JOHNS provides the best-made 
and best-selling tables for this 
profitable volume market. Write for 
catalog and prices from the largest 
table factory in the world. 

Cadillac, 


ST. JOHNS TABLE CO. “ics 


Office Furniture Warehouse Co., 573 Broadway, New York 
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years growth 
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GOLDEN ANNIVERSARY 


| 1888 
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yet alwaysan 
eye to the future 


. . - 


Serving LEADERS 
EVERYWHERE 

















FROM the vantage point of 50 years’ experience in manufactur- 
ing quality carbons and ribbons, “‘Little’’ focuses on coming 
developments. New duplicating and offset processes, changes 
in record keeping and the ever increasing mass of returns and 
reports required of business, offer new opportunities to the 
carbon and ribbon manufacturer and dealer ready to take ad- 


vantage of them. 


The office equipment dealer interested in safeguarding his future 
and improving his present situation through the “'Little’’ Organ- 


ization policies 


HIGH QUALITY 
REASONABLE PRICES 


will receive full details on request. 


PROMPT. ACCURATE SERVICE 
LOYAL DEALER COOPERATION 


oA fe SIATTLE. 
MANUFACTURERS INC « 


Factory Rochester, N. Y. 
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1888 GOLDEN ANNIVERSARY 

















GILSON-BOLENS 
LOW FULCRUM 
Office Chair Irons 





You can relax in a chair that has the Low Fulcrum 
Gilson-Bolens action. It tilts in an easy, swinging arc 
whereas high fulcrum actions teeter on a high axis. Low 
Fulcrum comfort means more sales. 

Insist on Gilson-Bolens Low Fulcrum actions (rubber 
or steel springs) when you buy tilting office chairs. 


Gilson-Bolens Manufacturing Co. 
Port Washington, Wis. 














Quality . . . and Right Prices .. . Are 
Found in the Complete Line of Doppelt 
Zipper Cases. 

DISPLAY DOPPELT and DRAW TRADE 


CHARLES 


DOPPELT 


& COMPANY 


(Opposite Merchandise Mart) 


412 Orleans St. Chicago, U.S. A. 








Los Angeles Office: C. J. Schubert, Jr., 339 E. Third St. 
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| the past thirty-five years conducting a business in Sac- 


ramento, Calif., who got his first experience with the 
No. One Smith Premier at Syracuse. “Class of ’97.” 
Charles E. Robb, The Typewriter Shop, Watertown, 
N. Y., who started with the Typewriter Company, Ltd. 
(Barlock), in Manchester, England. In the “Class of 
98” are two: John Bates, Bates Typewriter Company, 
Charlotte, N. C. Started with the Brandon Printing 
Company, Nashville, Tenn., on Smith Premier No. 2. 
I. Mercurio. Typewriter Service and Corona Shop, Mil- 
waukee. There are a considerable number listed in the 


| classes from 1900 to 1913. 


rt 


NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 





Harold J. Hoffman of Hastings, Minn. and Miss 
Elizabeth Kasel were married on February 11, 1938, 
the ceremony taking place at Hastings on the Missis- 
sippi. Harold says he will always remember his wed- 
ding anniversary because it falls on the day before 
Lincoln’s anniversary. 

a * * 

Mrs. Hilma Roos, mother of Doug. Roos, well known 
member of the Northwest Travelers Club passed away 
on Friday February 25, 1938. Mrs. Roos was for twen- 
ty-eight years the Manager of the Lafayette Club of 
Minneapolis as well as the owner of Roos restaurant 
for many years a popular eating place in Minneapolis. 
The Northwest Travelers Club joins in expressing their 
sympathy, to the family of this well known and be- 
loved woman. 

* * * 

Mrs. Albert Goldman, wife of Jack Goldman is still 
confined in the hospital, but resting easily after her 
quite serious automobile accident of some six weeks 
ago. 

* * + 

Herb “Pierpont’” Morgan has announced his com- 
mittees for the Northwest Travelers Club, to assist the 
general committee of the stationers during the re- 
gional meeting to be held in Minneapolis on April 22 
and 23. 

Special entertainment will be given for the Ladies, 


| according to Mrs. Herbert Morgan, chairlady of this 





committee, and all of the wives are requested to make 
a special effort to attend this meeting. 

In addition to the special entertainment for the 
ladies, a dinner dance will be held on Friday night 
the twenty-second, and the committee in charge 
promises a wonderful time for all. Complete details 
will appear in a later issue of this magazine. 

+ * * 

Karl and Mrs. Kiesel were in Milwaukee early in 
February, Karl calling on the trade and Mrs. Kiesel 
keeping her eye on Karl. Casa Fleet was also a visitor 
in Milwaukee, as was Dick Gingland, the Esterbrook 
man. 


+ * * 


Ruddy Johnson the Squire of Omaha says the boys 
are not reporting in with their choices on the Big Six 
schedule as fast as he would like and wants the boys 
to get on the bandwagon before it is too late. 

—— 
SHAW-WALKER “AIR-CONDITIONING” FURNITURE 

Furniture built to be in tune with modern air- 
conditioned offices is being displayed today by the 
Shaw-Walker Company, well-known furniture manu- 
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STRONG 
OF COURSE- 


But more than strong; 


National Metal-Holed Sheets are: 


Thickness of paper 


alone. 


Thickness of 





paper with 
ordinary cloth 














reenforcements. 


2 
Step up Sales with National Metal-Holed Sheets 


NATIONAL BLANK BOOK COMPANY 


THIN. They’re reenforced with copper, bonded to the paper so 
tight that the additional bulk is only 60%. Yet the combination is 
times as strong as paper alone - as strong as cloth reenforce- 
ments that bulk up 142%. 
NON-FRAYING. Copper reenforcements ride easily and 
smoothly over the rings. They don’t fray at the holes the way cloth 
does under wear or strain. Consequently they don’t thicken up 
appreciably in use. 
UNAFFECTED BY ATMOSPHERE. Moisture-proof bonding 
won't loosen in wet weather, reenforcements can’t peel off and 
copper doesn’t curl. 
MADE ON “EYE-EASE” PAPER. The National - Hammer- 
mill green-white stock that eliminates glare, lessens eye-strain, 
promotes speed and accuracy. 


FAST SELLING. From the stationer’s point of view, National 
Metal-Holed ring book sheets are ideal merchandise because of the 
strong eye-appeal added to their obvious advantages in use. The 
gleaming copper reenforcements are rea/ news in stationery mer- 
chandise - the kind that attracts attention and sells goods fast. 


bs (©) Py dO) 4 2m 4-3-7) 2 18) 9 we) 


aan ee 
SZNATIONZLE™ Catalog Covers, Loose Leaf, Bound Books, Visible Records 
a Sa N. Y. City-100 Sixth Ave Chicago-328 S. Jefferson St. Boston-45 Franklin St 
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Sak Soi 





IOWA PRESS CITIZEN BOARD ROOM .. . INSTALLED BY MeNAMARA CO. 











ATTENTION DEALERS! 
To Our New Line of Eff & C Posture Chairs 


FEATURES: 


® Completely adjustable without the 
use of tools or implements 


® Stylized posture 


® Sponge Rubber seat padding insures 
permanent resiliency 


® Characterized by the usual Eff & C 


sturdy construction 
Eff & C No. 250-P Eff & C No. 201 





Ready to market by the Pioneers in Posture Chairs—Selling through Dealers only. 
WRITE FOR COMPLETE INFORMATION AND PRICES 


300 East Fourth Street THE FRITZ-CROSS COMPANY Saint Paul, Minnesota 
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facturers, in a special air-conditioned showroom in 
the firm’s Muskegon, Mich., plant. 


| 


At this display furniture is used by Shaw-Walker | 
employes, also, the showroom gives potential buyers | 
a sample view of the same equipment in their own | 


offices. Indirect lighting, acoustical insulation and the | 


modern furniture blend with the Carrier air-condi- 
tioning system to give the effect of the ultimate in 
up-to-date offices. 

The system also air conditions the first floor lobby 
and reception room. The furniture must be kept spot- 
less at all times, and year ’round air-conditioning not 
only protects the health and supplies comfort to em- 
ployes, but also reduces dirt and dust. 

a 
UNIVERSITY CO-OP. COMPANY HOLDS BUSINESS 
SHOW 

Featured by exhibits of a number of nationally- 

known manufacturers of office equipment, machines 





and supplies, a fine two-day business show was staged | 


in the Loraine hotel, Madison, Wis., by the University 
Co-Operative Company of the same city. The show, 
which will be an annual event, was held February 10 
and 11. 

Among the manufacturers who displayed their indi- 
vidual products in attractively-arranged booths and 


for the benefit of hundreds of Madison business men | 


and other visitors, were: 

National Blank Book Company, Smead Manufactur- 
ing Company, The G. J. Aigner Company, The Macey 
Company, Ace Fastener Corporation, Blaisdell Pencil 
Company, W. A. Sheaffer Pen Company, Speed-O-Print 





Corporation, Frederick Post Company and the General | 


Electric Company. 
——_o——e—______ 


MRS. MOERS RESIGNS FROM MOERS COMPANY 

Mrs. M. A. Moers, wife of the president of the 
M. A. Moers Ribbon & Carbon Company, Cincinnati, 
O., last month resigned as vice-president of the organ- 
ization. 

Announcement of the retirement was made by Mr. 
Moers in a statement mailed to the many customers 
and friends of the firm. In it he explained that Mrs. 
Moers has worked hard for many years on behalf of 
the company and is now taking a much-needed rest. 








WEDDING S$ 





ANDERSON—O’NEILL 

Miss Verna M. O’Neill, assistant advertising manager 
for the Hanson Scale Company, Chicago, for the past 
three years, was married December 29 to Robert S. 
Anderson of La Grange, Ill. Mr. Anderson is owner 
and manager of the Stalford stables. The wedding, 
dinner and reception took place at the Webster hotel, 
Chicago, with about 100 guests in attendance, includ- 
ing the entire staff of the Hanson organization. Fol- 
lowing a month’s trip to Mexico Mrs. Anderson re- 
turned to her job which she will leave definitely on 


June 1. 
—x—<—e—__—— 


BRASS-BROWN 

W. B. Brass, son of W. C. Brass, Indianapolis office 
equipment dealer, and Mrs. Brass, and Miss Bertha 
Brown of Indianapolis were married January 25 in 
the Second Presbyterian church. The ceremony was 
attended by only the immediate families. The bride 
and bridegroom left after a wedding breakfast for 
Chicago and Panora, Ia. Upon their return they will 
be at home at 320 East Maple road.—EB 
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No. 853 
Disappearing 
Handles Zip-Case 


Beauty IS “Skin” Deep 


—and skins from which leather is selected for MASHEK 
CASES are “tops”—noted too for durability. 


The finest reward of a good dealer—is “customer loyalty” 
—the result of complete satisfaction, which has kept 
them buying MASHEK QUALITY CASES for close to 
half a century. 


WRITE FOR CATALOG SHOWING COMPLETE 
LINE, EXCLUSIVE FEATURES AND STYLES. 


—_—_ =, 
FRANK HEK 2 CO. 
CHICAGO 
“If st’s made with Leather, MASHEK makes it Better” 




















Vertex 


ffi FILE 
[POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 

Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
est buy in the long run. 















































“Vertex” Pockets will 
satisfy your customers 


ALVAH BUSHNELL CO. 


925 Filbert Street PHILADELPHIA 
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Natives of Suma- 
tra transporting 


the 


rubber plantation 


latex from 


to the coagulating 236010), :40)-14 80-0 40):)-) 4. ane, 
(Photo 
Courtesy India 


Rubber World). 


Statien. 










Low Priced 
Rigidly Constructed 


All Metal 





assemble— 
all 


not 


Simple to 


Lock washers on 
bolts—Guaranteed 
to tip—Noiseless rubber 
casters—Sliding shelf 
no extra charge—Size 
26” high—Top 18” x 
14”. Shipping weight 
knocked down, 15 Ibs. 


—Color Olive Green. 





RETAIL 


LIBERAL DEALER DISCOUNTS 
A PROFITABLE AND FAST SELLING STAND 
FOR HOME OR OFFICE 


SHIPMAN-WARD MFG. CO. 


“The Dealers’ Supply House”’ 
325 N. WELLS ST. CHICAGO, ILL. 
Branch Offices — MINNEAPOLIS — LOS ANGELES — MONTREAL 
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(Kansas Stationers Meeting— 
continued from page 54) 


regluing, fresh cloth in the back, but are still good 
for use. 

A. S. Case of Independence gave a brief plan of their 
new offshoot from the book store—a second location 
devoted largely to gifts. 

How to handle the “curse of carry-over” on greeting 
cards was the subject assigned to Robert Markwell, 
Hays. His plan is to buy light, and if there is a hold- 
over supply, sweeten it with the new and run both out 
together. By keeping these cards in storage and clean, 
there need be no losses, he finds. 

Each year at the banquet the travelers provide 
music, favors and paper hats. Each year Hampton 
Shirer, Kansas Book Company, reads some original 
verses as a feature number. Following the dinner, 
“The Story of Leather” was given in a movie by the 
Enger-Kress Company. Later there was dancing. 

Wilson-Jones covers for K. B. D. A. notebooks were 
approved to be handled through H. D. Lee. The gold 
emblem will be on the flexible, the silver on the stiff 
and on the canvas cover. Orders will total something 
over $100,000 for the joint buying needs of the asso- 
ciation. 

Next year’s meeting is set for February 19, 20 and 21, 
Hotel Kansan, Topeka, Kan., between Valentine’s rush 
and Income Tax time. 

Among the exhibitors who maintained booths dur- 
ing the convention were the following: 

Blackwell-Wielandy Book & Stationery Company, 
Sanford Manufacturing Company, Wilson-Jones Com- 
pany, Esterbrook Steel Pen Manufacturing Company, 
Parrot Speed Fastener Corporation, Carter’s Ink Com- 
pany, Markwell Manufacturing Company, Hotchkiss 
Sales Company, Rite-Rite Manufacturing Company, 
C. Howard Hunt Pen Company, L. E. Waterman Com- 


pany, Dennison Manufacturing Company, National 
Blank Book Company. 
Dee eek 
GOLDEN LETTER COMMEMORATES ART METAL’S 
ANNIVERSARY 


A golden letter, enclosed in a golden envelope was the 
unique means used by the Art Metal Construction 
Company, Jamestown, N. Y., to notify its dealers 
that the company was celebrating its fiftieth anniver- 


| sary last month. A complete report of the company’s 
| half-century of life appeared in the January issue of 


OFFICE APPLIANCES. 
The letter, written on gold paper over the signature 


| of Algot J. E. Larson, president of the company, carried 





a brief resume of the Art Metal Construction Com- 
pany’s history since its inception in 1888. A message to 
the organization’s distributors read: 

“In observing the fiftieth anniversary of the estab- 
lishment of this company in 1938, we fully realize the 
value and importance of the distributional work done 
by Art Metal sales agencies everywhere. We are glad 
to number you and your organization among the friends 
of Art Metal who have participated in its fifty years 
of success.” 

ee 
MERCANTILE COMPANY OPENS NEW HOME 

The Mercantile Paper Company, Montgomery, Ala., 
last month held formal opening of its new establish- 
ment at 116-118 Commerce street. The new store is a 
most modern and complete establishment with beau- 
tiful window displays and a fine showing of office 
equipment, stationery and printing—CG 
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Tee NIAGARA DUPLICATOR 
COMPANY, AFTER THREE YEARS 
OF THE MOST EXACTING PREPA- 
RATION, NOW ANNOUNCES THE 
NIAGARA STENCIL...AND A COM- 
PLETE LINE OF NIAGRAPHING SUP. 
PLIES. TESTS HAVE PROVEN THESE 
NEW NIAGARA PRODUCTS TO BE 
AS SUPERIOR IN PERFORMANCE 
AS ARE NIAGARA DUPLICATORS. 


Main Office: 128 Main Street 
San Francisco - - Califor mm 
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STAPLE 
REMOVER ‘. 


Protected by Patents 


LARGE COMPANIES ARE BUYING 
THEM BY THE THOUSAND 


So downright clever and ingenious, sim- 
ple and positive in its application is this 
Staple Remover that the POPULAR ME- 
CHANICS and POPULAR SCIENCE 
magazines voluntarily commented on it 
in recent issues ... Pulls out clinched 
staples in a jiffy without tearing the 
paper. Made of select steel, hardened, 
Get this attractive and chromium plated. 
gold-blue-red Display 
and Merchandiser 
® Mounts 1 doz. Removers 


ACE FASTENER CORPORATION 
3415 N. Ashland Ave., Chicago 


Makers of 
THE WORLD'S BEST STAPLING MACHINES 


You can sell them by the dozen 
to all but the smallest offices 
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Choose 
JACKSON DESKS 


for Satisfaction 


Incorporating well considered suggestions of desk users, office 
managers and salesmen, th Jackson 1600 grade is moderate 
priced genuine American black walnut furniture. Varied detail 
of ornamentation in the top, drawer fronts and pulls, legs, 
ete., combine to make an interesting, delightful design. Stand- 
ard brown walnut finish, lacquer dull rubbed. Flat top sizes 
66x36, 60x34, 55x34 and 42x32—also drop head and 
pedestal typewriter desks and tables—costumer and waste 
basket to match. 


This and nine other office desk styles are 
illustrated in the JACKSON catalag, a book 


of opportunity for office furniture dealers. 





Jasper Office Furniture Co. 


JASPER INDIANA 











LET YOUR CUSTOMERS 
TRY THIS TYPE! 


Place a Swiftset type case and holder on your 
counter and invite your customers to set a word and 
print it. It takes them only a second, and once they 
see for themselves with what ease and speed they can 
make their own temporary rubber stamps, the set is 
sold. 


The new patented slide-setting principle prevents 
letters from becoming accidentally inverted while 
setting, and the plastic type case with alphabetical 
compartments facilitates speedy selection and distribu- 
tion of type. 


Available in 8 sizes and faces of type. Write for 
descriptive literature and prices. 


THE SUPERIOR TYPE COMPANY 


3940 Ravenswood Ave. CHICAGO, ILLINOIS 














SPIRIT 
DUPLICATOR 
SUPPLIES 


OF RECOGNIZED MERIT 


_____CARBON PAPER 
DUPLICATING FLUID 


_____ HAND CLEANSING CREAM 


HIGHEST QUALITY 
MODERATE IN PRICE 


IT WILL PAY YOU TO SEND FOR FREE SAMPLES 
AND PRICES... . 


INCLUDING A SELECT LINE OF RECORD RIBBONS AND CARBONS 


PHILLIPS PROCESS CO., INC. 


MANUFACTURERS 
194 MILL ST. ROCHESTER, N. Y. 
Cable Address PROTYPE 
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THE GUEST BOOK 
(Too Late to Classify) 

A. L. Treadway of San Francisco signed the Guest 
Book March 3. He had arrived in Chicago earlier in 
the day from California on a trip which was to take 
him to most of the important eastern cities. For many 
years Mr. Treadway was a stationer in Stockton. More 
recently he was with Neal, Stratford & Kerr, well 
known San Francisco stationers. He is now contacting 
manufacturers with a view toward establishing him- 
self as a manufacturers’ representative in the western 
territory. He is well acquainted with the trade 
throughout that section. Some three or four weeks 
will be required to complete his trip. 

Harry Tehan, sales manager, Charles M. Higgins & 
Company, Inc., in Chicago to attend the National 
School Supplies and Equipment Association convention 
and to visit the trade, added to the joys of our day on 


March 4th. Finds a bit more optimism in the midwest 


than the east. Attributes slight shrinkage of business 
to timidity at undertaking expansion just now. Senses 
inclination on part of dealers to order less in all lines 
but to buy more frequently. Sees some reduction of 


variety but stocks sufficient to supply requirements. | 


Cheerful about the spring trade and enthusiastic 
about the N.S. A. regional meetings. Soon to join the 
troupers for the swing around the big circle. Charged 


with “pep” from which we caught some sparks to keep | 


us on tiptoes. 
2 
STROHHECKER GOES TO ROYAL PORTABLE 
DEPARTMENT 
The Royal Typewriter Company, New York City, 


The Overwhelming Choice 
of LARGE USERS 





STAPLING 


a 





recently announced the transfer of Harold H. Stroh- | 


hecker to the portable department where he will 


devote his entire time to working with Royal’s portable | 


dealers throughout the country. 
Mr. Strohhecker has gained considerable experience 





H. H. STROHHECKER 


in the typewriter field since starting with Royal in | 
1918. Through successive promotions he has been in | 


the accounting department, the auditor’s department 
and the credit department. In recent months he 
served as a member of the Royal dealers sales depart- 


ment and acted as home office contact man for all 


standard machine dealers. 
The entire Royal organization as well as a number of 


close friends in the field wish Mr. Strohhecker the best | 


of luck in his new ambassadorial position. 
——— > —__ 
De ZUR AND FRIEDMAN OPEN OWN BUSINESS 


Combining their many years of experience in the | 
writing instrument field during which each worked | 


for one of the major fountain pen manufacturing 


There’s just one Reason...... 


PURCHASING AGENTS buying 1000, 2000, and more sta- 
pling machines for large corporations cannot afford to make 
mistakes in selecting the best equipment for the money. 
While they go about their business of buying with an open 
mind, these men are not swayed in their decisions by claims 
cleverly presented or by talking points calculated to impress. 
These buyers want facts. 


Most frequently it is a trial machine they have put through 
extensive and elaborate tests that furnishes the proof of 
dependability and durability which they require before placing 
large quantity orders. 


It is significant that in practically all instances during the 
past few years where scientific purchasing methods prevailed 
or important investments were at stake ACE Stapling Machines 
were first choice. And it is equally significant that those few 
of the largest quantity buyers who originally standardized on 
some other make have been replacing worn-out equipment 
with ACE Stapling Machines. 


...... they NEVER Disappoint! 






| 


Equally 
favored 
are.... 





SeeOUOT CADET 


ACE FASTENER CORPORATION 


3415 N. Ashland Ave., Chicago 


Makers of 
THE WORER SS BEST STAPLING MACHINES 
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A Real CushionValue 
Retails For $1.00 
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Tailored Stitching Preserves Cushion Shape 


COOL--RESILIENT 


PANAMA FABRIC COVERING 
(The Washable Straw-like Material) 


1” SANITARY HAIR FILLER 
CHAIN-STITCHED EDGE 


Style No. 118 15x17” 
=" 


Style No. 119 17x17%"' 
List Price Subject To Dealer’s Discount 


GEO. E. FOX & CO. 


OPPOSITE MERCHANDISE MART 





420 Orleans Street Chicago, Illinois, U. S. A. 








“THE NEWEST AND MOST EFFICIENT 
DESK THAT HAS COME ON THE 
MARKET IN MANY YEARS” 


Increase 
Your 
Sales 

Sell 
The New Comptodesk 


= Se 


Fatigued 
Abuse of expensive calculating 
machines * * * Inadequate desk accommodations. 


Ends many years of wasted time 
operators * * * 


Exhaustive experiments prove that placing machine at angle 
shown in illustration is not only scientifically correct but that 
it conserves the energy of the operator, lessens fatigue and 
promotes efficiency to a remarkable degree. 


Full smooth writing space when desk is closed * * * Machine 
locked securely in place at all times, eliminating the hazards 
of theft and accident in falling to the floor. 


In closed position the container protects machine from dust; 
and water from fire sprinkler systems * Saving 25% in desk 
and floor space. * No vibration. Large drawer for sta- 
tistical records and Utility drawer. SECTIONETTE—optional 
Drawer units for cards or letter file. Easily attached to desk 


COMPTODESK 


CHICAGO, ILL. 


TRIBUNE TOWER 








| 
| 
| 
| 








OFFICE APPLIANCES 


companies, A. W. De Zur and Benson L. Friedman last 
month opened the Pen Sales Company at 540 North 
Michigan avenue, Chicago. The firm will operate as 
wholesale distributors of writing instruments exclu- 
Sively. 

Messrs. De Zur and Friedman are well known in the 
Chicago district, having worked southern and north- 
ern territories respectively with Chicago as headquar- 
ters of both. 

Their many friends in the industry wish them the 
best of luck and permanent prosperity in their new 
undertaking. 





eT 

EPSTEIN COMPLETES CUBAN TRIP 
Joseph Epstein, president of the Old Town Ribbon 
& Carbon Company, Brooklyn, N. Y., last month re- 
turned to the United States following a stay at Havana, 
Cuba, where he combined two weeks of pleasure with 


business. 
While in Havana, Mr. Epstein held several confer- 





JOSEPH EPSTEIN 


ences with his Cuban agents with whom he mapped 
out intensive sales plans for Old Town products. Upon 
his return to the home office in Brooklyn, he reported 
finding conditions in Cuba indicative of a rapid in- 
crease of business in the stationery and office supply 
industry for 1938. 

Old Town products are imported to practically every 
country in the world, and for this reason Mr. Epstein 
maintains a steady scrutiny of business conditions 
everywhere. It is as a result of this general survey, 
he explained, that his company looks forward to a 
banner year. 

= 
INDUSTRY MEMBERS TO AID N. Y. WELFARE 
DRIVE 


Several prominent members of the office equipment 
industry have agreed to take part in a drive to be 
launched on behalf of 800 private health and welfare 
agencies in New York City, according to a statement 
issued by the Greater New York Fund, Inc., 52 Broad- 
way, New York, N. Y. They are: 

Preston L. Andrews, president, P. L. Andrews Cor- 
poration, Glendale, L. I.; Robert Lincoln Gray, presi- 
dent, Gray Envelope Manufacturing Company, Brook- 
lyn, N. Y.; Philip H. Haselton, president, Detex Watch- 
clock Corporation; George Sutton Hice, president, The 
Roberts Numbering Machine Company, Brooklyn, 
N. Y.; John King Reckford, president, American Lead 
Pencil Company, Hoboken, N. J.; Barron W. Schoder, 
president, Stewart, Warren & Benson Corporation; 
Charles E. Sheppard, president, The C. E. Sheppard 
Company, Long Island City; Thomas J. Watson, presi- 
dent, International Business Machines Corporation; 
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Business turns to 


INSULATED FILES 
for RECORD PROTECTION 





Dealers look to 








VICTOR 


FIRE MASTER 


INSULATED FILES 


FOR PROTECTED PROFITS 


Victor Fire Master, one hour and Fire Master Jr. one- 
half hour Insulated Files fill the need of modern business 
for convenient, economical, space-saving protection 
for valuable correspondence and records. 

The Victor complete Steel Line enables the dealer 
to cash in on this profitable, growing market in a big 


wav. In addition to Fire Master Insulated files it in- 


cludes a most complete assortment and many sizes of 


uninsulated Steel Files, Steel Transfer Cases and three 
grades of modern Desks and ‘Tables. Practically all 
filing requirements can be filled with stock merchandise. 

The dealer is assured full and protected returns for 
his sales efforts on the entire Victor Steel lines because 


_.. Vietor insulated and uninsulated lines will not be 


separated in dealer contracts ... they are sold only 
through exclusive contract dealers... by only one 
dealer in a city. (Victor Visible Record Equipment may 
also frequently be included with steel in the same 
exclusive agreement). 

When a sale hangs in the balance, the Victor dealer’s 
ability to furnish insulated file protection often wins 
him the order. This powerful sales advantage is availa- 
ble to dealers who seriously desire to build Victor Steel 
Equipment sales. If you are interested in energetically 
promoting the sale of the entire Victor Steel Line, 
write for our representative to call and discuss this 
valuable franchise for your city. Act now, many de- 
sirable territories have not yet been assigned. 


These popular Victor merchandise lines are available to all dealers everywhere .. . Mak- 
ur-oun Index Tabs, Treasure Chests, Filing Supplies, Business Time Savers, Duplicator 


Stencils and Supplies and many other fast selling items... 





VICTOR 


CBS 
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NORTH TONAWANDA, 


write today for Prices, 
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THE DESK-BUYING PUBLIC HAS PLACED ITS Hearty C). K. 
ON THIS BEAUTIFUL, MEDIUM-PRICED CREATION BY IMPERIAL 


No. 561 Flat Top Desk— 


60” x 34” 


x 301%” high. 


Walnut’ exterior. Brass 


pulls. 


cleapenial 





EVANSVILLE, INDIANA 


Imperial’s graceful new No. 500 
Series has been on the market only 
a few months. But it has already 
proved to be one of the best-selling 
values in the medium-price range. 


This popular series is distinguished 
by beautifully balanced lines, 
tapering legs and modernistic 
drawer pulls. 

Imperial dealers everywhere are 
reaping a rich harvest of sales with 
the No. 500 desks, because they 
are handsome enough for execu- 
tive offices, yet moderate enough 
in price for general use in big 
offices. 

Another Imperial triumph! 


The No. 500 Series is typical of the many 
distinctive, valueful grades featured in the 
new Imperial catalog. Write today for 


your copy. 


DESK COMPANY 














Write Today 
for Full 


Information 


561 GRAND AVE. 








THE Complete LINE.... 
IS THE Dealers LINE! 


CARBON ROLLS 


Storms’ well equipped Roll De- 

partment produces correctly made 

Carbon Rolls for every require- 

ment: 

Tailor’s Marking Carbon in Rolls 

Carbon Ribbons for Photo Offset 
work. 

Billing Rolls for Elliott-Fisher 

Billing Rolls for Burroughs Post- 
ing Machines. 

Register Rolls 

Tally Rolls 

Teletype Rolls 

Special Rolls of all kinds 











INKED RIBBONS 


In Inked Ribbons Storms offer a 

quality to meet every service re- 

quirement: 

Storms Billing Silk—top-notch for 
Elliott-Fisher 

Storms Correspondence Silk— 
sharp, clear cut impression. 

Stormtex 308—Cotton fabric that 
writes like print. 

Cameo 376—Resists type cutting 

All types of Addressograph-Multi- 
graph, Speedaumat and Dupli- 
graph Ribbons. 





H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 


BROOKLYN, N. Y. 
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Benjamin L. Winchell; and John A. Zellers, vice-presi- 


dent, Remington Rand, Inc., who was prominently | 


identified with a similar drive some time ago. 
Oe ee 
HOLMES SAILS FOR EUROPE 


A. B. Holmes, president of the Columbia Ribbon & 
Carbon Manufacturing Company, Inc., Glen Cove, 


L. I., sailed for Italy March 1 to attend a meeting of | 


the company’s Italian firm, Columbia Nostri E Carta 
Carbone at Milan. He was accompanied by Mrs. 


Holmes. 
Mr. and Mrs. Holmes plan to spend several weeks 
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visiting friends in Italy, Switzerland and England. | 
While abroad Mr. Holmes will attend the annual meet- | 


ing of Columbia’s English affiliate, the Columbia Rib- 
bon & Carbon Manufacturing Company, Ltd., in 
London. 


Before his departure Mr. Holmes stated that the | 


business outlook for his company in 1938 was excellent 
and that he expected to find sales conditions of the 
affiliated organizations abroad much improved over 
those of last year. 

ec 


MIDWEST TRAVELERS NOTES 

President Tom Hanson is a very busy man these 
days appointing committees and making arrangements 
for the coming traveler activities at the eighth re- 
gional meeting. There the club members plan to enter- 
tain delegates and their ladies in a big way and 
newly-appointed entertainment and program commit- 
tees are as busy as Tom Hanson. 

* * * 

Gordon Steinmetz, who represents the Sanford 
Manufacturing Company in the neighborhood of Kan- 
sas City, became the proud father of a baby girl in 
early February. Mrs. Steinmetz settled on the name 
of Judith Ann for the little girl. 

* * ” 

The club is pleased to announce the acquisition of 
four new members—just in time to help out with the 
work in connection with the regional meeting. They 
are H. R. Cheek, Esterbrook Steel Pen Manufacturing 
Company; W. O. H. Freund, Parker Pen Company; 
John D. MacMorris, C. Howard Hunt Pen Company, 
and Bernard Moffet, American Crayon Company. 


—_———-o 


NEW BUSINESS OPENS IN ROCKFORD 
Carrying several well-known lines of office ma- 





Attention Dealers! 


Stock Quinlan Line 
Gelatine Duplicator Supplies 


We offer you a complete line of supplies for all makes 
of gelatine duplicators. Our products are backed by a 
guarantee to give complete satisfaction. This cuts down 
sales resistance. 


Here are the supplies we manufacture: 


Quinlan Rolls—Have the improved white gelatine 
which is not affected by varying climates. These 
rolls also have a new and stronger fibre backing 
and are sixteen feet in length—can be used on any 
make duplicator. 

Quinlan Duplicator Film—Guaranteed good results 
and not affected by changes in climate or tem- 
perature. 

Quinlan Duplicator Inks—Seven vivid fast colors 
including purple, red, green, blue, black, brown 
and yellow. 

Quinlan Hand Cleaner and Lotion—Removes dirt 
and stains quickly and completely, leaving hands 
velvety smooth. 


We also offer you high quality ribbons, pencils, carbon 
paper and duplicating paper. 

Write, phone or wire for full particulars of our line. Very 
attractive proposition for the dealer. 


QUINLAN INC. 


647-653 W. Randolph Street, Chicago, lilinois 











chines, equipment and supplies, the Business Equip- | 


ment Company was recently established and opened 
at 1016 Talcott building, Rockford, Ill. The organiza- 
tion is headed by Lynn Zemansky, former supply 
manager of the Royal Typewriter Company’s Mil- 
waukee office. 

The new organization is the local authorized dealer 
for Royal portables and will carry also Roytype rib- 
bons and carbons and R. C. Allen adding machines. 


<a —___. 


MILWAUKEE CHAIR CATALOGUE OUT 

Consisting of eight pages and a one-page insert, a 
new and attractively decorated catalogue of a new 
series of chairs has recently been issued by the Mil- 
waukee Chair Company, Milwaukee, Wis. 

Illustrated and described are several new models 
with which the Milwaukee organization greets the 
new year. There are heavily-upholstered executive 
chairs, straight and swivel chairs of wood, and a hand- 
some series of partially-upholstered models. 











**Posture 
Folding 


Lyon 
Perfect’’ 
Chairs will help 
you get the cream 


@ This cabinet is ideally suited to sell as a file for blue 


yen ete “volume Prints, sales maps, inventory sheets and other large 
chair business. 
They offer many 
exclusive features 
- -_- are exten- 
sively advertised. 


forms. Compactly designed, the Li-Flat requires a mini- 
mum of floor space. You can sell it on its neat appear- 


ance and ready adaptability to accommodate any large, 








flat material. Mail coupon for details. 


LYON METAL PRODUCTS, INCORPORATED 


Aurora IHinois 


MAIL THIS COUPON 


Lyon Metal Products, Incorporated, 
2803 River Street, Aurora, Illinois 
Send prices and details on: [| Li-Flat Cabinet; [] ‘'Posture Perfect"' 








Folding Chairs. 
ee rae Address... 
ES ee 























“KRILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 


All parts machined from bar stock and _ heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 North Franklin Street 



























Syracuse, New York 

















Distinctive Accessories 


FOR THE OFFICE AND HOME 





City's 
WI1ly § 


onstruction are visible values in Tell 


auxiliary furnishings for modern offices 


















iminating buyers : who want hand- 
some appearan lasting service combined with moderate 
price . wl nd immediate satisfaction in eve selection 
offered. Yea of experience in making fine fur ure, and 
careful attention to every detail that contributes to out- 


1 utility and material value, have 
reputation for QUALITY. The new 
| n 


distinctio . designed by expert 





> wit 





the most exacting demands for substantial quality at 


oderate cost 


TELL CITY DESK COMPANY 


TELL CITY INDIANA 
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“SHOWMANSHIP IN BUSINESS” 

On the eleventh of January, 1938, Charles E. Vau- 
train, head of an advertising agency bearing his name 
and formerly assistant advertising manager of the 
American Writing Paper Company, addressed the 
Advertising Club of Springfield, Mass., upon the sub- 
ject, “Showmanship in Business.” The theme he 
developed was based on the premise that “Salesman- 
ship has been overdone Modern business must 
learn, and is learning, not to sell its products, but to 
create such a desire that people want to buy them. 
Showmanship is a step in the right direction.” His 
address was an impressive and convincing handling 
of a subject much discussed these days. 

Mr. Vautrain reviewed the successes of such master 
showmen as P. T. Barnum, Sir Thomas Lipton and 
Claude Hopkins. Among the interesting examples of 
showmanship he cited was the Printing Progress Train 
composed of four streamlined cars in which were dis- 
played a wide range of equipment and supplies used 
in the printing industry. Office Equipment manufac- 
turers have made use of the idea when shipping car 
or train loads of equipment to a dealer by advertising 
the fact with large signs on the sides of the cars. 
Automobile trailers fitted up as show rooms are also 
popular in the office equipment field. 

Motion picture films, Mr. Vautrain pointed out, are 
excellent media of dramatic showmanship. They, too, 
have been used with success by the office appliance 
industry. A particularly effective example is the talk- 
ing picture. “Two Salesmen in Search of an Order,” 
produced by the Dictaphone Sales Corporation. 

“Showmanship,” according to Mr. Vautrain, “is a 
highly dramatized term for advertising and sales pro- 
motion . Everyone of its principles points to one 
basic element which motivates each and everyone of 
us... And—that is human emotion.” 

As a conclusion to his address, Mr. Vautrain quoted 
Kenneth M. Goode’s “six squints” at successful show- 
manship, as follows: 

“1. Ideas are born—right or wrong. Showmanship 
at its best is often no more than a clever phrase or 
slogan. 

“2. Find yourself a ‘natural’—the greatest danger 
in attempting Showmanship is the almost irresistible 
temptation to accept conventional traditional, sym- 
bols, often threadbare and tawdry. 

“3. Think it BIG! Don’t waste time on middle size 
elephants. If you can’t get a whale, get a baby 
minnow. 

“4. Do it surprisingly! Sincerity in Showmanship 
includes adequacy. Half a show is not better than 
none. It’s worse! So don’t feel that because you have 
done your best you have done anything! 

“5. Make it crystal clear. Sincerity in Showmanship 
includes also absolute clarity of meaning. To avoid 
ambiguity may in fact be the greatest function of 
Showmanship. 

“6. Keep it a Game! The genius of Showmanship 
expresses itself in an apt and picturesque play. Some- 
times quite unconsciously.” 

Mr. Vautrains’ exposition of showmanship indicates 
that its primary purpose is to attract attention, to 
draw crowds, to interest the general public. When it 
is recalled that the vast array of products in the office 
equipment field are sold for their economic function 
and are sold to the business man, representing a 
highly specialized type of public, there is some ques- 
tion as to the extent to which showmanship may be 
applied successfully by commercial stationery and 
office equipment dealers. 
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9 HELPS 
FOR EASY SALES 


1 Adds to $9,999.99 . . . 

lists 5 columns. 

2 Weighs under eleven 

pounds. 

3 Takes up less space 

than a letterhead. 

4 Visible writing line... 

large readable type. 

5 Quick, easy totals. 

6 Handy correction key. 

7 Non-glare black finish 
. non-skid rubber feet. 

8 Simple 10-key key 

board. 


9 Easy monthly terms 
financed by Remington 
Rand). 











Remington 








... that’s why the new Bantam is selling on sight 


T’S a great machine, this new Bantam! 

Thousands of business and _ professional 
men are buying—and buying fast—because 
they can see that Bantam at $49.50 equals 
many portables priced at $60 and up! 


Get started with Bantam right now. Sell it on 
low, easy terms financed by Remington Rand. 
Give your customers this large-capacity, easy- 
to-use, easy-to-carry portable . . . and make 
a large profit on every sale. 


And round out your line with the Remington 


Rand BANTAM & * 





Rand 7-column portable, too. At $75 it’s just 
as big a bargain in its own price class as 
Bantam is for $49.50. 


FREE SALES HELPS ... Mail coupon today. 
Envelop enclosures and window posters are 
yours for the asking—to help you sell Rem- 
ington Rand listing-adding machines. Mail 
coupon for full details and dealer offer today. 


Remington Rand Inc., Dept. 24 
465 Washington St. 
Buffalo, N. Y. 


Send details about ‘‘Bantam”’ machine; 7-col- 
umn portable; and free sales helps. 


City State 
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ee all 


573 Broadway 

Chicago Representative, * 
W. H. Brown, 114 inches thick. 
6708 Glenwood Ave. 
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—— 








No. 246, combination walnut, mahogany, 
and oak. Writing bed, panels and drawer 


de 


JASPER DESK COMPANY. 


Office 
Desks 


Designed and fin- 
ished to resist wear 
and retain their 
new appearance 
throughout a long 
ros Mm 6life of service— 
when installed, 
their value ap- 
proves your mer- 
chandising judg- 


ment. Full details 





are given in the 


New York Warehouse, fronts are genuine walnut, mahogany Jasper Desk Com- 
and quartered oak. Top five-ply built up, pany catalog. 


Dull lacquer finish. 


Telephone ROGers Park 3644 Three sizes: 48, 54 and 60 inches long. 


ee 


| 
| 
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No. 12C $3-00 


LIST COMPLETE 


PRONTO Private FILE 


For home or office. A complete filing system in- 
cluding set of red rope A-Z folders and additional 
folders labeled "Taxes'’, ''Bank Statements", ''Insur- 
ance’, ‘Unpaid Bills’, etc. Two separate locks for 
file and top compartment. 


Made of cold rolled 
steel in dark olive 
green wrinkle finish. 


$3-25 


LIST COMPLETE 


PRONTO Expanding FILE 


An unusual executive file for keeping correspon- 
dence, etc., under lock and key. Equipped with 
red rope A-Z expanding index, rubber feet, card 
holder and handles. 


PRONTO FILE CORP. 349 BROADWAY, NEW YORK, N. Y. 
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YOUNG ON SOUTH AMERICAN TOUR 
Arthur W. Young, general manager of the Old Town 
Ribbon & Carbon Company, Brooklyn, N. Y., is escap- 
ing the chilly blasts of Winter by starting on a tour 


of South America, where he will pay visits to a large | 


number of Old Town agents and distributors. 
Before going abroad Mr. Young made a lengthy trip 











A. W. YOUNG 


through the Middle West and the South, where he 
found indications of a record-breaking business out- 
look for the balance of 1938. 

Before returning to the home offices Mr. Young 
will call upon his company’s agents in Puerto Rico, 
Colombia, Venezuela, Argentina and Brazil. 

—————— 0 —__—_ 
DOPPELT ADDS FIVE TO SALES STAFF 

Following a plan of expansion inaugurated several 
weeks ago as a means of introducing its lines of 
leather goods from coast to coast, Charles Doppelt & 
Company, 412 Orleans street, Chicago, last month 
added five new salesmen to its staff. 

Those appointed and the territories they will cover 
are as follows: 





J. S. Freeman, New York City, Boston and the New | 
England states; W. D. Meek, Colorado, Wyoming, New | 
Mexico, Utah, Arizona and Idaho; Harry Vorenberg, | 


Texas; C. L. Glenn, Jr., Michigan, Ohio, Kentucky and 


Indiana, and Harry Slack, Chicago metropolitan area. | 


ee ee 


GREER GOES TO HOUSTON FOR STANDARD 

Norman E. Greer, for many years connected with 
the office supply and equipment industry, last month 
was appointed exclusive representative of the Stand- 
ard Mailing Machines Company, Everett, Mass., in 
Houston, Texas. Mr. Greer succeeds Lane Johnson who 
resigned to enter another field. Through his long 
experience in the field he is well qualified to handle 
sales of Standard duplicating and mailing machines 
as well as supplies. 

‘ en 
LOUIS COHEN PAYS A BIRTHDAY VISIT 


In accordance with his long established custom, 
Louis Cohen called at the office of the Southwest 
American on Tuesday, February 15, to help the news- 
paper celebrate its thirty-first birthday. Mr. Cohen 
was the first delivery boy for the publication back in 
1907. He subsequently served as circulation manager 
for five years on the morning edition and for five 
years on the evening paper. 


Although Mr. Cohen is now the dignified proprietor | 


of the Fort Smith Supply house, it is reported that he 
“hustled through the newspaper departments, giving 
birthday favors to the employes.” 
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DICTATOR SUPREME 
DUPLICATING INK 
WILL NOT SEPARATE 


This is the most important 
quality of duplicating ink. 
Your customers will wel- 
come an ink that is guar- 
anteed against separation. 
In addition Dictator Su- 
preme has these outstand- 
ing selling points—unusu- 
ally rapid drying, gives 
sharp brilliant copies, rich 
black tone, not affected by 
climate and can be used 
on either an open or closed 
drum machine. 


Dictator Supreme Ink comes in two sizes—'/2 Ib. and 1{ Ib. cans. 
It lists at $2.00 a pound with a generous discount to the dealer. 
Samples will be sent on request. 

Start selling this quality product at once. Order your supply from 


SPECIATIES CO. INC. 


519 So. Laflin St., Chicago, Ill. 
Fred B. Canode, Pres. 














Popular Office Chairs 


QUALITY CRAFTMANSHIP ... 
MODERN STYLING... 
EXTRA COMFORT 






Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and de- 
tails on request. 


Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: 
Wabash Ave. 


L. H. Farber, 529 So. 
Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 































KRAFT FOLDERS 


DOUBLE TOP 


be 




















Get your share of this Kraft folder business. 
Send for samples today. 


METHODS COMPANY 


Forest Park Iinois 





























EXECUTIVE FILE CASE 


A clever, useful, much needed case for the busy ex- 
ecutive. Has nine pockets in lid, indexed for ready 
reference. Ample space in bottom for miscellaneous 
articles. Case is made of Aniline Russet, lined with 
Peacock Calf leatherette. French edge. Size 17x11x5. 


Send for catalog of newest ideas in 
zipper portfolios, Brief cases, cata- 
log cases, travel kits, dress sets, etc. 


National Brief Case Mfg. Co. 


512 S. Peoria St. Chicago, Ill. 


NEW YORK OFFICE—358 FIFTH AVE 
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ECKERT REPORTS STOLEN TYPEWRITERS 


Royal H. Eckert, head of the office outfitting com- 
pany bearing his name at 18 North Sixth street, Allen- 
town, Penna., last month asked the aid of dealers 
everywhere in seeking trace of two typewriters stolen 
from the car of a salesman. The typewriters are 
described as an L. C. Smith standard, No. 1245760-11”, 
and a Corona standard portable, No. 1C106603. Mr. 
Eckert asks that anyone possessing information on 
these machines communicate with his organization 
immediately. 

ccc ill a 
GORMLEY TO REPRESENT H. C. COOK 

Arthur Gormley, 3120 South Oak Park avenue, Ber- 
wyn, Ill., last month was appointed mid-western repre- 
sentative of the H. C. Cook Company, New York, 











‘ARTHUR GORMLEY 


N. Y. Mr. Gormley succeeds his father, William T. 
Gormley, who covered the same territory for the Cook 
organization for several years. 

<> 

CROCKER REMOVAL CAUSES OTHER SHIFTS 

With the removal of the H. S. Crocker Company, 
San Francisco, from 565 Market street into a newly- 
remodeled building at Second and Market streets, 
three other Bay City office machine firms, former 
occupants of the structure, were obliged to seek new 
quarters last month. 

The firms affected and their new addresses are: 
Guaranty Typewriter Company, 36 Sansome street; 
San Francisco Typewriter Exchange, 591 Market street, 
and the Frank E. Wilber Company, 591 Market street. 
The last-named firm specializes in adding and ac- 
counting machines. 





><? 
ALMA DESK FEBRUARY CATALOGUE OUT 

Cleverly enclosed in a green folder of letter file size 
for filing purposes, a new catalogue and price list 
of its many lines of office desks has recently been 
issued by the Alma Desk Company, High Point, N. C. 
The book contains twenty-seven pages, each of which 
is amply illustrated with pictures of the Alma 800, 400, 
1100, 700, 1000 and Utility series of desks, tables and 
costumers. The catalogue also shows and describes a 
number of Alma sectional bookcases. 





es 
ELECTRO-COPYIST QUARTERS INCREASED 


Expansion of the general office quarters along with 
other facilities of Hunter-Electro-Copyist, Inc., in Sy- 
racuse, N. Y., were completed February 1. Occupancy 
of the fourth floor of the Murray building now pro- 
vides four times the floor space available in former 
quarters in the Starrett-Syracuse building. 
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ANNOUNCEMENT 


of Vital Importance te the Trade 
AUTOPOINT pin OVER EX€LUSIVE DISTRIBUTION OF 


NORMA “52:28 


UTOPOINT Company will now act as exclusive distributors of NORMA 
pencils in the United States, its possessions, and Canada. Economies of 
distribution have been the principal impelling factor in the move, and these 
economies are being passed on to the dealer in the form of larger profit. The 
regular liberal Autopoint discounts are already in effect on all NORMA pencils. 
The unique feature of the NORMA pencil, well known in the trade, is 
the clever mechanism for moving any one of four different colored 
leads into writing position instantly with a flick of the thumb. 
Highly practical and useful, the NORMA pencil makes 
a particularly attractive gift item. Write for 
descriptive matter and prices, or order 
from your jobber. 


MARCH, 
































AUTOPOINT CO., 1801 Foster Avenue, — it. 


Exclusive Eastern adenine rs to Stationers 
Mutual Stationery Company, Inc 


Standard gift box, with 


De luxe gift box, with 
Norma pencil in Rho- 


Norma pencil in Ster- 368 Broadway, New York City. 
ling Silver at $8.50 or Exclusive Mi¢ Gwe stern Distribut ors to Stationers, dium finish at $3.50 or 
“= sso Ss ers S Co 
14K-110 Gold Filled at Associated Stationer sin Chica 10K-1/40. Rolled-Gold 
$12.00(Specia s up to $90.00). Exe i is be Western Distributers to Stationers, P ate at $5.00. 
Le ch Paper Company (All mifan *hes 











UNIVERSAL Swing-Wing Displayors? DEALERS ! ! 


Swing one Wing Write us at once for catalog 
after another — 
all your Photo- 
graphs, Charts 


and discounts. 


and Statistics at We manufacture 
cogeiaaiaeies Steel Bolt-less Adjustable 
Swing - Wings Shelving 


open at wide 
angles, like the 
aoe. a em Steel Cutting Tables 
opel sania Steel Mdse. Display Tables 


upon thumb-tack Steel Magazine Racks 
boards covered ; 
with green burlap. Steel Wine & Liquor Cabinets 


Steel Parts Bin Units 


Steel Rotary Bins 


Wings are easily 
accessible to 
quick reference. 
Wings are re- | No Stock to Carry 
movable and 
terchangeable. 





We are looking for one reliable 


Manufactured by 


representative in each City. 


UNIVERSAL FIXTURE CORP. Bétabilinhed ovbe aqaleeiell 


135 West 23rd St. New York City @ century. 
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From the INDIANA DESK CO. Sheraton Suite 








An office and director’s table, correct in 
every detail of design—harmonious and sturdily constructed for 
lifetime service. Made of genuine American black walnut, has 
richly figured striped top, paneled and reeded legs, antique 
English drawer pulls—lacquer finish rubbed to a smooth eggshell 
gloss or polished finish. 

ee Se Compare the INDIANA DESK CO. Sheraton for quality and 
No. 3066 -—-36x66 price with any similar grade. Its superior value will help you 

sell. Write for details. 


Ratan INDIANA DESK CO., JASPER, INDIANA 


special order. 












No. 3096 42—48x96 





No. 3096 —42x96 

















NEW 
INDIANA 
Office CHAIRS 




















FILING | 

VV ARSHAW SUPPLIES 

When your customers get the | 

right price on good quality they 

know they have made a “buy”. 

When you sell them WAR- 

SHAW Filing Supplies you . 

know they have made a "buy". — 

This assurance makes money for aiid | 

every dealer who handles Reinforced Folders 








CAR 





POOL 


| ; ” INTS 

| SHIPMENT A leather upholstered office chair, substantially | mene Stick 

with Indiana ; ae . taieite waiimiewte WARSHAW products. rotex Stickons 

Desk Co: desks constructec anc genui y S II W RSHAW Fili S Mending Tape | 
if desired. kind of quality-cost combination people often S A bs HINg up- Gunned tudes Tabs 
Save time and seek and are always glad to find. See our plies for certain customer satis- 

| cost and assure catalog for other popular styles—all wood, f . we 
; i atalog a action. 

a leather upholstered, tablet and teachers chairs, 


of furniture 


upon arrival. typists, juvenile and kindergarten chairs, ete. WA R S AW M EG . C O l “— 
NEW INDIANA CHAIR CO. hae al | | MAIN ST., BROOKLYN, N. Y. 





























MARCH, 1938 151 





IN OTHER LANDS 


(Continued from page 39) 
AMERICAN C. OF C. IN FRANCE PRODUCES . 
MIMEOGRAPHED BULLETIN 


Entirely Mimeographed, a new monthly bulletin has 
been inaugurated to take the place of the former CARBON 
“Franco-American Trade” official journal of the PAPERS 
American Chamber of Commerce in France. 

As an introductory paragraph explains, the new 
bulletin is less formal in tone and format. But its 
principal feature is its exemplification of how much TYPEWRITER 
diversified work may be done through the medium RIBBONS 
of a Mimeograph. Two-thirds of each page is devoted 
to news of the organization, the remainder is allotted | 
to the advertisements and is tinted in a color differ- | 
ent from the main body of the white page. 


incest || Developed fora 


NETHERLANDS TYPEWRITING CONTEST Discrimimating Trade 
La Revue du Bureau (Paris) reported a typewriting 








The Codo Manufacturing Corporation was built 


contest held in connection with the twenty-fifth anni- by salesmen. It was established and is now mak- 
versary of Schoewers Institute, Amsterdam. A report | ing progress because these men knew that better 
from Amsterdam indicates that the event was very grade carbon and ribbon is in demand and can 
successful. Typists from many countries were present. | Se Call ies Seuge Sen Se 

aa yp : y Pp ee be assured. The success of Codo Ribbons and 
Not a single competitor from France was enrolled in Carbons is proof of their better quality. The 


fact that these products are sold in profitable 
quantities at various markets testifies to the op- 
portunities now available elsewhere. Write for 
details. 


the contest. A Belgian contestant won the champion- 
Ship first prize. Belgium was represented by Mrs. A. 
Broeder; Hungary by Dr. Bela Radnai; England, by Dr. 
R. W. Holland; the Netherlands by Mr. Schoewers. 
The contest was held on Sunday, as important C oO o ° M anu fa ctur i ng Cor p. 
events, including national elections and other affairs, 


are held Sunday on the continent. Coraopolis, Penna. ‘ 
New York Chicago 





ti 


CZECHOSLOVAKIA DEALERS ELECT OFFICERS 

On January 25 the annual meeting and election of 
officers was held by the Association of Office Sup- 
plies, Business and Industry for Czechoslovakia at 
Praha. The new officers are: | 

President, J. Chochola, Sr.; first vice-president, | | 
B. Jarolimek; second vice-president, E. Bothe; secre- 
tary, B. Nemecek, and treasurer, J. Hybler. At the same 
time four members and six substitute members of the 
executive committee were also elected. 

F. Klepsch, of Praha, remains as permanent admin- 
istrative secretary of the association. 








————o— e 


GERMAN REICHSPOST TOTALS OFFICE MACHINES 
IN USE 

The German Reichspost recently issued a bulletin 
totaling the number of office machines in use through- 
out the country by the postal organization. The fig- 
ures are as follows: 6,500 portable typewriters, 6,500 
standard typewriters, of which 2,750 were purchased 
last year; 4,095 adding-subtracting machines, 2,610 | 
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iy! 
adding machines, 1,070 adding (balance computing) | kv vary yments> \ advertising 
machines, 240 computing machines, 557 calculators, | Fsterbroe™ iting — And nati *iphere’s 8° 
161 cash registers, 20 coin counters, 32 check protec- designs m the start. ‘apprecl® poner 
tors, 352 addressing machines, 1,775 duplicators and assured TF" he market ® |. gi.00 ant pany 
138 embossing machines—ERB has re in this HS pEN MFG- en 
song -TEEL ‘ ros-> 
ate prook i or Broo Canale 
GERMAN MACHINES WIN FRENCH AWARDS BOT 96 CooPe’ NI. 


Pe 





Camden 


Three German-made office machines were awarded 
the grand prix at the International Exhibition at | 
Paris, France. They are the Continental Silenta type- | 
writer, manufactured by Wanderer-Werke, Schonau- 
Chemnitz-Sa.; a computing machine made by Rhein- 
metallwerke A.G., Sommerda, and the Nototyp-Music- 
typewriter invented by a Mr. Rundstatler—ERB 














HEADLINERS 


Styled for perfect harmony, fashioned 
for gratifying comfort, customed for 
lasting wear, priced for every buyer’s 
purse these two new BRIGHT chairs 
are real headliners. The pleated backs 
and turned legs elevate them beyond 
the commonplace. Like all BRIGHT 
numbers they have sure selling appeal. 
You’ll find them in the new catalog 
supplement. Write for a copy, today. 


Bright Chair Co., Inc. 


127-133 Bleecker St., New York, N. Y. 











THE COLORFUL THREE 
arch On! 


THE ARISTOCRAT 


Ist Prize Winner « 
in the Plastics 
Design Contest— 


For the EXECU- 
TIVE! 





THE TRUE BLUE CLIPPER 


Busy office workers, 
who cannot spare 
the desk space for 
an ordinary stapler, 
demand this plier. 





THE RED HEAD 


Stenographers ap- & ; 


preciate finger 

: " —ay 
touch control in a ; — 
typewriter AND in : : an 
a stapler. 





NO. 57 PROTECTION STAPLES, used in all three of the above 
machines, PROTECT YOU and YOUR CUSTOMER. 


HOTCHKISS-NORWALK 
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WALKER & COMPANY ESTABLISH NEW YORK 
OFFICE 
Late in January, 1938, J. Coleman Walker, president 
of Walker & Company, commercial stationers located 
in St. Louis, Mo., opened an office in New York City 
for the purpose of acting as wholesale distributors to 
dealers throughout New York State for the Kerr 











J. COLEMAN WALKER 


Changepoint fountain pen. The St. Louis business re- 
mains unchanged in its scope and operation. In New 
York, activities will be under the personal direction of 
Mr. Walker and will be confined to sales of Kerr pens. 
The office is located at 225 Broadway. 

Walker & Company have conducted the general sta- 
tionery and office equipment enterprise in St, Louis 
for many years. Their merchandising practice has 
been to sell on a specialty rather than commodity 
basis. Until about a year ago they had an unusual 
record of never having handled fountain pens. An 
interest was finally developed in the Kerr Changepoint 
desk fountain pen line. Their experience encouraged 
Mr. Walker to further activity with the line. Inquiry 
revealed the franchise for New York State as the only 
one unassigned. The franchise was secured and the 
new office put into function without delay. 





-—- o--e 3 


A. W. FABER CHICAGO OFFICE IN NEW LOCATION 

On Monday, February 14, R. V. Maneval, and B. J. 
Powell, were “at home” in the new Chicago offices of 
A. W. Faber, Inc., at 222 West Adams street. The new 
quarters are arranged in five units—reception room, 
private office, general office, display room and stock 
room. An attractive decorative effect has been achieved 
in the private office and the show room by the use of 
green tinted walls harmonizing with green linoleum 
flooring. The layout permits efficient handling of the 
work flow and has a particularly attractive feature 
in cross ventilation that will help to make the hot 
summer days more endurable. 

The office was formerly located in the Merchandise 
Mart in Chicago. 


—_-. 


SAFE MANUFACTURERS ISSUE BOOKLET 

Touching upon many subjects germane to the par- 
ticular field, a forty-page booklet has recently been 
published by the Safe Manufacturers National Asso- 
ciation for sales representatives of its member com- 
panies. The object of the booklet is to acquaint all 
sales representatives of the safe industry with facts 
concerning the association. 
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ALMA 


SECTIONAL BOOK CASES 


... made in standard sizes in walnut, 
mahogany, and oak finishes —at 
prices that will interest you. 


No. 400 Book Case 
(as shown) 
No. 300 made with 
square leg. 





ALMA DESK CO. 


High Point, North Carolina 


50 e $50 
Models oy: 
$5000 


ADDRESSING MACHINES 


Because Elliott's popular priced machines automatically feed 
envelopes and other forms, they are six times faster than 
competing machines in their price classes. 














Made in Cambridge, Mass. Sold everywhere. Look in your telephone book. 





Elliott Addressing Machines are sold by Elliott’s thirty-five 
branch offices, but this ELLIOTT ENVELOPE SEALER is a 
product that is sold by stationery stores. It is the fastest office 
appliance in the world and easily automatically feeds, seals and 
delivers 400 envelopes per minute with any average thickness of 





contents. 
In 1937 the Elliott Envelope Sealer was greatly changed and 


improved. 
ASK FOR OUR PROPOSITION TO DEALERS 


THE ELLIOTT ADDRESSING MACHINE CO. 
144 Albany Street Cambridge, Mass. 
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PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STS., PHILADELPHIA, PA. 





True Economy ts exercised by users in buying 


UHL STEEL ‘Economy’ Typewriter Stands 


Dealers stock them, and display them to good advantage 











We have recently discovered that many our Special Cold-rolled Steel, with minimum 
Economy Stands (especially the No. 8918) are weight and maximum strength perfectly 
being used in homes as well as in offices. balanced. All stands are 26” high and can 

They are as thoroughly Dependable, Ser- also be furnished with casters. The cut-out 
viceable and Durable as any stand, not with- brace allows ample knee space. Packed K. D. 
standing their Low Cost. Made entirely of in single cartons. 

— . ° 
Ask for 
’ 
Catalog 


THE 
TOLEDO 
METAL 
FURNITURE 
COMPANY 


1642 Hastings St. 
Toledo, Ohio 
& 
No. 8925 
(not illustrated) 





No. 8918 
with 16” x 18” Top 
No drawer furnished 


No. 8931 


with 16” x 31” Top : pg tog 
De Rey gt I with 16” x 25” Top 
awer is extri : 
ait ' Drawer is extra 
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CURRENT FINANCIAL STATEMENTS 
(Too late to classify) 
Burroughs Adding Machine Company yesterday re- 
ported 1937 earnings were highest since 1929. Net 


income last year amounted to $8,163,404, or $1.63 a | 


common share, compared with $6,944,442, or $1.39 a 
share, in 1936. Indicated profit for the second half of 
1937 was $3,649,242, against $4,514,162 in the first half 


and $3,525,554 in the second half of 1936. Profit in | 


1929 was $11,684,557, or $2.34 a share. (Chicago Tribune, 
March 7, 1938.) 


——_—= 9 —___ 


KEITH BUILDS SPECIAL SAFE 


A new Safe, designed by H. A. Keith of the Keith 
Safe Company in Denver, Colo., is bringing the com- 
pany much attention in business and governmental 
circles. The Denver county recently took over the 
former state motor vehicle department, keeping cash 
in the office where formerly it was sent to the treas- 
ury. Mr. Keith designed a manganese interior, de- 
layed time clock safe, with a drop chute system in the 
lower half. This drop chute system cannot be used 


before the main door is opened and the time clock 


functioning. 

Large amounts of cash may thus be handled and 
deposited with a certainty of regularity, based on the 
time clock set point. The strongbox was built to the 
motor vehicle department’s own _§ specifications.— 
BART 


a 


MICHIGAN STATIONERS CLUB ACTIVE 


The Stationers Club of Michigan at its February 
meeting, held on the sixteenth at Lansing, reported 


that a number of stationery manufacturers had signed | 


state fair trade acts recently and that many more were 
in the making. 

The following slate will be presented for election: 
President, H. C. Pratt, Emery-Pratt Company, Lansing; 
vice-presidents, R. C. Nichols, Daniels Company, Mus- 
kegon, and George W. Baxter, Saginaw Publishing 
Company, Saginaw; secretary, Dean A. Hall, Gage’s, 
Battle Creek; treasurer, Jerry W. Gruner, F. DeKleine 
Company, Lansing; directors, Walter Leonard, Double- 
day Bros., Kalamazoo, C. W. Seely, Tisch-Hine Com- 
pany, Grand Rapids; Walter Bussing, Highland Park, 
and Ed Klebba, Klebba’s, Royal Oak. 


a 





CHICAGO OFFICE FOR EATON PAPER COMPANY | 


IN NEW QUARTERS 

The Eaton Paper Company’s Chicago office, located 
in the Kimball building, 25 East Jackson boulevard, 
moved into remodelled quarters in the same building. 
New fixtures have made possible a more attractive and 
convenient display of the company’s extensive line of 
merchandise ‘han formerly. Ed Rohrs, manager of 
the Chicago branch, expressed himself as well pleased 
with the improved layout. 


—_——9— 6 


ART METAL GETS HUGE GOVERNMENT ORDER 

Involving a sum of $1,244,784, an order for steel fur- 
niture for the procurement division of the United 
States treasury department last month was awarded to 
the Art Metal Construction Company, Jamestown, 
N. Y. According to a statement attributed by the New 
York Herald Tribune to Algot J. E. Larson, president 
of Art Metal, the contract for the huge order will be 
extended over an undetermined period of time. 


15 


Manufactured by 


Ue 


333 S. Desplaines St. : Chicago, Illinois 
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WRITE US TODAY FOR 
PROFIT SUGGESTION No. 1 


(Inquiries from clerks invited) 


This Clarotype suggestion is not a “gag” to sell you 
more Clarotype. It tells you how to increase your 
profits through type cleaner sales. 


Clarotype is the outstanding leader in the type cleaner 
field because it gives satisfaction to the stenographer. 
It creates repeat sales. 


More than 4000 dealers believe in Clarotype. They 
are making worthwhile profits. For Clarotype Profit 
Suggestion No. 1, write to The Clarotype Co., Inc., 
16-C Hudson St., N. Y.C. Absolutely no obligation. 


CLAR:O-TYPE 


THE MODERN TYPE CLEANER 





THE BEST KNOWN— KNOWN AS THE BEST 
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NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale and dis- 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 
For 35 years, the responsibility and 
resources of the manufacturer of 
CROWN Products have been equal 


to every emergency. 


Write in for samples and full par- 
ticulars. 


Crown Ribbon 
& Carbon Mfg. Co. 


Rochester, New York, U.S.A. 























Bentson 


700 


Designed and Equipped for Mod- 
ern Business 
All Standard Sizes 
Quality Exterior and 
Moderate Cost 


You can recommend Bentson 
700 without qualification for all 
general office filing. Rigid frame, 
easy operation, handsomely fit- 
ted and finished — durable. Its 
splendid reception by the trade 
enabled us to extend production 
to provide five, four, three and 
two drawer letter and legal cabi- 
nets. Check, card and ledger 
sizes also available, all 2614 in. 
deep. Drawers move on cradle 
type suspension slides, ten case 
hardened rollers to the drawer. 
Baked enamel finishes: olive 
green and natural wood grain 
mahogany and walnut lacquered. 
Solid bronze hardware. 





See the Bentson catalog or write 
us for full details. 


_Bentson Mfg. Co. Aurora, Ill. 














TYPEWRITERS 


Buffalo, N. Y.—W. B. Cratty has been promoted to manager of the 
portable typewriter division of Remington Rand Ine. 

Chicago, tll.—C. Leroy Jones has been appointed assistant sales man- 
iger of the Woodstock Typewriter Company. 

Fort Smith, Ark.—The local Lions club feted Louis Cohen, of the Fort 
Smith Office Supply Company when he celebrated the opening of this 
business nineteen years ago. 

Harlingen, Texas.—Ned Sondock is covering a part of the Rio Grande 
valley for the Royal Typewriter Company, Inc. 

Los Angeles, Calif._k. J. Weiss has been appointed manager here by 
the Woodstock Typewriter Company. 

Milwaukee, Wis.—Horace J. Walmsly has joined the local sales organ- 
ization of the Royal Typewriter Company, Inc. 

Muncie, Ind.—The W. H. Ritchie, Inc., 416 South Walnut street, has 
been chartered to manufacture a broad line of typewriter supplies; 
capital stock, 1,000 shares no par value; incorporators—W. H. Ritchie, 
M. B. Benadum, and V. Cecil; M. B. Benadum, charter representative. 
EB 

Pittsburgh, Penna.—J. J. Renshaw has been appointed manager here 
by the Woodstock Typewriter Company. He had been manager at Detroit 
previously. 

New York, N. Y.—Harold W. Strohhecker has been transferred to the 
portable typewriter department of the Royal Typewriter Company, Inc., 
devoting his activities to the dealers. 

Rockford, t1l.—The Business Equipment Company has been established 
at 1016 Taleott street. It is an authorized dealer for Royal portable 
typewriters, R. C. Allen adding machines and ‘“‘Roytype’’ ribbons and 
carbons 

San Antonio, Texas.—Louis Dromgoole is now covering the north side 
territory for the Royal Typewriter Company, Inc. 

San Francisco, Calif.—The Guarantee Typewriter Company, conducted 
by Lester F. Sector, has moved from 17 Second street to 86 Sansome 
street. 

San Francisco, Calif.—Guy N. Goheen has opened a new store at 404 
Market street, trading as the Goheen Typewriter Company. He was 
recently in charge of the Guarantee Typewriter Company. Previously he 
had been in charge of the local branch of the Woodstock Typewriter 
Company. Leroy Brown is in charge of the service department. He was 
foreman of the local of the Woodstock Typewriter Company’s branch at 
Kansas City six years. 

Tacoma, Wash.—The Royal Typewriter Company, Inc., has opened a 
branch here in charge of Robert T. Owen. He had been connected with 
Royal at Watertown, S. D. 











ADDING MACHINES 


Philadelphia, Penna.—The Adder Rebuilding & Maintenance Company 
has been registered as a trade name by Joseph B. Bodycott, 1916 East 
Atlantic street. 

San Francisco, Calif. The Frank E. Wilber Company has moved to 
5¥Yl Market street. 

San Francisco, Calif.—Gimmel Brothers, dealers in mail room and 
printing equipment, have moved from 17 Second street to 36 Sansome 
street. 


UTHER MAC AINE S 


Chicago, I11.—The Speed-O-Print Corporation has leased the entire north 
section of the second floor at 153 North Michigan avenue. 

Houston, Texas—Norman E. Greer has been appointed exclusive repre- 
sentative of the Standard Mailing Machines Company, of Everett, Mass. 

Richmond, Calif.—The Contra Costa Office Machine Company has taken 
the Northern California territory of the Duplicator Supply Corporation, 
maker of ‘“‘Dusco’’ products. 


re RameiTreaRge 


Chicago, 1tl.—The Allied Office Equipment Company, 100 West Monroe 
street, has been chartered to deal in equipment, furniture, etc.; incor- 
porators—S. Becker, G. Rattner and K. Van Horn; Reuben R. Stein, 
charter representative, 100 West Monroe street. 

Los Angeles, Calif. The Pronto File Company, of New York, N. Y. 
has established an office and warehouse at 6720 Victoria avenue. Barney 
Alderson is manager in this city. 

Los Angeles, Calif.— William F. Johnston, president of the Schwabacher- 
Frey Company of Los Angeles, has been elected president of the Better 
Business Bureau. Mr. Johnston is also president of the Stationers Asso- 
ciation of Southern California. 

San Francisco, Calif.—-The Harry Rose Company has opened a fine new 
store at 89 Second street. There is ample show window space, an 
immense floor, with an ample stock of office desks and accessory furni 
ture, filing equipment and commercial stationery. This company has an 
established store at Pine and Battery streets. 


























PENS AND PENCILS 


Chicago, I11.—The Pen Sales Company has opened at 540 North Michigan 
avenue, wholesaling writing instruments exclusively. The principals of this 
business are A. W. DeZur and Benson L. Friedman. They had _ been 
connected with manufacturers of writing instruments heretofore. 

Chicago, I1l.—The Autopoint Company, 1801 Foster avenue has assumed 
the sole and exclusive distribution of the ‘‘Norma”’ pencil. 

Chicago, Hl.—A. W. Faber, Inc., has moved its local branch to 
West Adams street. The branch had been in the Merchandise Mart 
heretofore. 

San Francisco, Calif.._Stewart M. Last, manager of Cahen, Davis & 
Company, Los Angeles, has been making the northern California and 
Nevada territories. His company is Los Angeles representative of A. W. 





999 


Faber. 
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DIVISION OF THE 


HALL-WELTER CO, INC. 


181 ST. PAUL ST. ROCHESTER, N. Y. 
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AICO presents an Individual New Celluloid Envelope 
That Sells Like HOT CAKES 


A new celluloid envelope, sensational because possibility of warping and at last we have a cel- 
of its simplicity. Aico envelopes are open on luloid envelope that lies flat, follows the contour 
three sides; the result is that there is no bulky of your book and stays as fresh as the day you 
binding edge to crack or bulk on the edges. bought it. Made in all standard ring book sizes 
Without being attached on the sides there is no of finest 5 pt. celluloid—resists grease and dirt. 





2 
Easy Insertion 
























1. Aico celluloid envelopes have 
no binding edge to crack or break 
when the sheets are turned roughly, 
bent, or even rolled. The result: 
Longer life for your envelopes. 


2. No more working to insert or to 
correct a page. Changes or inser- 
tions made by lifting the sheet. 


3. Aico envelopes do not have the 
stiff edges that makes a bulky edge 
and a depression in the center. The 
result is that Aico envelopes lie flat. 


Write for a free sample of this money-making new item. Address inquiries to Dept. M. 


G. J. AIGNER CO. 


503 S. JEFFERSON ST. 


CHICAGO, ILL. 




















MARKWELL Smproved PATENTED STAPLES) 
Assure_ positive PROFITS 









| © Your plan of controlled distribution 
for select dealers. 
e Liberal Dealer discounts. 


@ rade em in — Cash’em in 
sales campaign. 


@ Sales and advertising ~ 


| 
| 
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200 HUDSON ST. 
NEWL YORK, N.Y. 


MARKWELL MEG. CO..inc. 
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200 
series 
$6.25 
list 


TWIRLIT 
DRILLS 


150 SHEETS . 
at one 
operation 








and the 
TWIRLIT counter display 
PROVES IT! 


Every Stationer can profitably stock 
and display this high grade office 
tool. Made for one, two or three holes, 
choice of 1/4, 9/32, 11/32 and 13/32 
inch sizes. Provides ease of opera- 
tion, extraordinary capacity and 
speed at moderate price—$2.50, 
$6.25 and $10.75 list. Full details in 
our new catalog. 


Mitchell Binder Co. 


Virginia & Bower Aves., Hagerstown, Maryland 

















PERFECTION METALS| 


for ring books and post binders— 
a service for manufacturing stationers | 


Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied from 
our ample facilities. 

Many manufacturers and wholesalers can best 
keep their trade informed by means of loose leaf 
catalogs. By using PERFECTION metals, you 
can provide them with fast action binders, durable 
for lifetime service. The information is thus kept 
up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form. 

Be sure to have our catalog on file. 
you realize on many opportunities. 


LOOSE LEAF METALS CO., INC. 
6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative 
S. & D. Loose Leaf Co. 427 San Pedro St. 








It will help 








Los Angeles | 




















Like the 
1938 


Automobiles} 
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Universal 
OFFICE MACHINE 


STAND 


THE MARK OF QUALITY 
— is the utmost in operating efficiency 


Moves noiselessly on 38-inch rubber tired casters, locks rigidly 
in position with cam brakes. Mechanical equalizer adjusts for 
any unevenness of the floor and the top can be adjusted for 
nearly all office machines now in use, holding them safely and 
securely, operating shocks being absorbed through rubber and 
felt. Side drop leaves 16 by 1814 inches afford ample working 
space. Weighs 40 lbs. packed for shipment. 

TUSCO is the apex of quality in office machine stands, above 
the profitless volume class. Retails at $24.50 up according 
to drop leaves desired and finish of steel work. For saving 
time and energy and promoting accuracy, recommend TUSCO. 


TUBULAR SPECIALTY MFG. CO. 
1940 STANLEY AVENUE DETROIT, MICHIGAN 
REPRESENTATIVES: C. E. Ritter, 2451 E. 78th St., Chicago 
(phone REGent 1110); Western Wholesale Stationers, Ltd., 
307 E. Third St., Los Angeles, Calif. 
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San Francisco, Calif.—Oliver Pierce, of the Conklin Pen Manufacturing 
Company, made a trip through the Pacific Northwest and the Mountain 
States. He had already covered the territory to the south. He com- 
mented on the business situation stating: ‘‘With the recent recession 
now on the wane we look forward to another good spring fountain pen 
and pencil business. In checking up for our records we find that 1937 
was the best year enjoyed by Conklin in many years.”’ 








Sst ATIQOn« & F 


Berwyn, !li.—Arthur Gormley has been appointed midwestern representa- 
tive of the H. C. Cook Company. Mr. Gormley succeeds his late father 
in this territory. 











tOOsete tear 


Berkeley, Calif.—Thos. W. Moore, 897 Arlington drive, has the repre- 
sentation of ‘‘Qualiton’’ products, which include desk pads, order files, 
zipper cases, ring binders, etc. This line is produced by Piltzer Bros., 
Inc., Los Angeles. 











MARKING DEVICE S| YYVYVYS 





Chicago, !!l.—The American Seal & Stamp company has moved from 
120 South Clark street to 32 South Clark street. The change affords in- 
creased space for this business. 
sailing 


Illustration Material to Argentina 


Commerce Reports states that an Argentina resolution No. 470, dated 
December 16, 1937, provides that photographs, drawings, plans, tracings, 
proofs on art paper and stereotype matrices imported by the publishing 
trade are exempt from import duty and surtaxes. This measure was 
passed at the request of various newspapers and publishing houses. The 
journalistic and publishing concerns wishing to avail themselves of this 
exemption from import duty must register with the Argentine customs 
authorities. 
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Directory of Puerto Rico Trade 


Commerce Reports states that a Commercial and Industrial Directory 
of the Island’s government, containing over 7,000 names of retailers, 
wholesalers, manufacturers and other business concerns located on the 
island, and their financial standing, has been published. 

Copies can be obtained from the Puerto Rican Department of Agri- 
culture and Commerce, 1457 Broadway, New York, N. Y. Copies are 
available to business houses writing on their letterheads, remitting $5.00 
per volume. 

——~< ——__—_ 


New Zealand’s Centennial 


Commerce Reports states that in connection with the exposition in 
commemoration of the founding of the city of Wellington in 1840, which 
will be held in that New Zealand city beginning December, 1939 and 
lasting six months, arrangements are being made for various trade 
and other conferences to be held concurrently with the fair, according 
to a report from the American Consulate general at Wellington. Out- 
standing national and international sports events of all descriptions also 
are scheduled. Those interested in arranging for space should communi- 
cate directly with the general manager, New Zealand Centennial Exhibi- 
tion Company, Ltd., Brandon House, Featherston street, Wellington. 
New Zealand trade commissioners in Toronto and in Los Angeles are 
also acquainted with essential administrative details. 


—_— —__—_ 


British Industries Fair 


The British Department of Overseas Trade reports a record demand 
for space at the British Industries Fair. It will be held from Feb- 
ruary 21 to March 4 in three of the world’s largest exhibition halls— 
Castle Bromwich in Birmingham, and Olympia and Earl’s Court in 
London. The extent of the space thus far booked by exhibitors exceeds 
that occupied in 1937. Exhibitors already number about 8,000. Buyers 
from the Netherlands, Belgium, Germany, Denmark and Norway have 
announced their intention to attend. It is expected that before the fair 
opens buyers from twenty other countries will do likewise. There will 
be a corps of thirty-two interpreters to assist the visitors. Among the 
goods in which the foreign buyers are interested are stationery and 
leather goods. (Commerce Reports.) 


pene eeeeemeen 


Rules for Employees 


The East African Traders’ Magazine published the following rules for 
employees, which were posted in a general store. 

Store must be opened promptly at 6 a. m. and remain open until 9 
p. m. the year around. 

Store must be swept; counters, base shelves and showcases dusted. 
Lamps trimmed, filled and chimneys cleaned; pens made; doors and win- 
dows opened; a pail of water, and a scuttle of. coal must be brought in 
by each clerk, before breakfast, if there is time to do so, and attend to 
customers who call. 

Store must not be opened on the Sabbath Day, unless absolutely neces- 
sary and then only for a few minutes. : 

Any employee who is in the habit of smoking Spanish cigars, getting 
shaved at a barber shop, going to dances and other such places of 
amusement, will most surely give his employer reason to be suspicious 
of his integrity and all around honesty. 

Each employee must pay not less than one guinea per year to the 
church and must attend Sunday school every Sunday. F 

Men employees are given one evening per week for courting purposes, 
and two if they go to prayer meeting regularly. 

After fourteen hours of work in the store, the leisure time must be 
spent in reading good literature. 
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The New Sensation 
in Daters 


SHEATHED PROTECTION 
SUPERB BEAUTY 
UNPARALLELED UTILITY 


Po.r.On 


Discard all of the 
ideas on daters 


FUL-KLEEN 
veu've preven 


hed! America’s Only 
MODERN Dater 





2. 
iestiinaly new, 
sparklingly beautiful, 
modernistically streamlined, phenomenally light, outstandingly 
practical, tremendously profitable, FULTON FUL-KLEEN is 
an entirely new conception in dater design, material and manu- 
facture. 

® The FULTON FUL-KLEEN Dater will put new life into 
your dater business. People who have never bought daters before 
buy the FULTON FUL-KLEEN now — attracted by its out- 
standing difference, “‘sheathed protection”’ design which protects 
hands, desk and papers against smudging. 

® So light in the hand, yet so sure in operation, that the slightest 
finger-pressure gives a full, clean, sparkling impression. Write 
for a sample dozen. 


FULTON SPECIALTY CO., Elizabeth, N. J. 
Sales Office: 200 Fifth Ave., New York City 














1938’s Best-Sellers! 


You are planning greater sales and profits this year, 
aren’t you? Then, be sure to include Tempo Best 
Sellers. Tempo offers a complete line of duplicating 
supplies, not only Stencils and Ink, but the Tempo- 
graph—including several automatic and hand-feed 
models; the Temposcope, the Tempo-Interleaver, Art 
Supplies—including Styli, Lettering Guides, Shading 
Plates, etc. Let us tell you more about these Tempo 
Best-Sellers. Mail coupon today for complete details. 


MILO HARDING CO. LTD. 


Manufacturers of Tempo Duplicators, Stencils, Ink, etc. 
LOS ANGELES 





PITTSBURGH ST. LOUIS 


——————~—-—-—-: MAIL TODAY ———————-- 


Milo Harding Co. Ltd. 

617 Commonwealth Annex 
Pittsburgh, Pennsylvania 
SEND FREE SAMPLES [|] DEALER PLAN [] CATALOG [J 


(Please pin to your letterhead) 3-38 
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OFFICE APPLIANCES 








WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
the BEALER 
AND STATIONER 


Allen & Company 


11-18-15 Vandewater Street 
New York 
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$600 


retail 







cbebed 


AUTOMATIC 


a 
STAPLER | 


— 


“SS \ —— 


Show Your Trade How It Works 


AUTOMATIC—at your touch, it drives the 
staple—ADJUSTABLE, taking 40 sheets as easily 
as two. Most modern in performance, depend- 
ability and durability—hardened moving parts, 
positively jamproof—use of No. 333 staples 

$4,00 assures perfect service. Feature this 
new and improved stapler; send us 

your order for demonstrator. 


FASTENER 


Corporation 
2531 N. Ashland Avenue 
CHICAGO, ILLINOIS 


retail 








a 


a 





4 4 4 AUTOMATIC TACKER 
compresses automatically, is 
adjustable and cannot kick 
back. Use No. 444 staples for 
perfect service. 























RIBBONS AND CARBONS 


Milwaukee, Wis.—Harvey Schreiber has joined the local staff of the 
Royal Typewriter Company, Inc., selling typewriter supplies. 





United States Exports of Typewriter ribbons, carbon Paper 
Duplicating Machine Supplies 
December, 1937 


EXPORTS 
7763 
Dupli- 
4750 cating 
Filing folders machines, 
index cards, and 9395 parts & 
other office 9392 Typewriter supplies 
forms Carbon papers ribbons or 
Countries No Value Lb Value Doz. Value Value 
Austria 76 S: Jz 43 $ 19 67 $ 147 $ 31 
Belgium 16 14 141 263 270 665 1,056 
Bulgaria 45 
Czechoslovakia 680 1,047 25 130 50 185 
Estonia 46 142 
Finland 13 8 223 277 184 394 138 
France 947 228 280 1,178 10,309 
Greece 10 49 61 146 
Iceland 4 7 26 12 14 30 
Irish Free State 1,918 244 792 
Italy 50 9 Ne 
Netherlands 14 93 2.63 3,272 559 1,224 762 
Norway 267 389 332 66 323 854 556 
Poland and Danzig 236 245 448 946 
Portugal 160 34 
Rumania 55 184 
Sweden 403 379 1,463 956 490 1,473 6,353 
Switzerland 56 38 1,092 1,090 458 1,155 251 
United Kingdom 1,413 1,448 7,820 9, 845 1,991 3,361 15,038 
Yugoslavia 550 110 55 25 102 208 
Canada 52,519 17,176 3,542 1,733 495 1,203 7,355 
British Honduras 19 12 37 29 6 20 e 
Costa Rica 266 112 13 82 108 
Guatemala 231 115 2,525 366 139 335 161 
Honduras 2,669 SSS 04 338 25 99 74 
Nicaragua +6 17 16 16 28 117 
Panama 1,290 318 2,063 1,325 132 291 67 
Salvador 183 21 13 A6 
Mexico 6,300 1,796 763 660 432 1,030 1,885 
Newfoundland and 
Labrador 1,060 308 173 132 42 128 109 
Bermuda 1,193 452 : 
sarbados 220 53 9 31 
Jamaica 1,865 179 172 162 32 102 11 
rrinidad and Tobago 2,339 460 344 207 32 . 88 8 
Other British West 
Indies 50S 99 Ry: 52 
Cuba 4,235 1,327 5,353 3,680 514 1,208 1,038 
Dominican Republic 905 238 346 390 234 363 166 
Neth. W. Indies 1,011 524 11 39 123 
Haiti 2,050 593 333 53 60 168 37 
Argentina 4265 199 2.715 3,065 628 1,133 2,376 
Bolivia 514 S7 271 349 85 299 61 
Brazil 24 11 1,783 2,239 64 lil 1,077 
Chile 421 699 125 496 75 
Colombia 4.052 2,057 1,444 939 220 560 3.938 
Ecuador 228 xS 37 45 69 164 
British Guiana 28 16 12 33 32 
Surinam 50 32 17 40 
Paraguay 77 41 51 179 
Peru 279 288 768 353 112 235 171 
Uruguay 30 34 147 540 11 46 
Venezuela 12.881 431 1,751 1,356 194 683 4,283 
Aden 8o 20 
British India 326 221 1,898 1,178 281 737 8! 
British Malaya 5 4 IS] 68 53 186 363 
Ceylon 270 30 161 63 53 88 
China 30.174 5,950 525 162 7 185 78 
Nether. Indies 410 90 1,238 1,532 729 1,857 620 
French Indo-China 128 12 ei 
Hong Kong 439 102 1,347 478 202 641 53 
Japan 17,603 8,049 95 207 
Palestine 90 198 
Philippine Islands 6,269 721 », 867 3,481 675 1,469 951 
Siam S7 105 61 189 75 
Syria 10 25 7 25 
rurke 916 183 31 63 
Other Asia 200 191 53 * 
Australia 2,745 1,21 30 162 6,677 
New Zealand 40 23 2 53 
Belgian Congo 241 50 7 16 
British East Africa 6 4 54 33 
Union of So. Africa 389 136 656 174 1,166 3,013 929 
Other British South 
Africa i4 28 
Nigeria 94 41 60 137 
Egypt 1,683 457 44 85 325 796 
Other French Africa 4 6 
Liberia 133 34 28 61 
Mozambique l 5 
Other Portug. Africa 255 94 8 17 
Total 145,380 $44,768 72,861 $48,747 13,187 $31,928 $68,367 
Hawaill 75,763 $26,814 474 $ 550 278 $ 794 $ 569 
Puerto Rico 7,826 1,021 1,899 9S7 148 462 373 
Virgin Islands 92 46 
Se eres 


Vienna Street Named After Shorthand Writer 


Deutsche Kurzschritt (Beyreuth) reports that a street in Vienna has 
been named after Karl Faulmann (1835-1894) who formulated a system 
of shorthand. He was an ardent exponent of the simplification of the 
art of shorthand. The street name is Faulmanngasse. 


Japanese Embargo on Numbering and Check Protecting 
Machines 


Burghagen’s Zeitschrift fir Biiro Bedarf (Hamburg) reports that Japan 
has forbidden the importation of numbering, dating and check protecting 
machines. 
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TRINER 


BEAM POSTAL SCALES 
ELIMINATE 
POSTAGE WASTE 















= Over 
= Under 
' Weight 
+ instantly 
shown by 
this indicator 





Capacity 1 lb. x % oz. 
WITHIN 10 GRAINS! 
That is now the postoffice scale sensibility and tolerance 
for checking postage. 
Forty-eight cents to 96 cents per pound prevailing 


Peat postage wastes ne very mater so prevent’ 1 SUPER STRONG DOUBLE ROLLED FIBRE TOP 










Triner refinements make this close-weighing accuracy Vul-Cot is nationally known. For steady sales in 
possible. Permanent balance, special alloyed steel pivots, this established market, keep Vul-Cot on display. 
perfect alignment and operation of moving parts, to- Constructed throughout of National H-A-R:D Vul- 
gether with sturdy, high-grade construction, insure de- canized Fibre. NO SOFT FIBRE to bend out of 
pendable and lasting service. Capacities 9 oz. to 4 Ibs. shape. No metal top to dent, rust or lose its finish. 
in various models, with computing charts on those of 1 Liberal sales policy assures good profit on every sale. 
Ib. and over. 
Send for detailed description and prices NATIONAL VULCANIZED 


TRINER SCALE & MFG. CO. FIBRE CO. 


2714 W. 2ist Street Chicago, Hlinois 





Wilmington, Delaware 











COOL and COMFORTABLE A PROFITABLE ITEM 
__, bentilated by IS ONE THAT HAS BEEN TESTED 
REeEspiraTION Gos AND APPROVED 












Munson Cushion 
Keys are known 
wherever type- 
writers are used. 


“wozZ>zimMo 


Are you getting 
your share of 
these profitable 





U. S. Patent 
No. 2,025,712 


sales? 
Don’t wait for your customers to ask for a seat cushion 
before showing them a Respirator Cushion, but instead Muon 
explain and demonstrate Respirator Cushions whenever you INTERNATIONAL 
have an opportunity and you will be surprised at the num- TYPEWRITER 


ber = Respirator Cushions you a sell. a GOG000066608 


A SATisfied customer and a SATisfactory profit for the 


dealer is a mutually SATisfactory transaction. MUNSON SUPPLY Co., 8348 Sadnem St., New York City 


Please send information about the New Key 
—New Package and Counter Display to @) 


L. M. BICKETT COMPANY Na ME i ence 


WATERTOWN, WIS., U.S. A. 


Manufactured by 



































162 





“VARSITY” Silk Ribbons are 


* Their clear, sharp write sells the stenographer. 

* Their durability sells the purchasing agent. 

* Their all-around superiority insures repeat orders. 

* There's a nice profit on this item for the dealer. 

Write for particulars on this item that ‘‘sells and resells by performance.”’ 


U. S. TYPEWRITER RIBBON MFG. COMPANY, 


‘A Ribbon For Every Machine 








You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (*%"’) 


with the New 


ACME No. 1 


Heavy Duty 
Hand Stapler 


COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 















OFFICE APPLIANCES 
J 


“ silent salesmen’ 


Tenth & Sansom Street, Philadelphia, Pa. 


A Carbon For Every Purpose” 








A PROFITABLE 
REPEAT ITEM 


Nationally advertised. At- 
tractively packaged. 
Supplied in six sizes. 
Brush-in-cap can, Half 
Pint, Pint, Quart, Gallon 
cans and handy tube. 
Preferred for over a dec- 
ade for every paper-join- 
ing need in the Home, 


Office, School and Studio. 
Stocked by leading jobbers 


| Write for Sample and Dealer’s List 8B 





UNION RUBBER & ASBESTOS CO. 





TRENTON, N. J. 

















Sell More 


Hanson 
Scales! 
There is a wide market for 
shipping, postal anid air 


mail scales—and there is a 
Hanson for every scale use. 

Hanson scales are me- 
chanically perfect and the 
Hanson merchandising plan 
helps the dealer build 
profitable distribution. Send 
for Bulletin No. 5. 











No. 1577 
70 Ib. 
Heavy Duty 
Parcel Post 
Scale 





HANSON SCALE CO. 
Est. 1888 
525 N. Ada St., Chicago 

























Card-cases, any size; loese-ieat envelopes, punched; 
menu covers; factory record protectors; ag holders, 
bill-fold envelopes, stamp containers, etc. Maede of 
acetate (slow-burning) transparen’ cellulose. We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633c S. Racine Ave Chicago, U.S. A. 





To DOMESTIC and 
FOREIGN DEALERS 


We present the opportunity for real profits when 
in the market for 


Select rough and rebuilt 


TYPEWRITERS @ ADDING, CALCULATING 
and BOOKKEEPING MACHINES 


Our stocks include thousands of machines. Our 
present scale of prices meets all competitive market 
conditions. 

Write for November price list. 


J. S. MORSE TYPEWRITER CO. 


529 BROADWAY, NEW YORK, JU. S. A. 
CABLE: TYPEMORSE, N. Y. 
















TECHNYGRAPH LETTERING GUIDES 


-AI3C BEFGHJCLMN@!°28STUV 


1¢/2/S@@%elVSIZECLBZAXM 





Over 40 different guides from % to and including 
34 inch. Made in AMBER COLOR and packaged in 
GREEN KRAFT THUMB-CUT JACKETS WITH A 
CELLOPHANE WINDOW. Are you selling these— 
if not, why not? Sell the best—they cost no more. 
Write us for circulars and prices. 


THE TECHNYGRAPH 


Techny, Illinois 
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Ribbed 


Enlarged 
view show- 
ing the sci- 
entific Veoo 


} Index 


' Tabs 


The VEIT Company 


INDEXING & FILING SUPPLY MANUFACTURERS 
1951 East Kirby Detroit, Mich 





\ 4 ROLLING UP PROFITS FOR YOU 


No. 2479 Double Ball Bearing Caster is in 
use in most of the country’s leading indus- 
trial and professional offices and institutions. 
It is a leader to sales of other Faultless floor 
Je pe sgh soy n. Write for Cata- 
4 \og and facts about this profit-earning line. 
FAULTLESS CASTER CORPORATION , 


Evansville, Indiana 


























No. 2479 

Caster 
with 

Ruberex 
Wheel 







(above) Faultless Unbreakable Rockite 
con Ruberex Cups. Round or Square. 
(left) Faultless quiet Cushion Chair 
Glides are mounted in live rubber. 








FAULTLESS CASTERS 


Have You 


a Friend—., business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with our 

compliments. 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 
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LEVER SEALS 


POCKET SEALS 


MEYER & WENTHE - CHICAGO | 


SPECIMEN IMPRESSION 


OFFICE & FACTORY - 24to30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 
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+ + 
+ The New Browne-Morse t 
+ 6-Leg Steel Desk Line 3 
+ + 
- - PUP — eT ® 
a HAS EVERYTHING + 
(3 LET US TELL YOU MORE ABOUT IT t 
+ + 
t Browne-Morse Company t 
+ Muskegon Michigan a» 
+ New York Office and Warehouse - 112-114 Wooster St. t 


FEE H+ 44 4444444444444 





\ 
oe’ . Your Custom- 


ers the Best Quality 
Typewriter Cleaner and 
Refinisher— 


mee 
DR. SCAT 


Used for cleaning type, refinishing 
rubber platens—protects the f ii 
enamel and nickel. REMEMBER— <?""{ ™) 
DR. SCAT also prevents rusting. é. | 

Sold from Coast to Coast. ue | | 


Manufactured by 


DR. SCAT CHEMICAL co. 


178 N. Franklin St. Chicago, Ill. 











Gt Nee Le tate Poet 





“REFINISHER” 
Reg. U.S. Pat. Off. 








ALLEN 


WALES 


ADDING MACHINE 
CORPORATION 





ty 


515 Madison Ave. 


NEW YORK CITY 























PRACTICAL 





ee 
SERVICEABLE 


hor 


Metal Furniture Which Meets the 
Growing Trend in Modern Offices 


The only complete line of modern chrome furniture for equip- 
ment of executive, professional and general offices. Ideal also 
for vestibule, lounge and recreation room. A line that offers 
substantial profit possibilities. 















Get on the Troy bandwagon. Dealer prop- 
osition and complete catalog upon request. 


THE TROY SUNSHADE COMPANY 


Dept. P-37 Troy, Ohio 
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BRILLIANT 
MODELS 






Backed by past enthusiastic 
Public *PProval, the new 
greatly improved Speed-O. 
Print brings to users and 
dealers the kind of duplica- 
tor they want. Never in the 
history of the duplicati 
field has any produc 
uch tremendous ac. 
ceptance in such @ short 
Period of time. No other 
Product offers such a great 
Opportunity fo, dealers to 
SELL SAVINGS as 
Speed-O-Print 


HAND FEED a2” WIRE OR WRITE Fop 


FURTHER DETAILS 


the new 
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CABINET 
$18.79 
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Wedding Calling 
Announce- Cards 
ments 


$1.65 


(less discount) 


$7.95 


(less discount) 





America’s 
Dealers Lowest 
Wanted Prices 
LETTERHEAD SAMPLE BOOK FREE 
Social Engraving Sample Book mailed for deposit of $1.00 which is refunded 
after receiving $25.00 net of engraving or return of sample book 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 








NATIONAL SPONGE RUBBER CUSHIONS 





The complete 
quality line 
at popular 
prices 
« 
All colors—all sizes 
. 
‘| Write for descriptive 
circular. 
* 





Attractive Discounts 
# 


NATIONAL OFFICE CUSHION CO. il? S3"4ysty, 
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WANTED 


Dealers 


TU BUY  atso sen 


Addressographs, Multigraphs, Mimeo- 
graphs, Adders, Typewriters, Check 
Writers, Dictaphones. Big Profit—No in- 
vestment. Write 


PHUITT CU. 








771 Pruitt Bldg. 
Chicago 


XXXXXXXIXIXXXXXXXXLXXXXIXXY 





4 
bas 





XXXXXXAAXXXXXXXXXXXXXYxYxy)* 


us 


CXXXXAAAAAAAIAAIAIA IAEA XXEXXXXXXXXXXXIXX: 





Saves Edges; Saves All! 


IMMEDIATE 
SELLE R to office 
managers, lawyers, in- EA 
surance companies, 

engineers, architects, 
photographers, musi- 
cians, ete. Perma- 
nently protects legal 
documents, drawings, 
blue prints, charts, 
cards, photos, sheet 
music, ete., against 
mutilation from  con- 







stant handling. Tapes ‘ 
curved as well as Write 
straight edges. Seals 
bags and envelopes. Simple, effi- for 
cient, economical to operate. Dem- . 
onstrate at once to your big Descrip- 
customers. ue 
The VERTEX Folder 
. 
9 
Sheet Binder b4 


VERTEX COMPANY, 5-7 Great Jones St., New York, N. Y. 














EVER-FAST FASTENERS 


They HOLD FAST yet are ON and 
OFF in a jiffy. Can be used over 
and over again. For current pa- 
pers, for mail enclosures, for 
filing connected correspondence, 
ete. Three sizes, brass or nickel 
finish. Samples and prices to 


Stationers. 


CLIP-ON CORP., Oswego, N. Y. 

















Stop Petty Thefts 


WONDER [OCK does everything the or- 
dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely lock 
every kind of a drawer, file or door. 
(See illustration). Also made to pro- 
tect the contents of show cases. No 
holes to drill—no nails or screws, no 
tools required. Two drawers may be 
secured with one WONDER [OCK by the 
use of brace plate furnished. 


Every store, office, factory and home a prospect. Ideal for traveling 
public. Write at once for new price and full particulars. 


WONDER [ocK 53 W. JACKSON BLVD., CHICAGO, ILL. 

















| Ne. 6, 3” 
















$ 
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Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R.Bristow 
24 Central Ave.West Orange.N.J. 












The 


ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 




















PATENTED ways right side up. No need to hunt 
PEB.17,1920 JAN. 11, 1928 and fumble to find the place where 
MOV. 6, 1923 the ring opens, if it’s an Adams ring. 














Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to lie flat when open at any 
point. The enlarged joint, nicely 
rounded and smoothed, keeps ring 
right side up in position to be in- 


stantly unlocked. 
Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals. 


Henry T. Adams Mig. Co. S71. fine’ 4 





Seven Sizes 
Inside Diameters: 


No. 000, %a’’ No. I, 1%" 
No. 00,%’’ No. 2, 1%’’ 
Ne. 8, %'’ No. 4, 2%’ 
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It’s a Sales Starter 
..» Lhis FREE Cabinet for 


The number of business houses using maps as 
visible records of sales, distribution, advertising, 
etc. are increasing by thousands yearly, Many are 
customers of yours. Remind them that your store 
is MOORE Maptack head-quarters by display- 
ing this attractive revolving cabinet. Sent FREE 
with order for 5000 assorted maptacks. Adver- 


tised nationally to millions. Write your jobber. 


MOORE PUSH-PIN CO. 
AA 113 Berkley St., Phila., Pa. 


» 
» 





é 909990000000 OOOO 
Replacement Parts for Adding, Book- 
keeping, and Calculating Machines 


4a 


fa 


did 
yvvvyYv— A 


Write for our new revised catalog. 


4 NEW ITEMS—ADEQUATE STOCKS— 
FAST SERVICE 


CLOYES GEAR WORKS 


17214 Roseland Rd, N. E., Cleveland, Ohio 
Cable “Address, ““CLOYESGEAR” 


vv Ww 
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Easy to put in use 
Safe and Secure 
Quick Reference 




















CEL-U-DEX 


F. B. 


LOOSE LEAF 
HOLDER 


Fastens the transferred sheets in a 
neat, compact binding, easily 
handled and referred to. Accommo- 
dates any size of sheet or distance 
between centers; interchangeable 
posts of various length provide 
capacity to meet your requirements 


. f.0.b., 

$ 3 50 ES York Write for 

sample and details. 

F. B. Mfg. Co. 
1228 Intervale Ave. 

NEW YORK, N. Y. 








WRITE OR TYPE SUBJECT ON INSERT- 
CUT TO SIZE -MOISTEN and APDLY- 


CORP., srooktyn, N. Y. 











New (ab 
Catalog 


Ready for mailing NOW! 


Be sure and get yours. 


AR! STtTESL CC., 


423 COLLEGE AVENUE 


INC. 


BRONX, N. Y. 








“Thos Jess 1B. 


BINDER CLIPS 


The original and genuine clips, 
in all four sizes, 

No. 2, No. 5, No. 6, No. 10. 
These clips are so well tem- 
pered, they will expand to the 
capacity of the clip or will se- 
curely hold two or three sheets 
of paper. 


Write for revised price list. 


CUSHMAN & DENISON MFG. CO. 


241-243 West 23rd St., New York City 
Established 1884 











AMERICAN VISIBLE 


NUMBERING MACHINES 


Model (fp) 3 Movement 


Model @ Lever 
Movement 


Model @J) 9 Movement 


DISCOUNTS 





WRITE FOR 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 














No. l holds 2 to 10 papers. 
No. 2 holds 10 to 20 papers. 
No. 3 holds 20 to 50 papers. 


The VISE CLIP has 
been called the perfect 





KLING KLIP 
for holding a few 
papers where a per- 
fectly flat clip is 


desired. 























paper clip. It lies flat 
and grips tightly. Sup- 
ply your customers 
with samples and _ literature. 
Watch the sales grow. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave., Cambridge, Mass, 
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TESTED for Accuracy aie 
GUARANTEED for Satisfaction POSTAL SCALE 


Into the graceful case of this scale 9 
is built a mechanism of real sim- T My E STAT | O N E 4 S 
plicity and sturdiness. The result— 


an extremely high point of sensitiv- 
ity and accuracy. The dial is a legi- | 


ble permanent aluminum dial in 
two colors, easily removed in case 
of rate changes without necessitat- 


ing returning the scale to the fac- 
tory. 


, It is truly “Designed for Efficiency” 
Manufactured by 

LIST $1.50 MARVEL SCALE CO., INC. 

3010 W. Wells St., Milwaukee, Wis. 


IF YOUR JOBBER CANNOT SUPPLY YOU, ORDER DIRECT AND SEND US HIS NAME 


sé 
Any of these paper mer- 
chants will give you sam- mR * 
ples and prices of Wiggins hat you don’t know won’t hurt 


peck Ferm Cards and you”’ is obsolete as the letterpress! 


Compact Binders: 
For if you don’t know what profit 
lies in business cards, it surely wi// hurt 


| 
DESIGNED for Efficiency | 
BUILT for Durability mcs ie | 


































New York City 
Richard C. Loesch Co 
















Pittsburgh you. For these can be ordered easily 
a = eet Ce as Office supplies; and if you insist that 
Cincinnati . 2 ost 
The Chatfield Paper Co your printer or engraver uses Wiggins 
Detroit Book\Form card stock, you will have a 
Seaman-Patrick Paper Co if oe for “4 ee I ” hi 
Grand Rapids reputation for a vetter Duy than 
Carpenter Paper Co others. 
Houston 
L. S. Bosworth Co., Inc Ask us for the stationer’s 
x St. Louis proposition at once. ‘ 
ey See nets ee The most valuable money- 









making volume ever placed 
before the Stationer Trade 
—Contains nearly 200 hints 
——E EE — in connection with every de- 

partment of your business. 


| SELL 


i MASTER SPEED KEYS: 


The JobnB. WIGGIN 


1162 Fullerton Avenue, Chicago 














Book Form Cards Compact Binders 

















Press Comments: 


The book contains some 178 pages of eommon sense sugges- 
tions for commercial stationers and dealers in office equtp- 
ment. It ts conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stationer may find sugges- 
tions on the particular phase of his business that he may be 
interested in at the time. The subjects run all the way from 
account books to window dressing and are written in such a 
way that the volume is an excellent reference book. 

—Office Appliances. 


They will bring you nice 


PROFITS 


7 RIGHT NOW 


Their superior and exclusive features arouse in- 
terest, which makes for more sales. 


WRITE FOR SAMPLES AND PRICES 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. 


I] SPEED KEY MANUFACTURING COMPANY 
I} 28 Columbus Place Brooklyn, N. Y. 








































It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome 











An All Year Round Necessity 
H. A. INK ERADICATOR 





—The British Printer. 








A good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 






Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, Ltb. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 





















For Sale at 
Leading 
Stationers 











Manufactured 
for Over 30 
Years by 


H.A. INK ERADICATOR CO. 


1707 ZEREGA AVE. NEW YORK, N. Y. 
Cable: ERADICATOR 
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IN EVERY COUNTRY 


You will fine ONE leading office equip- 
ment trade journal of national importance. 


IN FRANCE 





First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ert. 

Include “METHODES”’ in your ad- 


vertising appropriation: It pays. 
Send for free copy today. 





‘METHODES” 
SUBSCRIPTION RATES 


To France, Colonies, Belgium and Luxem- 


er ee ee re 50 Francs 
Countries adhering to the Stockholm Con- 
WOON se ook ciiteieGaweue eb anaues 55 Francs 


Countries not adhering to the Stockholm 
Convention (including the U.S.)....... 60 Francs 











METHODES 


27 rue des Petites Ecuries 


Paris X° France 
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It’s 


NEW! 


The Speed dite 
CATALOG No. 138 


Listing the complete line of 
Sponge Rubber Stamp Pads, 
Daters, Time Stamps, Num- 
berers, Stamp Pad Inks, 
Punches, Utility Stamp Sets, 
Ash Trays, Finger Moisteners, 
Fountain Brushes & Cleaners, 
Dry Cleaning Sets, etc. 


Write for your copy today. 


RIVET-O MFG. CO. 
60 Jason St. ORANGE, MASS. 











'HE PERFECT 


Convertible 


OFFICE 
CUSHION 


Fine Quality 
Popular Priced 


STATIONERS—Compare the “Perfect” line of sponge 
rubber office chair cushions. We'll be glad to send you full 
details and prices on request. Once you try it, you'll agree 
it’s profitable to keep “‘Convertible” always in stock and 
display. 


The Perfect Rubber Seat Cushion Co. 













1412 Unity Street Philadelphia, Pa. 











ff 


| 
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Gripprt 






paste = 
that never wrinkles paper 


—not even the thinnest tissue. Scrapbooks never bulge, tracing 








papers never pucker; extended charts and forms can be typed or 
penned on immediately, smoothly . . . Write for Free Tube and 
Profit Story to Harriman-Welts Products Co., 200 Summer St., Boston 





NEW PRICES 
adding + billing + 
bookkeeping + 


calculating machines 


TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 


Rough and Rebuilt Write for Latest Price List 


Reliable TYPEWRITER & ADDING MACHINE CORP. 


303 W. MONROE ST. CHICAGO, ILL. 





























LONG on Action... 


SHORT on Words 





OFFICE 





ROYAL GIVES EVERY DEALER 100% COOPERATION 


Royal believes in concentration! 

Since the beginning of the Company, Royal has 
devoted all its energies to a complete line of 
typewriters . and today is the world’s largest 
company devoted exclusively to the manufacture of 
typewriters. 

Since the Royal Portable was first introduced, 
Royal has promoted it through local dealers .. . 
and today the Royal Portable is foremost in the field. 

Royal believes in dealer-minded advertising— 
advertising that helps the dealer to sell and profit 
directly. . . and today, does more general publication 
advertising than any other typewriter manufacturer. 

Royal believes in dealers, believes that they a// 
should make money . . . and provides the finest 


Se & 36 











"Royal's Dealer First policy clicks 
with me", 


says Paul Spiess, Consolidated 
Typewriter Company, Cleveland, 
Ohio, one of America’s outstanding 
typewriter dealers, “. . . because it 
really works. Your national adver- 
tising backs me 100% ... your 
representatives are on the job... 
the Royal Portable is right—it’s 
easy to sell and #¢ stays sold.”’ 


portable made—with an ample profit margin for the 
retailer. 

These are facts—short, simple, brief words— 
action over many years! 


If you are not fully familiar with Royal’s policies 
of dealer promotion and protection .. . if you 


wish to make more money this year—address: Royal 
Typewriter Company, Inc., 2 Park Ave., N. Y. C. 
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LETTERGRAPH MODEL “'c”’ 


Never before has an automatically-fed, legal 
size stencil duplicator been offered at such 
an amazingly low price. Automatically feeds 
from post card to full legal size. Designed to 
combine streamline beauty with practicability. 


4 

° rs. 
tencil duplicate 
s 


LETTERGRAPH MODEL ‘‘A" 
A sturdy, letter size rotary stencil dup- 
licator at an unheard of low price. Inks 
with a brush from the outside. Features 
Superpad (quickly changeable ink pad), 
making it ideal for multiple color jobs. 


LETTERGRAPH MODEL ‘‘B’’ 
A full legal size, inside, brush inked 
stencil duplicator. Large perforated 
drum easy to ink, handles from post card 
to 8l/, x 15 in. A very sturdily built 
duplicator, simple and clean to operate. 












“We tell our customers who have no pref- 
erence,’’ says enterprising St. Paul dealer, 
‘we would rather sell the Underwood.’’ 


HEN a dealer makes it part 
of his sales policy to recom- 
mend the Underwood, it’s a sign 
that he appreciates the value of cus- 





SEVEN BIG 
TALKING POINTS 


1 New Sealed Action Frame 
providing quieter operation 
and maximum protection 
against dust. 


2 The Champion Keyboard 
... kinder to typing finger-tips 
... Saves broken fingernails. 


3 “Tuned to the Fingertips” 
... two adjustment features as- 
sure supreme ease of touch. 


4 100 per cent Typing Visi- 
bility. 

5 Complete accessibility to 
type-bars and ribbon spools. 


6 Keyboard Controlled Rib- 
bon Shifting Device. 


7 Back spacer on left hand 
side—normal typing position 











tomer good will. Underwoods nerer 
let a dealer down! 

Underwood builds Portables to 
stand up... to take all the punish- 
ment that untrained fingers can hand 
out and keep on performing up to 
traditional Underwood standards. 

Dealers who make a real dent in 
their local markets naturally are in- 
terested in Underwood speed, ease 
of operation and fine writing quali- 
ties. They're interested, too, in the 
distinctive eye appeal that the 
Underwood holds for the prospec- 
tive buyer. And back of these 
qualities dealers want Underwood 
ruggedness, durability, stamina. 


e « ¢ DEALERS: If you are not selling 

Underwood Portables now, write for 

full information concerning the com- 

plete Underwood line. It pays to stock 

the machine that the world is buying. 
o _ — 

Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters. . Accounting Machines. . Add- ——~, 

ing Machines. . Carbon Paper. . Ribbons 
and other Supplies 
New York, N. Y . 


Sales and Service Everywhere. 
Underwood Elliott Fisher Speeds the World's Business 


One Park Avenue 





“We're 


STRONG 


for the 


NDERWOOD | 


; Typemaster Portables!’ 


—says Mr. M. Friedland of the 
St. Paul Typewriter Exchange 










Underwood Typemaster Portable 
Champion Model, retailing at $64.50 


ante 


Pt a 
—_ an NY 





Underwood Typemaster Portable 
Universal Model, retailing at $54.50 





DEALERS FIRST 


In the Underwood Portable 
sales policy the Dealer a/ways 
comes first. Underwood Port- 
ables are sold “‘overthe counter” 
through Authorized Under- 
wood Portable Dealers. All 
Underwood promotional activ- 
ity is designed to send cus- 
tomers into the Dealer’s store. 











Copyrignt 1938, Underwood Elliott Fisher Co 








